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Holland-Racine Nu-Matics look great 
because they're made from fine 
leathers by Holland master crafts- 
men and they feel great, thanks to 
Holland-Racine's patenied cushion 
construction. 











STYLE NO. 6240 





Se ! 
| . “ HOLLAND-RACINE 
ie” 4a 
¢ 
- 
7 ~ ee To clinch the sale, let your customers feel 
*< eeeee *” the cushioned comfort that's built into Nu- 
“S42 ae nnoaeeeet™ Matics. Tell them how every step is cush- 
icned with jars and shocks el!minated to 


cut fatigue and make for greater foot com- 
— oe 4 have the support - 
the arch-brace cookie construction plus the 
To retail profitably — $12.95 — $13.50 steel shank that makes every cushioned 


step a real pleasure. 


HOLLAND-RACINE SHOES, INC. > HOLLAND, MICHIGAN 
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“BEAUTIFUL”-- 


is the unanimous report on 
TAN-ART’S new White Suede Kid. 


It won't be long before you start on white shoes for 
the Southland season. For your own business interests, 


make sure to see and compare Tan-Art’s new white suede kid. 


There are extra, favorable features in this improved leather 
at no extra cost. Shoes made of Tan-Art Suede Kid 


sell a lot easier because the leather has such 


a distinctive, luxurious look. 


_TEVOR 





/ -ART CO., NY 
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check list for a successfulchildren’s shoe business: 


NS nt 


ra 


A HaMNSY | iin which mothife have confidence 


frromilion featnnes _ that give you a jump on competition 









‘ 
feged } a ... every time ... for every child 


OnE ALOUNLCE © trom tots to teens 


If you can't check ALL FOUR 
factors on your present brand 
or brands, better check up 
on Pollyanna right away! 
Drop us a card. We'll send 
a salesman. 









STYLE No. 8805 
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A. S. KREIDER SHOE CO. ANNVILLE, PA. 


NEW YORK CITY SHOWROOM ¢ Marbridge Bidg., 47 W. 34 St. 





4a Boot and Shoe Recorder 








een belnereteadbies 


WE Ah oh 7 AR Noy 





Shenae Ono 





+ 
| 








Look what youre missing! 


r. Allentown, Pa.: “Caused 
streets of Allentown than 





















ntini, Ithaca, N. Y.: Buys 
s a year of the shoe 


k No. 3562. 
owell, Greensboro. 
hoe I’ve ever seen: 


Joseph Cose 
several hundred pair 
illustrated here, stoc 


Wetherhold & Metzge 
more comments on the 
any shoe I’ve ever seen.” 













So does Clarence P 
| N.C.: “It’s the best s 

















“pestancaer 








Louis Walker- Waterloo, Iowa, says: “We have 
certainly been pleased with the business 
we have been doing on Keith Highlanders. 
Our customers are very enthusiastic.” 























Do aaeeaatll 





big users and consistent 
promoters of Keith Highlanders: 
Roos Bros.. Oakland 
Godchaux’s. New Orleans 
Muse’s, Atlanta 


= 
— 


Some other 



















Profitable business with 

Keith Highlanders isn’t confined t 

big operators in metropolitan j 

ee ee don’t think these 
y shoes are “high priced” 

—their greater value is obvious 

Get the full story—send for sete copy 

of the new Keith Highlander In Stock booklet 


Geo. E. Keith Company, Brockton 63. Mass 
Keith Highlanders 


retail from $19.95 
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HOW J. P. SMITH USES CUSHION CORK 


to add extra flexibility to British Walkers 


-¥. The diagram above shows how the J. P. Smith 
¢% Company of Chicago adds extra comfort to 
its British Walkers by using a resilient filler piece 
of Armstrong’s Cushion Cork. 

Patented “Synchro-flex” construction makes it 
possible to use a much thinner, more flexible insole 
in the British Walker. This insole is supported by 
Cushion Cork, 4%” thick, rather than by the cus- 
tomary bottom filler. Thus the foot is cushioned and 
given greater freedom of movement than is possible 
with conventional construction and materials. 

The Cushion Cork used in British Walkers is a 


CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


ARMSTRONG'S SHOE PRODUCTS 


CORK COMPOSITION 








FLEXICORK - FILLERS 


combination of springy cork particles and a sponged 
binder. Underfoot, this resilient material gives the 
effect of walking on soft earth. Because Cushion 
Cork is so flexible. it helps prevent new-shoe dis- 
comfort. It also adds insulation against heat and cold. 

You'll win new friends when you tell your cus- 
tomers about the extra comforts of shoes built with 
Armstrong’s Cushion Cork. Simply explain its ad- 
vantages during the try-on. A few steps down the 
aisle will do the rest. Armstrong Cork 
Company, Shoe Products Department. ® 
9609 Arch Street, Lancaster, Pennsylvania. 


CUSHION CORK 
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SCULPTURED TO FIT YOUR FOOT | 























The FALL 
No. 32194—Hubschman 
Mink Brown Calf Square 
Toe Tie, Extra Eye'et 
for Fine Fitting, Extend- 
ed Arch Rest Insole, 95 
Last, 14/3 Spectro i 
Squore Leather Heel. A - 
Wolk-O-Bout Style with 
True Ankle Fit . . . $7.60 
No. 12194—Same as No. 
32194 in Charcoal Blick 
with Bright Finish . $7.45 
No. 37103—Same as No. 
321S4 in Gypsy Brown 
Dartmour Veal . . $6.45 
AAAA to D. . 4/2, to It 






The RISQUE 
No. 11140—Supple Black 
Kid, Patent Trim, Ex- 
O94 ‘Last, 16/8. Patent 
. . . st, eaten 

Your praise will be high for the New DREW Cuban Heel. 
Featherweight Dress 
Style—Fits Like a Glove 
50 


In Stock styles for Fall... and you'll quickly recognize = = —_ Stvle-Fits Lites ~ 
new merchandising and profit-making possibilities ee 
. . - for here's a line which combines every element 
of beautiful styling and smart individuality, 
exquisite leathers of the finest tannages, and fine 
workmanship coupled with exclusive 
foot comfort features . . : a line delivering 
customer satisfaction and meriting customer 
loyalty beyond a single doubt. 


The MARY 

No. 11039—?Plump Black Kid, 
- Patent Trim, Extended Arch 
. Rest Insole. Long inside Or- 
/ thopedic Counter, Heavy Sole, 
Extra Eyelet for Fine Fitting, 
Pedic 7 Last, 13/8 Broad Leath- 
er Heel, Rubber Top Lift. An 
Outstanding Arch Rest Welt 
ee eee $7 
AAAA to EEE. . . 4/2 to II 





Tie your store to Drew's Na- 
tional advertising program 

by using Drew's tie-in news- - 
ads. Write for complete 
details. 





THE IRVING DREW SHOE CORPORATION, LANCASTER, OHIO 


NEW YORK OFFICE,-746 MARBRIDGE BLDG. © ALSO MAKERS OF DR. HISS' BALANCED SHOES 
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Hand Shoemakers-Finest for Your Quality Trade! 


Hand Shoecrafting is an age-old craft . . . a proud trade. In Hand 
Shoemaker Bostonians you see the traditions of this craft at its best. 
You see ageless leathers admirably put together, over anatomically- 
perfect lasts, with the patient, painstaking care and skill that goes 
well beyond the limitations of modern machinery. The result is 
superlative performance, effortless fit, superb comfort and a lasting 
look of importance to the wearer. 
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OF WHITMAN, MASSACHUSETTS 
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YOUR BOOT SALES TO 
THE No.1 WESTERN STAR 











America’s No. | Western Star of Movies, Radio and Stage Appearances 
takes on a new role as America’s No. 1 Boot Salesman. Just as Gene has 
captured the admiration and devotion of millions of youngsters every- 
where so will this new line of cowboy boots, bearing his brand, capture 
the fancy and stir the imagination of fun loving, outdoor boys and girls 
of all ages. Made of fine leathers by expert craftsmen in brilliant color 
combinations, these boots will be best sellers wherever they are displayed. 


Get in the saddle with Gene Autry for more boot sales. Write today for 
information on boots and dealerships. 











exclusively for 


GRAHAM-BROWN SHOE COMPANY oaiies 2, texas 


GENE AUTRY Cowboy Boots will be exhibited at NATIONAL SHOE FAIR 
Chicago, October 25th-28th, STEVENS HOTEL Rooms 716A-729A 

















Out in Front 
in Acceptance 


You'll find the John C. Roberts Shoe easy 
to sell. Quality leathers...expert design... 
honest craftsmanship... the exclusive 
“Mello-Stride” feature...dominant national 
advertising ... all these taken together ac- 
count for the fast-growing popularity of the 
John C. Roberts Shoe with particular men. 
Get in touch with us if you’d like to know 
more about the John C. Roberts Shoe. 
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NATIONALLY ADVERTISED 
in “Saturday Evening 
Post”, “Esquire”, “Look”, 
“Collier's”, and “Sports”. 


Friedman-Shelby DIVISION 


INTERNATIONAL SHOE CO. « ST. LOUIS 
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TEACHER'S PET 


The Misses’ and Children’s 


Television Boot 
by Cambridge 


At last! A rubber outdoor Boot that gives 
children the delight of doing things on their 
own! ...a Boot that children can put on and 
take off easily without help. A delight for 
teachers and mothers too — the youngsters’ 


Television Boot by Cambridge. 
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Waterproof right up to the top- because of a 
special gusset under the zipper that is an ex- 
clusive Cambridge feature. Smart and stylish — 
just like “*big sister’’ wears! . . . in children’s 
favorite boot colors — Red, Chocolate Brown 


and Black. 








Typical 
of the LaCrosse’ 


Complete Line 


of Over-the-Shoe | 


Rubber Footwear 








ESKIMO CHILD’S SALLY 





Now and next month, every time you sell a pair of leather shoes 


— whether to men, women, or children 
— you'll ring up plenty of DOUBLE PROFITS by suggesting 


a protective pair of fine quality LaCrosse boots or rubbers. 


Your customers will appreciate the extra service 


LA CROSSE RUBBER MILLS COMPANY . tecrosse, wisconsin 





which makes them all set for future bad weather. 


Ph Whose, 
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Bondshire Shoes by Weinbrenner 


PRODUCE STEADY SALES SATISFIED SALES VOLUME SALES 


Here are the shoes your business depends 
on—sensibly styled and sensibly priced for 













both you and your customers, too. And 
the Weinbrenner name tells the rest of the 
story: they are not only good shoes — they 
are unquestionably the outstanding values 
in their field. More and more dealers are 
featuring them every day, so profit with 
them now: Stock and SELL Weinbrenner 
BONDSHIRE Shoes. 




















See the 
Complete 
Bondshire 
Line at 

the National 
Shoe Fair 


Visit Suite 780-781, 
Palmer House, Chicago, 
October 25-28 


BONDSHIRE Men’s and Boys’ Dress Shoes e THOROGOOD Men’s Work Shoes and Children’s Shoes 


General Offices: Milwaukee 1, Wisconsin 
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Monthly Report to 
CONSUMERS 


This seal 
is your guide 
to tested products 





By 
BARBARA DALY ANDERSON 
Director, The Parents’ Magazine 
Censumer Service Bureau 


ago, my eye caught a display of 

Little Yankee shoes in a store win- 
dow. It was Richards’ Shoe Store, one 
of the most famous children’s shoe 
stores in the country. And there was 
PARENTS’ MAGAZINE’S equally famous 
Tested and Commended Seal hangtag, 
proclaiming the fact that Little Yan- 
kees had been tested by our technical 
consultants. I’d sat in on the testing. 
I’d watched Jim Crowley at the United 
States Testing Company, Inc. — that’s 
the laboratory we employ — literally 


| THEN I was in Boston not so long 





Mrs. Anderson watches J. J. Crowley 
of United States Testing Co., Inc., 
check Little Yankee shoes for quality. 


rip the shoes apart to examine them. 
So I marched into Richards’, hopeful of 
seeing Little Yankees fitted to a young 
customer. 

There was another reason I went in, 
too. Some time before when I visited 
the Sam Smith Shoe Co. factory in 
New Hampshire, where the shoes are 
made, Sam Smith, the president, had 
said to me, “We know we make a 
mighty fine shoe at the price. But a 
shoe’s only as good as its fit. That’s 
why we designed our Posture Study 
Platform for retail stores where Little 
Yankees are sold. We encourage stores 
to install our fitting platforms. Take 
a look at one when you have a chance.” 

The Posture Study Platform at Rich- 
ards’ was very much in action. I 
watched a salesman fit a child with 
ankle-strap patent leather slippers. 
She looked pleased as a kitten, but a 
fitting supervisor stepped forward and 
said, “Young lady, up on the platform 
you go.” The child mounted the plat- 
form which is constructed so the 


14 








Read what 


PARENTS’ MAGAZINE 


Says 


about 


Litile Yankee 


fitting supervisor views posture, stance 
and fit at almost eye level. To her 
surprise the supervisor sent the little 
girl back for a half size larger. 


Sam Smith packs commendable 
quality into his moderate priced Little 
Yankee Shoes. He said to me, “We 
use nothing but bends in our soles and 
we oil-treat all soles.” That’s good 
news from a shoeman to the consumer 
who wants the shoes to wear well. Our 
laboratory tests also reveal good re- 
sistance to abrasion with a _ supple 
quality to the leather in the uppers. 
I verified that latter point in the fac- 
tory. The uppers of Little Yankees 
are heated during the lasting or shap- 
ing process. Only good leather will 
take it and come off the wooden form 
as soft and supple as it goes on. I 
noticed, too, that there’s a left and a 
right quarter (that’s the back part of 
the uppers) and each width within its 
size range is cut from a separate pat- 
tern. In poorly constructed shoes, 
there may be one pattern for three 
widths; this means that the leather 
must be unduly stretched during the 
lasting process to accommodate itself 
to the widest width. These are the 
hidden features you can’t see. But you 
can take a look at the stitching on the 
sole of a welt shoe. If it’s straight, 
even, and stitches are small or closely 
spaced, you'll usually have a stronger 
sole construction than when wider 
stitching is resorted to. 


At our consultant laboratory men 
who are experts in leathers and shoe 
construction dissect representative 
samples of each brand of shoes that 
carries PARENTS’ MAGAZINE’s TESTED 
and Commended Seal. We can’t be re- 
sponsible for final fit, nor can the 
manufacturer. He is as concerned as 
we when children’s shoes are badly 
fitted. We all agree, though, that if 
parents would have their children’s 
feet checked before it’s reasonable to 
suppose a change in size is indicated — 
every three months is not too often — 
we'd have healthier youngsters. 





This report is 
based on laboratory 
tests made for 
Parents’ Magazine by 
the United States 
Testing Company 


Take 


Not only 
Parents’ Magazine but 
thousands of parents 

all over the country 
have also tested Little 
Yankee Shoes—on the 
feet of théir youngsters 
—and they agree 
with Parents’ 
report! 


Little 
Yuonkee Shoes 


are designed to 
keep little feet 


akeldaatel 
*September, 1948. 


THE YANKEE SHOEMAKERS 
DIVISION OF SAM SMITH SHOE CORPORATION 
NEWMARKET, N. H. 
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“SELF-ACTING ” 
PRIMA DONA SLIPPERS 
are an INSTITUTION 


for the Nation’s 


Top Slipper Merchandisers 


There is a tangible 
reason behind the “self- 
acting” demand for Prima 
Dona Slippers by Cambridge — 
which sustained sales at high volume 
while competing slipper sales sank to an alarm- 
ing low this past year. 

The REASON: Cambridge’s exclusive 
FLORIDA PROCESS — counters and toes 
“bounce-back-in-shape” smartly throughout 
long life of wear . . free from that unneces- 
sary slovenly unshapeliness and _ breaking 
down ordinarily associated with slippers. And 
Cambridge FIRSTS in Foot Fashion are 
always priced right. 
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NEW STYLES ON DISPLAY 
National Shoe Fair 
October 25 — 28 

Hotel Morrison, Mezzanine Floor 
Chicago, lilinois 











THE Cambridge RUBBER COMPANY 


CAMBRIDGE 39,MASSACHUSETTS 








Where will today’s customers 


buy their NEXT pairs of shoes? . . 


AN HETHER or not they come back to you 
depends largely on the shoes you sold. Whether 


they are comfortable — how they wear. 


You can be a lot surer on both counts when 
the shoes you carry are made with RESPROID 
Vamp and Quarter Linings. REspRor linings 
are coated with a viny] plastic that is flexible, 
resists abrasion and scuffing, and is not af- 
fected by perspiration. It means longer wear 
for the shoes —greater satisfaction for your 


customers. 


Your customers will be better pleased with 
shoes made with REsPROID. Ask for them! 








... By the same Company ... 


TUFSTA, the original unwoven, non-fray cotton base 
(not paper) reinforcing material, gives extra 
strength wherever there are straps or cut-out 
sections. 

TUFSTA DOUBLER, the original unwoven, non-fray cot- 
ton base plumper and backer for lightweight 
leathers. 

DURAKALF, a very efficient leather replacement for 
shoe linings. 

DURAKALF NON-SLIP designed specifically as a non- 

| slip counter pocket in shoes. 

RESKRAF, a high quality pyroxylin coated, impregnated 

i fabric sock lining and heel pad material. 





RESPROID 1000, an outstanding new heel pad and sock 
lining. Heavy Resproid coating on an unwoven 
Tufsta base. 


MADE BY 


ING. 


CRANSTON 10, RHODE ISLAND 
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Style and comfort for every occasion 
from walking oxfords to 
dressy pumps...these shoes, 
famous with American women for 
25 years, are consistently advertised and 
have been endorsed for quality and 
fashion-rightness 


with the Seal of Approval by 







TEA TIME 






To retail at 6.95—7.95 GOOD HOLNENEEPING Sizes 4 to 11 
Some styles 8.95 Widths AAA to EE 


mene! Of, oFemy 
Fon dea 
Good Housekeeping 





Write fora catalog. An agency may be open in your vicinity. 





FASHION BILT SHOE COMPANY @¢ PONTIAC, ILLINOIS 
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a:28 TUGBOAT by 
St Golo Retails for 


$795 


TUGBOAT comes in Black, Brown, 
Green, Blue Ruffy, Oxblood kipskin, 
AAA to C widths, sizes 4 to 9. 


Just read what a large department store 

on one side of the country and a family shoe store 
on the other side have to say about Golo of 
Dunmore. Acciaimed by these and many other stores 
from coast to coast as the outstanding line of the 
nation ...a line that's breaking all sales records. 


Su tel) e an, Of Jour 

Here is just one of our outstanding numbers— a me “arteg ts aii the 
TUGBOAT by Golo. Designed for active young aot ~ tem es ao ne mele a Soe °F Dam, 
moderns who are quick to recognize its sturdy, the Tattiag this = "IRE yo 1S OF th me 
knockabout qualities . . . lightweight comfort! 2 9 °f our sinc Girt, ‘Shes ena, met fay ona? 
Genuine Goodyear welt means finer fit, longer wear mane Bards, ; oe Soe sina’? % one ne 

. . its springy virgin crepe soles give a floating- i 
on-air walking ease! Feature the Golo of Dunmore ~ 
line for greater sales and profits! We'll be Ilia, UY yours 


glad to send you full details! 


Famous built-in quality featured 
in 14 fast-selling styles, all superb 
Goodyear welts with channelled 
prime flexible insoles. 


ao OF DUNMORE e¢ Division of Golo Footwear Corp. 


FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE: 129 Duane St., N. ¥. 13, N.Y. 
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Kent Brown, Cherrywood, otto, 2 2] ; : 
gid! and Regal: Brown for Meh's: ‘Shoes 





tae pa is oF : Forest Brown, Cafe: Brown 
peieee 2 fT etiaat _: Coppetwood,. ‘Burat. Sunset, 


“Chetty Red,’ Cohtinental Green, Ariss; 
and Black. for: Women's Footwear - 5, 
"Sample Books ens Request. 
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For over 68 years, a great percentage 
of the sole leather America has walked on, 
worked on, and fought wars on, has come from 
the tanning vats of the American Oak Leather 
Company. 

That means the comfort and real qual- 
ity of American Oak leathers have made quite 
an impression on the face of the earth. . . and 
on the minds of its people. 


--CONSTAN TAT got 
NTLY UNDERFO” 





Impressions like that are lasting. Even 
more lasting, when you know that only leather 
“breathes”, giving true foot comfort; that 
only leather holds a shoe in shape for the 
best repairing; that leather is the only Qual- 
ity soling material—that nothing takes the 
place of leather! 


And, for comfort, workability, quality, 
and wearability . . . there’s no leather 


like AMERICAN OAK’S! 


ME AMERICAN OAK LEATHER CO. 


ROCK OAK -e 


AM-O-FLEX « 


ROCKROME 


CINCINNATI, CHICAGO, ST. LOUIS, BOSTON 
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Here’s the latest example of Winthrop’s trend-setting 
styling...further proof that Winthrop’s “Always First 
with All That’s New.” Shown here is but one of 


Winthrop’s Wing-flo series, a new tip treatment that’s 


~ 


~ 


£iwvi<ee 


distinctively different, definitely correct, exclusively 


”~ 
et tthe 


Winthrop. Wing-flo has just the right “touch” of 


z 


novelty to appeal to young and older men alike. It’s 


- ~- = 


<4 


just one more reason why Winthrop’s continuing style 


leadership is assured. 


“Wintnror Suoes for Men “Winturoe Jrs. for Boys 
$395 1, $1595 $695 to $895 


(Some Higher) (Sizes 1 to 9) 
In-’n-Outers 





Regularly Advertised in 
LIFE, SATURDAY EVENING POST, COLLIER’S, 
AMERICAN LEGION, ESQUIRE and PIC 





Winthrop Shoe Co. + Div: International Shoe Company « St. Louis 

New York Sales Office, Room 914, Marbridge Building 

| —————— 
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90¢ out of every advertising dollar... 


ps prs De anaemia 
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A lot of shoe advertising money is spent to sell dealers on a line of shoes. 
But that doesn’t move shoes off the merchant's shelves! Poll-Parrot’s makers 
believe it is just as important to sell shoes FOR the dealer...as it is to sell 
them #0 him. That's why they spend the bulk of their advertising dollar where 
it helps bring customers into Poll-Parrot stores. In LIFE, LADIES’ HOME 
JOURNAL, GOOD HOUSEKEEPING, PARENTS’, LOOK, PROGRES- 
SIVE FARMER, COUNTRY GENTLEMAN...big ads (/ots of them) do a 
selling job on the nation’s mothers. Consistent advertising in metropolitan 
newspapers, all over the country, helps build traffic and sales for thousands 
of Poll-Parrot dealers, too! That’s the way Poll-Parrot helps its dealers sell 
shoes. That's what has made Poll-Parrots... 


Not just nationally advertised...but in national demand! 





TAR BRAND SHOES FOR BOYS AND GIRLS ge tka 
‘+ Guaranteed > 
' . i 
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Yt - all PATENT 


ELK (elk-finished Cowhide) 


Flexible Leather 
INSOLE SPLITS 


The attractiveness and durability of sturdy Colonial Leathers 
make them particularly suitable for fine juvenile footwear. 


COLONIAL TANNING COMPANY, Ine., Bost it, M he t. 





September 15, 1948 23 





It is smart to look comfortable... and well groomed... in foot- 
wear fitted with SHUGOR, the basic material underlying many 
new practical models of men’s shoes... the tieless strapless de- 
signs that men like at first glance ... the shoes they buy after the 
first try-on... shoes they wear day after day, and put-on-and-off 
without adjustment. 


SHUGOR TIELESS OXFORDS FOR MEN 


open up new avenues of styling and merchandising with the as- 
surance of consumer acceptance. 


FIO GOR 


THOMAS TAYLOR & SONS inc. 


HUDSON, MASS. 
Ccpr. 1948 Thomas Teylor & Sons Inc. 
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nationally 


advertised @ 


month ...in glorious, eye- 
stopping COLOR... Acme 
Cowboy Boot ads reach 
more than 11 MILLION 
American families. 


ACME BOOT MANUFACTURING CO. « CLARKSVILLE, TENN, 
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GREATEST NAME IN BOYS’ SHOES IN AMERICA 





MADE SO BY THEIR 
OUTSTANDING QUALITY 
AND THECHARACTER OF THE 
DEALERS WHO SELL THEM 


WITH GERBERICHS 
YOU SELL ALL 
YOUTHS 12'/2-3 * BOYS1-6 
BIG BOYS 61/2-11 
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|' “the famous Arch Preservet construction the builtin comfort tea 


ture that has helped keep countless thousands of men « feet from getting 


tired the feature that “once a man « njove he stave with forever 


Of course, this is not the only reason Arch Preservers seldom have sales 









slumps. 


Sophisticated styling, top quality leather and superb « raftsmanship help 
too—but we don't have to talk about these details. thev're self-evident 
E. T. Wright & Company, Inc., Rockland, Massachusetts 


IN STOCK * 
#328 The Purdue in %B 
polished brown calf. %& 


s, 
a, 
. 
he 


IN STOCK 
#372 The Tulane in 
polished calf or brown 






grain. 


IN STOCK 
=186 The Drexel in 
stained mahogany 
Scotch grain. 
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The en ble Shoes 


For Beauty— 
Foot-Freedom— 


SALES? 


Woven into backing for leathers or fabrics, 
LASTEX gloves and supports the foot, 
streamlines its looks—as a girdle does a 
woman’s figure. It actually helps a woman’s 
foot look smaller . . . prettier. When you 

say “These shoes are elasticized with 

Lastex yarn’’—she will know at once that 

they have alive. buoyant comfort—and that’s 


as vital as fashion in modern shoe styling. 








For models, samples and prices of those types of 
shoe materials made with Lastex yarn, which are 
now available, apply to ALFRED Vamos, 406 Mar- 
bridge Building, New York City. Alfred Vamiss is 
the inventor and patentee* of Vamos stretchable 
shoes and is the selected consultan: for shoe manu- 
facturers using materials made with Lastex yarn. 


*Patents assigned to United States Rubber Companys 





... the miracle yarn that makes things fit 


REG. U.S. PAT. OFF. 


NITED STATES 


An elastic yarn manufactured exclusively by U 





RUBBER COMPANY 


1230 Avenue of the Americas, Rockefeller.Center, New York 20, N. Y. 


30 














ch health shoes 


"Ormal art 


STYLE 5373 

















Reine coosyeat welt 


EBY ~ EPHRATA 


@ Often overlooked, but important to retailers, are two magic 
little words: "in stock." Shoes on your shelves are shoes you 
can sell. Shoes on our shelves are shoes we can ship. When 
we advertise a number, you can be assured we have it in 
stock. With smart new styles, uniformly high quality, and an 
efficient Stock Department, we think you'll like dealing with 





PALMER HOUSE Eby of Ephrata. Write for our 1948-1949 catalog. 
Rooms 904-905 
EBY SHOE CORPORATION 
rN Cc CO R P CORA Tcl oO 2 ¢@ 2 
* * * 


Ephrata, Pennsylvania 


BOSTON SALES OFFICE _ 83 LINCOLN STREET 
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Here’s a shoe with a Celastic box toe that was imbedded 
in a cake of ice for 64 hours. When it was removed the toe 
still maintained its lasted contours . . . further evidence of 


a the support and durability which Celastic gives the toe of the 
7 | 


is shoe in wear. 
Pa 


I a I A I peg OO IIT a IN GOON cre Oe ce GONG tt Rtccnas 


MATCHED PAIRS... trim on the foot — true to the last 


> Ge ©: 2 


Uniteo SHOE MACHINERY CoRPORATION - BOSTON, MASSACHUSETTS | 


*CELASTIC”’ is o registered trade-mark of the Celastic Corporation 
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To Step Up 
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Porto-Peds rate “tops” with dealers who like to see 
their sales go places! Handsomely styled with a flair 
for smartness, Porto-Ped Shoes are plenty easy on the 
eye. Their patented, resilient air cushion and flexible 


Your Sales 


COMFORT STEPS OUT IN STYL 









This famous line also sold and 
advertised under the name— 
Massagic Air Cushion Shoes. 


Arch Lift assure the luxury of day-long foot fresh- 

ness. No wonder more and more comfort-wise, style- 

conscious men every day are asking for Porto-Peds! 

PORTAGE SHOE MFG. CO., Milwaukee 1, Wisconsin 
Division of Weyenberg Shoe Mfg. Co. 


Backed by year-after-year advertising in 
LIFE + SATURDAY EVENING POST + COLLIER‘'S + ESQUIRE + PIC + TRUE + HOLIDAY 
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BT LESTER Pin Ccws 


nationally advertised 








in stock 


r girls, from the sports in new york 


sought-after soles? Lester 
Pincus has ‘em, in the smartest ‘ 
seameinaignt: Meee. and chicago 








TERRY. Smooth leathers JULIE. Smooth ilecthers JORIE. Black, Brown, LEILA. Smooth ieathers PATSY. Black, Brown, 
in Black, Brown, Red, in Black, Brown, Red. Blue and Green suede. in Brown, Black, Red and Blue and Green suede. 
Green, Bronze, Black $3.15. $3.15. Green. $3.60. $3.15. 


and Blue suede. $3.60. 
BFS Boon. 


IN PORTLAND, OREGON: 309 SOUTHWEST THIRD AVENUE 


@ All shoes on both pages Narrow and Medium widths. 


LESTER PI 


131-135 DUANE ST., NEW YOR 
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NATIONALLY ADVERTISED 





ater ercua ( )riginule 


| in fast-selling leathers... tiattering styles 
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| GENUINE COBRA 








BRONZE KID | 








LINDA. Black, Brown, 
ond Blue suede, Black 
potent leather, high 
heels. $5.00. 
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BLACK SUEDE 














TAFFY. Black suede. RANDY. Black and BONNIE. Black and SANDY. Black and TRIXIE. Black suede 
Also obtainable in Brown suede, Black Brown suede, Biack Brown suede, Black Black and Brown cali, 
sling pump. $4.50. calf, cuben heels. calf, Bronze kid, Red, calf, Bronze kid, high Black patent, Black 
$4.85. Green and Brown and Cuban heels. Also Brown, Red and Green 
turtlegator, high heels. comes in sling pump. turilegator. Also 
$4.85. $4.25. comes in ankle strap. 
High and Cubeon 
heels. $3.75. Same 
shoe in Bronze kid 

$4.25. 





LESTER PINCUS 


CH IE_CAGO, 5 
| pp Casuals 


{Groves Shoe Co. 





311-315 WEST MONROE ST., CHICAGO ° DIVISIONS 


iN ST. LOUIS: TSS WASHINGTON AVENUE 
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oS Nisin, progressive last making is our 


business. Modern, progressive shoemaking is your business. Fine-fitting, good-looking 
footwear results from “team” cooperation — reflecting the best of both businesses. 

Build your line of shoes around lasts that are a sound investment year in and 
year out. No matter where you are located, there are United Last men convenient to you 
who know your problems. In this issue we are happy to present four key men 


in our Fitz Branch at Auburn. Maine. 








Mr. A. Gastonguay Mr. Forrest Kemp Mr. Frank Bartasius Mr. Walter Corey 
Head Model Moker Manager Office Manager Superintendent 


United Last Company 





140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Looking for en's line wit 


Foot Pats is the line 
and here’s why: 


Customers get more out of Foot 

Pals because theré’s more put in 
them. From counter to tip of toe 
they’re a quality shoe thru and thru. 


Dealers report that more and 

more men are turning to Foot Pals 
because they’re a truly high grade shoe 
at a price men will pay today. That’s- 
why we keep repeating Foot Pals give 
“Quality —a grade above their price.” 

National advertising backed by 

new dealer selling aids is steadily 
increasing consumer recognition and 
demand for Foot Pals. Look for the 
striking, full color Foot Pals advertise- 
ments in COLLIER’S this fall — first 
ad Sept. 25th issue (on newsstands 
Sept. 17th), second ad Oct. 30th issue. 


Write for further information to 


WALL-STREETER SHOE COMPANY 


Foot Pans 


SHOES FOR MEN 


These shoes will be featured in full color in tne Uct. 30th 
issue of COLLIER’S. Spark your fall Season with these 3 
new numbers. They typify Foot Pals style and quality 
leadership. In-stock service on the best selling styles! 
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DARING OFFER! YOU CAN HAVE THIS BEAUTIFUL 
BULOVA ELECTRIC CLOCK 


WITHOUT COST with your 


initial order of ... 


HOLLYWOOD BOOT POLISH! 


Illuminated 15 
Dial 
Guaranteed | Year 
























Yes, all you have to do to get this handsome Bulova 
wall clock for your store is place your order now 
for these nationally advertised HOLLYWOOD 


products! 4,3 
46! | 
YOU BUY 2 gross of any of these fine Holly- Psa oe 
wood products—Bootmaker Paste in 2-0z. cans, aes Ur 
SANI-WHITE for all white shoes and SKUF 4 


SHINE for children’s shoes in 3-0z. bottles. 
YOU PAY $43.20 

YOU SELL EACH ITEM AT 25c 

YOUR PROFIT IS $28.80 

AND YOU GET WITHOUT COST!! 


this handsome Bulova Electric Clock. with illumi- 
nated dial and sweep second hand. valued at $25. 
AC current only. 


AN 


Ne, 
eet 
We 


. 


eS 
» 
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These are the products 
HOLLYWOOD SANI-WHITE For nurses’ 
and babies’ shoes. Its exclusive deodorant fea- 
ture makes offensive odors disappear. Really 
white—no streaks. 

SKUF SHINE For children’s brown shoes. It 
covers scuffs, scars and scratches, gives brand 
new factory finish. 

BOOT POLISH IN CANS In brown, black. 


tan, mahogany, walnut, transparent, red and 


ox-blood. 


ae —— _. 





Hollywood Shoe Polish Co., Inc. 

Richmond Hill 19, N. Y. 

Send me the Bulova Clock and two gross assortment of Hollywood 
products as follows: 

dozen Bootmaker’s Paste 

dozen Skuf Shine 

dozen Sani-White 

for which I will pay $43.20. 











Name 


Address 


HOLLYWOOD 


—— SHOE POLISH CO. 
ee ae ee -f . Y. 
N BUSINESS FOR OVER A QUARTER-CENTURY 


res City & State 


Jobber’s Name 


w 
oa 
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Famous Movie-Star Mothers Choose... 


_Hficrobat 


shoes for boys and girls 





other af Melinda and Stephanie says: 


Jess Boat 


“Acrobat shoes give my children’s feet the 
soundest care in the most engaging styles. 


Movie-Star Mothers tell the AcrosatT story in full page. Fut 
CoLor ads in Vogue and Parents’ Magazine. Tie in with newsy 
prestige advertising . . . window and counter displays, news- 
paper ads. Free Acrobat Matalog brings this promotion to vou in 
one package. will help you to sell more AcroBaT shoes... to MORE 
mothers... More profitably. Promote this complete juvenile line. 


7 





$4.95 to $695 most styles 


art Outside... Extra Sound tag 
e 





SHOES FOR BOYS AND GIRLS 


ACROBAT SHOE COMPANY w® DIVISION GENERAL SHOE CORPORATION x NASHVILLE 1, TENNESSEE 
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... HUNDREDS OF THOUSANDS WILL SLASH SHOE COSTS WITH NEOLITE SOLES. 
_ (ON NEW SHOES OR RESOLES ) 
ITT 


-H 
BIG pant w \ : i i i 

RE NO i : —— i Ss 
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DELIVERING MORE . an | Je Zi fol ' 











00 = 
THAN 80,00% cc 
AGES! p= Za 
MESS 2 
Ss Zao a on 
Ze: Se =~ i H = E 
Act now! Be one of the hundreds of And NEOLITE Soles are 100% water- MARK 
thousands who next week will begin proof... keep feet dry... help avoid THIS MARK! 
saving real money on their shoe bills. _ winter colds. ; 5 
thie Without this name, 


Switch to NEOLITE Soles on new shoes 
and resoles for the whole family. Watch 
’em wear! Actual walking tests prove 
that NEOLITE Soles outwear finest 
leather by more than 2 to 1. 


Not leather, rubber, nor plastic, 
NEOLITE Soles are test tube triumphs 
that need no breaking-in...won’t mark 
floors. Switch now! Save now! At all 
good shoe stores and shoe repair shops. 


it’s not the same— 
insist on genuine 
“NEOLITE” 


25,000,000 people keep shoe costs down with 


MEQUITE T. M.——THE GOOCOVEAR TIRE & RUBBER COMPANY 
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EXTRA 











NEOLITE 
NEWS 
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SMASH COAST-T0-COAST 








BEST ADVERTISED BRAND OF 
SHOE SOLE IN THE WORLD! 


WEEK AFTER WEEK— 
50,000,000 hard-selling 
messages. Night after 
night, in your area alone, 
your customers hear 
about NEOLITE for wear, 
comfort, economy. 









MONTH AFTER MONTH 
—big, full-color, full-page 
ads in Life Magazine. 
26,000,000 readers are 
pre-sold on NEOLITE on 
new shoes and resoles for 
the whole family. 





a 
| MAGAZINES } Wshing trcunymiapaeteiy | 
a : shee biis Gowe?..73EN (OOK MERET 
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L 


NEWSPAPER CAMPAIGN!! 


NEOLITE launches biggest 
and most powerful local 
campaign ever put behind 
any brand of shoe sole! 





NOW —NEOLITE advertising is bigger, harder- 
hitting, more frequent than ever! 

With 50,000,000 radio messages per week... . 
26,000,000 regular magazine readers . . . NEOLITE 
now adds 80,000,000 powerful sales messages in lead- 
ing newspapers from Coast to Coast. 


And that’s the kind of sure-fire support that makes 
NEOLITE the name that helps you sell. 


Already, 25,000,000 people have walked on 
NEOLITE Soles. And next week hundreds of thou- 
sands more will switch to NEOLITE. It’s the big 
public acceptance story of the year! 

So cash in! Let the name NEOLITE help you clinch 
new sales . .. make new customers. Specify NEOLITE 
in your next order and get set for the rush of budget- 
wise buyers who'll be heading your way. 





A PRODUCT OF 
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OP O0GE the Champ of ‘em all— 

is ready with top styles . . . top 

values . . . and the mightiest 

advertising campaign in its 

promotion-packed history! 

Your best bet is 

STYLE oe COMA Ihe shoe 
No. F 6056 cs Pe: aS that packs a terrific 


00 y=. 
+6: » a sales wallop! 


Keep your turnover figures in the “pink 
of condition” with AIR-O-MAGIC’S 
streamlined IN-STOCK SERVICE. 


NATIONAL SHOE 
PALMER HOUSE 
ROOM 789 


MARION SHOE DIVISION 309 West 2nd streak. Marion, Indiana 
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The men’s shoe business is. getting down to brass 

~ tacks. It calls for keener buying and merchandising. It 

T AKE _ means catering to a ~— sateen market. It requires 
giving more value and smarter styling. The backbone 

ST O CK of your shoe stock must be a popular-priced line with 


all the features of a higher-priced line. Yorktown Shoes 


OF YOUR are just that. Measure them with any yardstick at your 
command. Put them to the final test . . . customer 


COM PETITIVE | acceptance. They look 7 oes —e worth more... 
and your sales records wit show it. | 
POSITION 


35 styles in stock for immediate delivery .. . mini- 





mizing your inventory . . . allowing for greater turn- 


over. . . working for a sounder more flexible operation! 


| — Wee 


Orktown’: 
Oho foe lay 


Retailing at $7.95 
$10.95 


IN STOCK 


‘ 
e 


\ 


GARDINER (©) a CO eam | | On 
GARDINER, MAINE — Sie =3001 
TWO GENERATIONS OF IN STOCK 


FOR IMMEDIATE 
FINE SHOEMAKING DELIVERY 





= L Be (elk-finished cowhide) 





= 
Taste palin cold fo bt 


For the utmost in quality . . . for the ultimate in 
smartness . . . choose Colonial Elk (elk-finished cowhide) 
colors for your Spring shoes. Whatever styles you make 
them in, Colonial Elk (elk-finished cowhide) colors 

will sell your shoes the fastest! 


COLONIAL TANNING CO... Ine... Boston II, Massachusetts 
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HD-354 
WINE CORDOVAN 
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AMERICA’S FINEST SHOES for MEN 


The prestige of a 95-year reputation for making “‘nothing but the 








best’’ is exemplified in the incomparable excellence of these shoes. 





They are endowed with the superlative craftsmanship that for five 
generations has made the name of Edwin Clapp the mark of America’s 


Finest Shoes for Men. ..... Now the finest costs so little more. 








EDWIN CLAPP & SON, INC. - East Weymouth, Massachusetts 



















UTS HANK 1s. prcsionsnemied on 


moulded structural unit formed to fit the last. . . provides 
the shoe with strength and grace without bulk. 

Makers of Cements, Littheways and McKays in particular 
will appreciate the snug fit at heel seat, waist and ball areas. 
Unishank helps the shoe retain its shape, hold its proper 
tread, provides proper support to the foot and makes pos- 
sible superior heel anchorage. Cement sole attaching is 
simplified because a wider lasting margin may be 


retained through the shank area. 





ticulars about adapting Unishank to your operations. 


VITA-TEMPERED STEEL SHANKS , m2, 


Your United representative can provide full par- When clean, tough, hard, uniform VITA-TEMPERED 
STEEL SHANKS are used in Unishank blies, 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 


What UNISHANK Adds to Shoes 


Fit — last measurements preserved through waist. 
COMFORT — firm, snug-fitting waists. 
STRENGTH — without bulk. 
APPEARANCE — top lines preserved — helps shoes 
hold shape until worn out. 
BETTER HEELING — cuts returns due to “run under” 
and/or “kick back” heels and 
torn Louis Heel flaps. 
UNIFORMITY — shanks accurately located preserve 
last contour. 









it’s a combination hard to beat. 





ON THE STAGE IT'S BERNHARDT 





IN SHOES FOR ALL THE FAMILY IT’S 














Sundial’s “one name” merchandising idea strengthens 





retail shoe operations immeasurably — and profitably. 





You stock a family shoe operation completely with Sundials for 
men, women and children — yet you stock, display and pro- 
mote only a single, heavily-advertised brand name — Sundial. 
And the quality products of the world’s largest shoe manufac- 


turer build lasting consumer satisfaction and repeat business. 



















SUNDIAL, DIVISION OF 
INTERNATIONAL SHOE COMPANY 
MANCHESTER, NEW HAMPSHIRE 





FOR ALL AMILY 
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of Dr. Posner, 
of quality health shoes fo 
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TIONAL SHOE FAIR in 


Cash in on it! 


DR. A. POSNER SHOES, INC. 


Executive Offices: 116 West 34th St., New York 1, N. Y. 
Factories and In-Stock Departments: Allentown and New Oxford, Penna. 
Sales Offices: Chicago: Merchandise Mart, Room 1046 
Pacific Coast: Haas Bldg. Suite 1112, Los Angeles 
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OPENING IN OCTOBER! 
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See Us At. 
The National Shoe Fair 
Oct. 24th to 28th 


PALMER HOUSE 


Rooms 897-898 





gt POSNER. 


SCIENTIFIC 








GIVE YOUR CHILD 
CORRECT BODY BALANCE 
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For 30 Years 
these Faithful "Ball-Room" Shoes 
have given you the answer to 


Made especially to fit those customers of yours 
who have fat, fleshy feet — and to give them good- 
looking shoes into the bargain. Exclusively de- 
signed lasts and Faithful’s 85 years of shoemaking 
know-how do the trick. Proved on the feet of thou- 
sands of wearers over a period of 30 years. 

Send for complete showing of “BALL-ROOM” 
and other comfort-styled FAITHFUL In-Stock 
lines. 


5350 — Black 8-Wide 
5351 — Black 6-Wide 
5452 — Brown 8-Wide 


ice) 
RETAIL AT 


POPULAR 
PRICES: 


3 In sizes 5 to 12, in 
WITH FULL EEEE (8 Wide) and EE 
MARK-UP (6 Wide) . . . along 


with other famous 
aA easy-fitting (and 


easy selling) FAITH- 
tock FUL styles from A 
( . to EEE. / 














WINCHELL SHOE MANUFACTURING CO. 


NATICK, MASSACHUSETTS 


5304 —High 8-Wide 
5303 —High 6-Wide 


° 19 48 — OUR 853i AN WIV. E Rae ae Tee k . 
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For top-flight consumer acceptance o 
in men’s shoes—it’s 





COMMONWEALTH SHOE & LEATHER COMPANY, WHITMAN, MASSACHUSETTS 


50 Boot and Shoe Recorder 




















216 LINCOLN STREET, BOSTON, MASS. 





















GENUINE NORZON 
CREPE SOLE & HEEL 


RI160—BLACK NORZON $2 
R116;—BROWN NORZON $2 
RI162—PINE GREEN 

NORZON $2 













ALSO AVAILABLE 
RI167—BLACK ELK $2.35 
R1168—BROWN ELK $2.35 & 


GENUINE NORZON 
CREPE SOLE & HEEL 


ALSO AVAILABLE 
RI169—BLACK ELK $2.35 


GENUINE NORZON 
CREPE SOLE & HEEL 7 


RI164—BLACK NORZON $2 
RI165—BROWN NORZON $2 
RI166—PINE GREEN $2 
ALSO AVAILABLE 
RI170—BLACK ELK $2.35 
RII7I—BROWN ELK $2.35 





, IMMEDIATE SHIPMENT M WIDTHS 4/8 4/9 5/9 
- : Shipped 36 and 18 pair lots. Net 30 days F.0.8. BOSTON. Samples gladly shipped on request. 
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BETTER QUALITY 
*« BETTER STYLING 
* BETTER TURNOVER 
BETTER MARK-UP 


No. 6320 


Cross Strap Black Suede San- 
dal, Arrabuk Platform, Durable 












































by GERDA 
NEW YORK 


Soles 
Sizes: 4-9 M Widths . 
No. 6321 
$2.45 Cats Ear Black Suede Sandal, 
Arrabuk Platform, Durable Sole 
Sizes: 4-9 M Widths 
$2.45 
Write for our New Catalog. 
No. 6323 


Black Suede Oxford Tie, Arra- 
buk Platform, Durable Sole 


Sizes: 4-9 M Widths 
$2.45 No. 6315 


Black Suede Sandal, Arrabuk 
Platform, Durable Sole 


Samples on Request. Packed —— a 


in attractive GALURE boxes. $2.45 


No. 6322 


Anklette Black Suede Sandal, 
Arrabuk Platform, Durable Sole 


Sizes: 4-9 M Widths 

$2.45 Neo. 6319 

Black Suede Sandal, Arrabuk 

No. 6922 Platform, Durabie Sole 
Available in Brown Suede, Sizes: 4-9 M Widths 
Arrabuk Piatform, Durable Sole 
Sizes: 4-9 M Widths $2.45 

$2.45 


SEE US AT 2 
The Shoe Manufacturers Lien for BIG CASUAL PROFITS in '48? Gerda's got the formula and the casuals to back 
Yorker, Room 707, Oct. _ it up. Build your business on better casuals. «Plus quality" and styling pays dividends in 
17-21, 1948 : . 

I Shoe Fair, Room ‘turnover and profit. For every casual requirement try Gerda first—where volume is up 


Nationa 
ae Motel Merrisen, ‘us «sand prices are down. You'll be amazed at their quality and variety of styles. 


 —-_ vail ie, Sagas , 
GERDA Footwear COMPANY. INC. — 


“GERDAGRAM” For Exeorw 
158 DUANE STREET . NEW YORK 13, N.Y. 
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Compo Rotary Press attaches soles to children’s 
shoes . . . another Compo improvement toward 
making better shoes for men, women and children. 





Children’s shoes need to-be safe —and during formative years the sole is a vitally 
important factor toward correct foot growth. Make sure your soles are dependable— your 
reputation and your profits will benefit if you use the Compo technique. 


The Rotary Press has an activator which is used to heat the prepared sole before 
it is pressed by the machine. Then the machine, holding six shoes at one 

time, rotates counter-clockwise as the operator presses the foot lever, 

allowing each sole to be firmly attached to its shoe. Hydraulic action —no 
motor or wiring required. With this quick, orderly operation, approximately 
1400 shoes a day may be permanently soled. 


If the range of your sizes covers 0 to 8, the Compo Rotary Press serves 
as a complete sole attacher for your shoes — adapted for hard soles, 
soft soles and spring heels. 


Retailers should insist on children’s shoes soled by Compo. It’s the 
sure way of maintaining and increasing Mother-customers who demand 
the most protective shoes for their children. 





==) 














COMPO SHOE MACHINERY CORPORATION + BOSTON, MASSACHUSETTS 


er September 15, 1948 s5 

















Siyle One Hlundred and Five Lustrous, silken shearling in twelve brilliant colors. 
For details concerning a Banranee tranchise in your city write to 
DIANAFIX CORPORATION + 190 WEST 237th STREET > NEW YORK 63, N. Y. 


PARIS, FRANCE * 7, RUE BERGERE *Reg. U.S. Pat. Off. 
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BUSINESS 
PROPHETS . . . 





—There are two classes of Business Proph- 


ets, those who don’t know anything about it, 


and those who know even less than that. 


—Mr. Oliver Tremble, president of the 
Neehigh National Bank, says: “The worst 
is yet to come. The whole world is bankrupt. 


I can see no hope.” 


—Baloney! This old world of ours is a 


tough baby and can stand lots of punishment. 


—Forget Messrs. Tremble, Shudders and 
Jitters. The real guys who are leading the 
procession today are Messrs. Spunk, Back- 


bone and Gutts. 


President 
Boot aNp SHOE RECORDER 
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WHERE JUMPING JACKS 
ARE SOLD 











VAISEY-BRISTOL 
DEALER COOPERATION 


.) 
. s 


JAY 


_VAISEY- BRISTOL SHOE COMPANY, INC. 


ROCHESTER 3. NEW YORK 


NvwsEecT £ P + - 
MIUWEDS PLAN — 
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by EUGENE J. HARDY 


Footwear output during the first six months of the current year was 
slightly higher than in the same period of 1947, according to preliminary census 
figures. During the first half of 1948, 237,867,000 pairs were produced as 
compared with output of 229,795,000 pairs during the similar period last year. 
The Department of Commerce also reports that reliable estimates indicate that 
"the volume of retail shoe sales in the first six months of 1947 and 1948 were 
about the same. Reports from the more important trade centers would indicate 
that about 220,000,000 pairs were sold at retail, which means that a fair quantity 
went into inventories. However, these stocks are not large, and are much 
smaller than were usually carried by the trade during the prewar years. 


"Recent reports show that independent stores are having difficulty in 
maintaining their volume of retail shoe sales, while chains and bargain base— 
ments of department stores continue to record small but constant advances. This 
indicates the trend away from the higher priced lines toward the medium and 
lower grades of footwear. It verifies reports that consumers are resisting high 
shoe prices despite contrary opinions of some members of the trade." 
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The Munitions Board in a recent report stated that leather and cattle— 
hides will not be added to the nation's military stockpiles, despite the fact 
that it-is clearly recognized that these materials are vitally necessary to any 
defense or war program. Primary reason given for the decision is that stock- 
piling of leather and hides poses "problems of storage such as to outweigh the 
advantages of stockpiling them." While not stated officially, it is also under-— 
stood that current sensitive market conditions also played a part in this 
decision, since any large purchases by government would substantially boost the 
domestic price level. 
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Newly-inducted draftees will be better clothed, outfitted, and will 
present a better appearance than their prototypes of 1940-41, according to the 
Department of the Army. The experience of World War II and the research and 
testing carried on since the war have resulted in many improvements in military 
clothing, both as to fit and appearance of the semi-—dress uniforms and also the 
serviceability and protective qualities of work clothing. 


Under the present Tables of Allowances newly drafted youths will be 
issued 2 pairs of service shoes, 1 pair of low quarter tan shoes, and 1 pair of 
high, athletic shoes, also 7 pairs of cushion sole wool socks, and 3 pairs of 
tan cotton socks. 


The Army now supplies 90 shoe sizes in the regular tariff, running 
from 5 through 12, and in last widths from A through EE. The current shoe 
tariffs show that the most common size required is the 83-D, for which 5,378 
pairs are indicated out of each 100,000. The smallest regular size, 5-A, 
requires only 21 pairs out of 100,000, and the largest 12-EE, requires 129. 
Similar stocks must be carried in other types of footwear such as service shoes, 
combat boots, and athletic shoes. Arctic boots, which admit of variations in 
the number and thickness of socks worn in them come in four sizes, small, 
medium, large, and extra-large. Knee-wader boots are supplied in 11 sizes. 


In addition to the regular and supplemental shoe size tariffs, pro- 
vision is made for supplying special measurement footwear for persons who cannot 
be fitted with regular or supplemental stocks. 
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Edwards — 314 NORTH 12h STREET, PHILADELPHIA 7, PA. 


September 15, 1948 











FAMOUS FLORSHEIM “STORMY LEATHER” 


#3 





..- STYLED FOR BEAUTY, 







BUILT FOR DUTY, 


AND UNMATCHED FOR LONGER WEAR. | 








| THE FLORSHEIM SHOE COMPANY 
CHICAGO 


MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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With the Mode Art lines of women’s shoes on your shelves, 
there’s no hokus-pokus about profit promises. The “gimmick” 
is simply that we continue to maintain top quality... 
high fashion... fit...real dealer service ...whi 
means top dollar value. 3 


h:-:.: 









“More shoe for less money” makes customers call 
for Mode Arts again and again. It makes Mode Art 
franchise holders extra profits year after year. 


Ask any Mode Art dealer... or better still, a letter 
will bring your Mode Art man with full details. 


995 10% 


DEALERS EVERYWHERE 
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NATHAN HERSHMAN of Hersh- 
man’s Family Shoe Store “The 
Store Is Only As Good As Its Fit,” 
Philadelphia, Pa., says: 

“I cannot emphasize too strongly 
the importance of the brand name 
in a shoe store. The only type of 
shoe that may get by without a 
brand name is the woman’s novelty 
shoe. This is the type of shoe that 
is purchased while the customer is 
really shopping for something else 





—possibly a shoe that she has seen 
in a magazine, newspaper or in the 
window. She picks up the un- 
branded novelty shoe because it is 
inexpensive and catches her eye for 
the moment. Then. too. she doesn’t 
expect too much wear from it. 

“I find that the brand name is 
especially important in the sale of 
children’s shoes. Mothers will bring 
their children in to be fitted for suit- 
able school shoes. We bring out the 
style that we think is most wanted. 


September 15, 1948 


shoe will wear. 


in the correct size. Before the shoe 
is fully on the foot, the mother 
wants to know what make shoe it is. 
If it is a nationally advertised brand 
name, the impression is already 
made and we don’t even have to try 
to sell the customer. If it doesn't 
carry a brand name that she has 
read or heard about, there will be 
doubt in her mind as to how the 
This will have to 
be proved. In order to get a cus- 
tomer to take a chance on proving 
the wearability of the unadvertised 
shoe, it takes considerable selling 
eflort before she is convinced 
enough to take the chance. It just 
goes without the brand 
name sells itself and mothers try to 
buy shoes for their children that 
carry a reputation for good wear. 
But even in unadvertised shoes. we 
find it is important for a shoe to 
carry a name. No matter how well 
the shoe fits, if it doesn’t carry a 
stamped name of its own, the shoe 
bears little weight with the cus- 
tomer.” 


saying, 


= * * 


WE borrow the phrase: “When you 
want the truth. go to a child” and 
paraphrase it with: “When you 





es 
vi VA 


1 wouter 


hh of Ube ae 


want the answers to some of your 
problems, go to the source—the con- 
sumer.” 

Hofheimer’s, Inc., of Norfolk, 
Va., send the following letter to 
their inactive accounts: 

“When we discover that a valued 
account such as yours, remains 
inactive for a considerable peri- 
od of time, we are naturally in- 
terested in knowing why. If 
there has been a lack of service 





or attention on our part, we 
want to know about it, because 
only thus can we take steps to 
correct it. 

“In any event, we just want you 
to know that you are missed and 
that we look forward to serving 
you and to resuming our old- 
time business friendship.” 

and on those rare occasions when 
the consumer takes time out to 
reply, they get some very interest- 
ing reasons and slants. For instance. 
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here are two divergent but never- 

theless, very effective reasons: 
“Inasmuch as we haven't been 
going out often except to the 
beach, and our own back yard 
and garden, | have been going 
barefoot since the warm weath- 
er. Therefore, I have little use 
for shoes—which I hate, any- 
way.” 
Another customer writes: 
“No dissatisfaction. Food more 
essential than new shoes.” 


* * * 


LATEST_|\ 
YLES 





A!ILI PEKONEN HENSHEN, fash- 
ion writer, artist and color coordi- 
nator for all of the leather indus- 
tries in Sweden, has just completed 
a three-months’ motor tour of the 
United States. During this trip she 
had an opportunity to observe our 
fashions from coasf to coast and 
actually test the workability of color 
cvordination in this country. Mrs. 
Henshen tells us: 

“I think your teen-agers are very 
graceful and typically American in 
their ballerina length skirts and flat- 
heeled shoes. In fact, there are a 
great many things I admire about 
you Americans—your mass produc- 
tion (which is no doubt the best in 
the world), your color coordination 
and the amazing speed with which 
a good style travels to even the most 
remote town in the United 
States. . , 

“Although I like bright colors. it 
is my opinion that they belong, and 
look best, with country and leisure 
clothes and that black and dark 
colors are smartest for town wear. 
1 also believe that shoes should be 
subtly colored and styled so as to 
complement rather than detract from 
the rest of the ensemble. 

“In Sweden, the women favor 
white for Summer wear but they do 
like bright-colored play shoes. A 
great deal of black is worn for town 
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and dress-up occasions. Inasmuch 
as the Swedish women do a great 
deal of walking, it is natural that 
good walking shoes are a necessary 
and important part of their shoe 
wardrobe.” 

Twice a year Mrs. Henshen pre- 
sents a style showing of the newest 
in fashions so that the retailers will 
know the important trends months 
before they appear on the Swedish 
market. She also spends consider- 
able time in the shoe manufacturing 
city of Orebro, where she visits the 
various manufacturers and discusses 
the newest fashions in shoes. hand- 


bags and accessories. 
* * * 


“4 country-lover suggests that, as 
d foto 


hiking is becoming so popular 
again, a series of radio talks on the 
care of the feet would be useful. 
‘Ignorance is Blisters’ might do as a 


title for it.” —Punch 


Ss < 


; 
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WALKING INTO ut... local shoe 
store, a customer noticed the shoe 
dealer playing a game of checkers 
with his dog, a great Dane. The 
gaMe was so interesting that neither 
the dog nor the dealer noticed the 
customer enter. After watching in 
amazement for some time. the cus- 
tomer finally approached the dealer 
and said: “My good man, that dog 
is really a genius. He plavs quite a 
game of checkers.” 





*“Shucks,” dealer, 


replied the 


so smart. I’ve already 


“he’s not 
beaten him two out of three games.” 
—Sidney Wekser 














— Cee 


“Mr. Braney, about that order you put in for surplus Army shoes... 
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Part of the Return to Elegance in Apparel Has Been the Devel- 
opment of the Soft Shoe— Feminine and Delicate Footwear 
of Soft Drapable Leathers to Enhance a Pretty Foot and Ankle 


PROGRESS of the soft shoe has been one of the most 
pronounced developments in footwear fashions since the war. 
That it came as a reaction from the restricted styles of the war 
years is not surprising and not without precedent. Long before 
Christian Dior and his “new look” was the first expression of 
this swing of the pendulum away from the utility merchandise 
of a war period. Even as far back as the period immediately 
after World War I the sudden reaction away from the high 
shoe and from heavy shoes in general startled the nation. 

The recent war, with its restrictions on styles, had a similar 
effect on the style psychology of women. So long as there was 
a necessity for sturdy shoes which would give long service. 
and so long as styles were restricted, they went along with the 
types which were permitted by WPB. But as soon as restric- 
tions were lifted and they were free to choose the type of foot- 
wear they wanted, they demanded something soft and feminine. 

[TURN TO PAGE 126, PLEASE] ‘ 







Casual version of the opened 

although closed look, with 

small toe and heel closing, high 
front, multicolor stripping. 










Front interest, exemplified in 
this delicate lacy throat orna- 
ment, carries out the trend to 
very feminine interpretations. 


The opened-up, closed-up version of 

the soft shoe, high riding, made of a 

number of strips in various graduating 
shades of blue. Note toe closing. 






Advance pullovers illustrated are by 
courtesy of Allied Kid Company. 


The new spectator, high rid- 
ing and soft in feeling, 
shown here in combination 
of white and blue. 
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Tue Women’s Shoe and Leather Card for Spring, 
1949, containing seventeen shades has been released to 
members of The Textile Color Card Association. These 
comprise the official colors adopted at the recent Joint 
Meeting of the Tanners Council of America, National 
Shoe Manufacturers Association and National Shoe 
Retailers Association, in cooperation with The Textile 
Color Card Association. As a guide to the fashion pro- 
motion of the Spring colors for women’s shoes, the 
following coordination notes have been issued. 


TOWN COLORS 
BROWN ALMON)Q—this light brown continues to win strong 


fashion approval, as it blends well with cocoa, sandalwood and 
other favored costume browns and beiges. It is also in smart 
accord with the highly important Metal Tones in Spring fabrics, 
which include the tarnished gold, pink copper, bronze lacquer and 
metal tan’ versions. Effective, too, with soft medium greens, tur- 
quoise or aqua tonalities, silvery grays and all pastels. 


CONTINENTAL GREEN—Because of its eminently successful 

style rating when launched last season, this cool-looking green again 

comes to the fore as a harmonizing accent to spruce, pinewood 

and other costume greens. It is also distinctive with other Spring 

tones, including the entire gamut of coppery or spicy hues and 

new Spring browns and beiges, as well as golden and amber 
ades. 


CHERRY RED—continues its popularity as a spirited medium 
red for casual town wear with tailored costumes in navy and 
metallic blues, taupes and grays, grége or natural tones. Also 
worn with greenish surf blues, as well as greens in the almond and 
reseda ranges. 


ADMIRAL BLUE—the universal acceptance of this classic 
shade for darker blue leather requirements again recommends it 
as a harmonizing complement to costumes in navy and lighter 
blues, including the soft ceramic or Wedgwood type. Also ap- 
propriate with silver, steel and slate grays, neutral beiges and 
reds, including smart vegetable shades in the cabbage or beet 
gamme. 


BRONZE—tThe rich gleam of bronze lends a touch of elegance 
to costumes for cocktail, dinner, and after-five wear. This fash- 
ionable metallic shade blends with new Spring greens, including 
the bronzy cast, as well as with bronzy browns and burnished 
beiges, the golden range, navy and subtle medium blues. Bronze 
shoes also add a note of sophistication to the black costume. 


BURNT MOCHA—Firmby established as a successful livelv 
brown, particularly suited to the welt-type shoe for tailored town 
wear. Goes well with vibrant copper and reddish clay hues, as 
well as tones of coral or orange cast. Blends pleasingly with warm 
browns and beiges, greens, especially the yellowish bronzy or mossy 
types, and aqua, turquoise or duck blues. A spirited complement 
to casual clothes in natural, grége or gray. 
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GYPSY BROWN—Stressed again as a widely used version of 
rich medium brown, providing a harmonious accent to animated 
browns and beiges, as well as golden and amber tones, in Spring 
costumes. Also a highly desirable leather shade with the im- 
portant green range, including pistache, jade and almond varia- 
tions, greenish sea blues and radiant rosy hues in peppermint, 
camellia and geranium tones. 


CAFE BROWN—the versatile attributes of this important dark 
brown place it in a top-ranking position as the leading basic 
brown for volume needs. Preferred for town wear with medium 
and darker greens, as the pine and olive versions, neutral browns, 
including the smart taupish cast, sandy beiges or grége tones and 
darker smoky or carbon grays. 


BLACK—Black shoes have basic importance for Spring and 
Summer. They may be worn with costumes in grays, reds, violine 
tones and black. 


RESORT AND CASUAL COLORS 


The increasingly strong position of casual and spectator shoes 
in the Spring and Summer wardrobe lends high interest to three 
swagger tones for sports, country and travel wear. 


SUN COPPER, a new metal shade, makes a smart fashion 
entry into this informal group. It enlivens sports and casual 
clothes in copper, rust and orangy hues, as well as emerald 
citron, mint and other gay greens, aqua, turquoise and duck egg 
tones, greys, also white and off-whites, as natural, cream, banana 
and honey. 


MISTY GRAY continues its success as a desirable neutral 
leather complement to casual clothes in taupes and grays, blues, 
red or rose tones and orchid, violet, magenta and lilac shades. 
It is also adaptable to town, as well as resort and casual wear. 


TURFTAN i; especially suitable as a trim on white leathers. If 
used for all-over shoes, it keys with rust or copper shades, greens, 
beiges, grays, navy and medium blues. 


WHITE LEATHERS. alone or in combination, continue as 


basics for resort and Summer shoes. 


GOLD, SILVER AND METALLIC FINISHES shine brightly 


in shoe fashions for resort, cruise and Summer wear. 


SUN AND SEA COLORS 


included in 


RESORT AND CASUAL GROUP 
CARIB GREEN 
SAILING RED 


EXOTIC LEMON 
GAY CYCLAMEN 
SOUTHSEA VIOLET LAGUNA BLUE 
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Coordination Notes for Spring 49 


Official Shoe and Leather Colors, Released by the Textile Color Card 
Association and Displayd by Members of the Tanners Council of 
America at the Leather Show, Hotel Waldorf-Astoria, New York 


The radiant hues im this resort collection contribute 
a brilliant new note to sports and play, as well as 
dressier style shoes for Southern, cruise and Summer 
wear. Used alone or in combination, they will figure 
prominently at fashionable vacation rendezvous. 

These festive colors provide an animated comple- 
ment to play and beach attire, as well as dressier resort 
clothes, in the sparkling Cruiseway Colors, the lighter 
Porcelain Pastels. white and off-whites. 

In the Men’s Shoe and Leather Card for Spring, 1949, 
twenty colors in leather, including both new and re- 
peated colors, are divided into three special classifica- 
tions. The first, comprising thirteen colors for smooth 
leathers, are Ranger Tan, British Tan, Brandy Tan, 
Manhattan Brown, Desert Sand, Tawny Tan. Cherry- 
stone, American Burgundy, Burnished Tan, Cocoa Tan. 
Bermuda Brown, Heathermist, Country Smoke and 
black. 

The colors in the second category. including six for 
reversed leathers, are Commodore Blue, Midnight Blue, 
Vagabond Gray, Graybark, Tobacco Tan, Mission 
Brown and white. Golden Harvest, representing the one 
color designated for grained leathers, comprises the 
third classification. The Textile Color Card Association 
has released the following merchandising suggestions 
for men’s shoe and leather colors for Spring: 


SMOOTH LEATHERS FOR STREET 
AND GENERAL WEAR 


RANGER TAN—New version of a lively light russet shade, 
adapted particularly to popular grade town shoes for certain 
localities. Suitable in calf and kip and smooth side leathers. 
Used with light staining for special type shoes. 


BRITISH TAN—hes high prestige for city wear in better qual- 
ity shoes, including typical British custom styles. For calfskin 
principally. 


BRANDY TAN—aAgain strongly endorsed for town use as a 
popular lighter color for calf and kip, as well as heavier side 
leathers. Lends itself effectively to antiquing. 


MANHATTAN BROWN—cContinues its wide importance as 
the leading basic brown for town shoes. Adapted to smooth calf. 
kip, sides and kidskin. 


DESERT SAND—in addition to its continued use in casual 
shoes for resort and Summer wear, this light natural tone also has 
a place in the town classification for special types of shoes ‘n 
certain sections of the country. 


TAWNY TAN— Retains popularity as an animated light tan 
for volume shoes and youthful types for town wear. Appropriate 
in medium and heavy weight kip and side leathers. Suitable for 
light staining. 
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by MARGARET HAYDEN RORKE, 


Managing Director, Textile Color 
Card Association of the 
United States, Inc. 


CHERRYSTONE— this warm ruddy shade for smooth side 
leather takes on added richness and depth with oxblood staining. 
Particularly desirable for young men's styles. 


AMERICAN BURGUNDY—Rates continued favor as a rich 


deep cordovan or vintage tone for general town use. Especially 
adaptable for plain toe models of military officer style and for 
collegiate type shoes. Appropriate for smooth calf, kip and sides. 


BLACK—Black leathers retain their volume importance. 


GRAINED LEATHERS FOR STREET AND 
GENERAL WEAR 

Various types of grainings on calf, kip, goatskin, and 
side upper leather are featured for Spring shoes. These 
include heavy pebbled and embossed grains for popu- 
lar brogue and utility shoes for younger men, and the 
heavy meaty types, which take full staining and special 
detailings for rugged outdoor shoes. The new emphasis 
on the rugged theme in all men’s apparel gives added 
importance to these styles. 

New types of soft, pliable leathers have been de- 
veloped in grained kips and sides, as well as in fine 
quality calfskins of the luxury category. These have 
advanced from their limited use in high-grade casuals 
to an accepted place for new streamlined “softie” town 
shoes, unlined, or with all-leather linings. Grains are 
made in the following colors: 


MANHATTAN BROWN BRITISH TAN 
BRANDY TAN CHERRYTONE 


GOLDEN HARVEST also maintains its success os an ani- 
mated golden tan, particularly for fine quality calfskin grains 
of the softer variety and for the newly significant rugged pebbly 
and embossed grains on kips and sides. An excellent shade for 
campus and country type shoes. 


RANGER TAN 
BLACK 


SMOOTH AND SOFT-GRAIN LEATHERS 
FOR RESORT AND SUMMER WEAR 


A special group of colors in smooth leathers, and in 
fine creased effects, which appear smooth after lasting, 
augmented by elk finishes and soft-grained leathers in 
the same shades, is a new development for Spring. 
There is no attempt to emphasize a hard, glazed finish 

[TURN TO PAGE 103, PLEASE] 
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Black velvet suit with *wing- 
back jacket, a Capri Original 
designed by Vera Jacobs for 
the coming Fall and Winter. 
The modified shawl collar is 
edged with black braid. 


All fashion photographs courtesy New York Dress Institute 








Daytime Elegance: 


Greater Diversity in Styling, More Emphasis on Clothes for the Occa- 
sion, Bring in the Dressier Costume and Shoe for More Formal Daytime 


Wear and Give the Opportunity for Extra Sales. 


by ELEANOR M. RUTTY 
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Above, left: Black suede pump on 23/8 heel with gleaming band 
of bronze kidskin running up the back and terminating in a bow to 
give back interest; Pincus & Tobias. Right: Black suede boot with 
black satin collar, for the dressy daytime suit or ensemble; Fox. 


- shoe man we have talked to for the past half-year 
has shaken his head over the popularity of the opera 
pump. If that one pattern is to be the darling of every 
woman’s heart for the next six or twelve months it looks 
bad for the shoe business, is their comment. We certainly 
agree with them on that score, but we think there is 
plenty of reason for them to take heart and begin plan- 
ning promotions on all the other types of shoes that are 
beginning to come in with September and October deliv- 
eries and that they already have in stock. 

We suggest that they look around a little at the early 
Fall clothes in the stores or in their own wives’ and 
daughters’ closets. Maybe they will see something there 
that will give them a new slant on their Fall business and 
also on feminine psychology as regards style. They may 
begin to realize that the taste of the average woman, cer- 
tainly the younger woman, is not set in a pattern. She is 
very ready to try something new; much readier, we might 


$8 


add, when fashion is concerned, to like: new ideas than is 
her husband. Doesn’t that give you, as shoe manufactur- 
ers and merchants, a ray of hope that perhaps she can be 
sold something else besides, perhaps something in addi- 
tion to, that plain opera pump? 

Women today are not thinking in terms of the awful 
uniformity that characterized the middle nineteen-twen- 
ties. Look at them on the streets—Main Street, State 
Street or Fifth Avenue—right this minute. Many of them 
are probably wearing Summer clothes, but some have 
started the Fall season. Never mind which kind of clothes 
they are wearing and never mind if some of them appear 
in identical or very similar dresses or suits; isn’t there, 
just the same, a great deal of individuality, certainly 
more than we have ever seen? Mass production is still 
mass production, but each succeeding year it gives more 
women more opportunity to look a little different from 
their sister women. In other words, it is producing a 
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Above, left: Bronze, to coordinate with almost any color, in a closed 
low-cut kid pump on 22/8 French heel; Johansen. Right: High-riding, 





Sepia brown wool suit from 
Herbert Sondheim has tiered 
skirt and slightly flared 
jacket. Black, brown, navy, 
bronze, gunmetal are smart 
harmonizing colors. 


September 15, 1948 


with asymmetric throatline and gold edged ornament, a black suede 


stepin; Walk-Over from Geo. E. Keith Co. 


greater and greater variety of styles, colors, materials 
from which to choose. 

Isn’t that just what the shoe industry is doing, too? 
If the average woman or girl continues to ask for a plain 
opera pump, period, what is the reason? We believe that 
it is because she is not being properly sold on the idea 
of other styles. Certainly other shoe styles are in the 
stores, and certainly these styles have every right to a 

[TURN TO PAGE 86, PLEASE] 
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Nettie Rosenstein black 
broadcloth dress with match- 
ing jacket, giving the effect 
of a suit. Deep shawl collar 
of mink gives opportunity 
for shoes and accessories in 
brown as well as black. 


Below, left: Instep strap in a 
combination of brown 
smooth calfskin and suede 
on 21/8 heel; Laird Schober. 
Right: Three-strap suede 
shoe with button fastening. 
Adapted for wear with softly 
tailored suits; Cellini. 
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BOOTS 


And 


SPATS: Features ol 









High 


the instep. 


PERHAPS no other single item of a woman’s ward- 
robe receives more attention in the Paris collections 
than shoes, except the clothes which are the business 
of the Haute Couture. Certainly no other accessory 
carries nearly the news iaterest. Not a single collection 
of importance, but has made a point of footwear. The 
Empire influence, which is the outstanding one of the 
whole season, with reflections of its adaptations at the 
turn of the century and in the twenties, is seen in the 
new shoes. 

Christian Dior, who launched spat shoes and spat 
oxfords last season, again approves high shoes. this 
time the real boot top. But this season he is not alone. 
A house like Molyneux, always known for its restrained 
elegance, making a point of eschewing the flamboyant, 
has this year developed a whole series of new effects. 

Molyneux has developed the high boot effect, but in- 


stead of making actual boots, has ingeniously contrived 
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corduroy 
boot, also made in 
plaid woolens, 
with elastic ad- 
justment under 


Basic pump for 
wear with or with- 
out gaiters. Note 
unusual side line. 


Opened-up gaiter 
with goring ad- 
justment under in- 
step; the plaid 
fabric matched in 
hat, gloves and 
other accessories. 





various types of spats. For street and sport wear he 
does a whole series which comc up to the skirt hem. 
They are in varied materials, some fur edged. Illustrated 
are two of these, one in gray green corduroy. one of his 
favorite colors; the other in a plaid wool. The corduroy 
matches the oufit with which it is worn while the plaid 
repeats the lining of the coat. 

He develops the gaiter idea further, using it over his 
pointed pump in all sorts of materials and colors. These. 
over the shoe, trick the eye of even a close observer into 
believing that they are actually part of the shoe. This 
is accomplished by the carefully fitted elastic band 
which goes under the foot. In a gay plaid taffeta they 
tie in with the same taffeta used as a scarf or often with 
the umbrellas with which Captain Molyneux finishes 
many of his street costumes. Again the gaiter may be 
in pink to team up with the round collar which is the 
high note of one of his black or-navy dresses. 
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Casale Offers Varied Materials and Designs in Striking New Spats and 


Boots for Molyneux Showing, as Illustrated Here. Other Bottiers Are 


Also Featuring These Types. 


PARIS Openings... 


Molyneux has not forgotten the smart black booties 
which he launched for afternoon and evening wear, 
though this season he collars it with an embroidered 
band with beads which makes the most charming of 
anklets. His basic pump, cut low at the side, is marked 
by a rising point at the center of the vamp which is 
not only flattering but obviates the foot pressure which 
some women complain of in this type of shoe. 

All of Molyneux’s shoes are made for him by Casale, 
including a dainty shoe probably best described as a 
congress gaiter type. He likes these in bright shades. 
red or green, with conservative colored outfits as well 
as in beige and shows them not only with suits. from 
street types to velvet, but also with afternoon dresses. 

The remarkable style note is that Balmain. whose 
shoes are made by Perugia, has what appears to be a 
iwin of this elastic-sided congress boot though he shows 
them in the beiges and grays which are the point of 
his collection. That two of the great bottiers of Paris 
should have done an identical shoe which fits in so 
well with the new clothes seems to make it worth special 
attention. 










All shoes designed 
by Casale for Moly- 


neux collection. 


Congress gaiter, 
the old-time boot 
with side gores, 
glamourized with 
its petal top line. 
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Black suede boot 
with ankle draw- 
string. Note in- 
side pulls of pat- 


ent leather. 


S 





Another side gore 
boot, this time in 
satin with em- 
broidered collar. 


by 
DORA LOUES 
MILLER 
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When our first customer walked in, 
my husband and I beat a hasty re- 
treat to the stockroom where we 
frantically tried to decide who should 
go out front. 
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The Planting of the Shoe Tree 


When Two People Who Know Next to Nothing About 
Operating a Shoe Store Decide to Open One in a Period of 


Shortages, They Run into Some Enlightening Experiences. 


by FLORENCE M. OGDEN 


= A SHOE STORE in June of 1946 would 
probably have made most experienced shoe men shud- 
der, especially if they could have seen the locality my 
husband and I had picked. Cocoa is a veritable paradise 
—when it isn’t raining. Situated on the Indian River 
on the East Coast of Florida, it is the center of the 
Indian River citrus industry. The ocean is a mere hop 
and a skip away, and tourists have only to be enticed 
from their fishing poles into the shops. At the time we 
opened our store there was a large naval air base 
nearby which bountifully increased our average popu- 
lation of about 6,000, and which represented a fine 
buying potential. The only thing Cocoa lacked was a 
nice shoe store, so that’s where we rushed in headlong. 

Older and wiser merchants who were familiar with 
the trading population hereabouts waggled their heads 
discouragingly when they heard we were putting in 
an exclusive shoe store. “You can’t do it,” they de- 
clared. “You’ve got to have something besides shoes 
to sell in a town this size.” If some mystic had seen 
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in his crystal ball then that the base was not going 
to be as permanent as everyone thought, I believe we 
would have reconsidered. 

Good business property was practically non-existent. 
but we found a wee piece of undeveloped property 
right across from the post office, and the owner very 
obligingly put u» a building to our specifications. We 
pestered the contractor with verbal proddings to hurry 
the building along, please, and made a few minor 
changes in the original sketch which so infuriated him 
] believe he could cheerfully have stirred us up in the 
concrete mixer. Our main concern was in having a 
stockroom so the “front parlor” wouldnt be cluttered 
with myriad shoe boxes. 

The day my husband took off for New York to buy 
shoes and fixtures I waved goodbye in the mood of 
one who was dispatching the High Chamberlain to 
China to pick up a load of Ming vases. Neither of us 
had any more idea how to go about buying shoes than 
we did catching a goose who laid golden eggs. My 
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My first shoe show struck me as u wonder- 
ful institution. I wanted to buy everything I 
saw, but nobody wanted to sell me anything. 


husband was just out of the Army and knew nothing 
about the business world. I, who had never before 
worked at anything, had been drifting along for six 
years under the insipid title of “housewife” and still 
couldn’t cook very well. If we had followed my hus- 
band’s advice. one of us would at least have worked 
in a shoe store a few months, if for no other reason 
than to learn how to fit shoes. If we had, though, I’m 
afraid we never would have had the courage to open 
a store at all. Merchandising, Ritz sticks, and welt 
soles were just gay-sounding words to us then. 


After my husband returned from New York, he 
apologized for days because he hadn’t been able to buy 
the quality shoes we wanted. I was unhappily visual- 
izing snappy little numbers that probably had been left 
over from the great Roman fire; but the shoes, when 
they came. were’t bad at all consldering that they would 
sell for $4.98. The shoe and leather shortage about 
which we had heard vaguely was going to give us a 
hard time. My husband had spent days tramping around 
New York pleading for shoes, and receiving the same 
reply, “Sorry, but we can’t take on any new accounts 
at present.” 

The shoes which he had managed to separate from 
their manufacturers kept pouring in by the carload, it 
seemed to me. He had bought quantities of shoes! | 
did a bit of hasty arithmetic and figured the initial 
stock should last the better part of three years. How 
on earth would we ever dispose of so many shoes? 
After all, Cocoa was just a small town! The store wasn’t 
guite completed so we stored the shoes in our house. 
We moved the baby out of her room, the dog off the 
front porch, and ceased all social activities while we 
piled case after case of shoes clear to the ceiling in 
half the rooms of the house. We had several shoe 
shows on the kitchen cabinet for our own benefit, and 
every time something especially attractive arrived, I 
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tore off down the street to show it to anyone who 
would look. 

While talking with various shoe men, we were in- 
troduced to Boot anp SHOE REcorDER. We devoured 
each copy from cover to cover, and I wrote frantic 
letters to the Merchants’ Service Department inquiring 
just where did one buy this or that and how did one 
keep books for a shoe store. All my queries were pa- 
tiently and courteously answered, so it’s no wonder 
that I now regard the RECORDER as a self-adopted god- 
father. 

Our friends helped, too, by consenting to let us 
practise measuring their feet and fitting them. We 
realized that we had a great deal to learn, but we were 
interested and determined, and could but try. 

When opening day rolled around at last, my husband 
and I very self-consciously unlocked our front door 
and entered our establishment—ready for business. 
After many long and heated debates, we settled on 
“Cocoa Shoe Tree” as a fitting title for our shoe em- 
porium. 

“Would’t it be awful,” I croaked, “if we didn’t have 
any customers?” And then, generously, “You take the 
first one, dear.” 

“Oh. no. You take the first one.” 

We were still arguing when the “first one” walked in. 
1 am ashamed to say both my husband and I beat a 
hasty retreat to the stockroom where we frantically 
tried to decide by means of gestures and whispers who 
should go out front. The minutes were passing, so in 
desperation I waltzed nervously out to greet the cus- 
tomer in the grand manner of the Kaiser saluting the 
hangman. 

She turned out to be a kind old lady with bunions. 
Since it was my first experience with bunions, I thought 
hastily it was really a man’s job, so I squeaked, “Good 
morning—my husband will be with you in a minute,” 

[TURN TO PAGE 93, PLEASE] 


The store wasn’t completed when our first shoes arrived, 
so we moved the baby out of her room, the dog off the 


front porch, and piled cases up to the ceiling in half the 
rooms of our house. 
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ditorial outlook 
Time to Stress Shoe Values 


RETAIL sales in department stores were reported to 
have picked up considerably with the beginning of early 
Fall promotions, apparently fulfilling the expectations of 
those who had felt all along that the much publicized 
sales resistance of this Summer could be attributed 
largely to seasonal conditions and would yield to re- 
newed demand from consumers, able and willing to 
buy, as soon as new merchandise made its appearance 
and customers returned from vacations. Then the late 
August heat wave gave trade a severe setback in most 
eastern and midwestern cities. Merchants generally are 
nevertheless optimistic enough to believe that business 
will recover quickly with cooler Fall weather. 

The department store figures include those of the 
shoe departments, of course, but they do not neces- 
sarily reflect the trend of shoe sales with any degree of 
accuracy because they also cover many other kinds of 
merchandise. including the heavy goods, refrigerators, 
washing machines, gas and electric ranges, vacuum 
cleaners, and a wide variety of household appliances 
that have been selling in very satisfactory volume 

Some retail observers attempted to explain increases 
in department store sales in the early part of August 
on the theory that customers for heavy goods items had 
advanced their purchases in order to get under the wire 
before the Federal Reserve order regulating installment 
purchases becomes effective. It seems doubtful whether 
this motive has exerted a very important influence on 
the sales trend; to the extent that it may have done so 
it would raise the presumption that the effective date 
of the order. September 20, may witness a falling off 
in the demand for these items. Nothing of this sort is 
to be anticipated in shoes, however, for the effect of 
the order on shoe purchases is negative. The order 
does not apply io jewelry, clothing or footwear and 
would not have much effect on shoes if it did, due to 
the fact that scarcely any shoes are purchased on in- 
stallments. Neither does it apply to open charge ac- 
counts, the credit payment plan most commonly used 
in connection with shoe purchases. 

Actually, the installment purchase regulations should 
provide some sales stimulus for such merchandise as 
footwear and other apparel because its obvious pur- 
pose and effect will be to discourage customers from 
going as heavily into debt as they have been doing for 
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the purchase of expensive appliances. There can be 
little doubt that many people are lured by easy install- 
ment terms into making commitments that are beyond 
their means, with the result that they find themselves 
compelled to scrimp and often deprive themselves of 
real necessities like shoes, in order to keep up the pay- 
ments on luxuries they could get along without. Com- 
ing at this time of year. the installment regulations will 
undoubtedly give some additional momentum to the 
normal seasonal stimulus that could be counted on in 
any event to send more customers scurrying into shoe 
stores and shoe departments. 

Right here lies the important job of the shoe mer- 
chant and the retail shoe salesperson. When the 
customer is a little more in the mood to buy shoes, as 
she is likely to be at this time of year, a store can do 
much through its advertising, displays and direct sell- 
ing effort to encourage the mood and coax it along to 
the point of increased action. 

Now is the time to show your smartest styles in attrac- 
tive windows, increase your newspaper advertising space 
and tell customers how particular types of shoes can 
serve their needs, promote their comfort, give them a 
feeling of well shod satisfaction, likewise protect their 
health and serve their general welfare. 

The young fellow who starts out to look for a better 
job has a poor chance if he gives a down-at-the-heel 
impression. Smart, good-looking shoes add to anyone’s 
chances of success in life, and shoes that are comfort- 
able and well-fitted promote the efficiency of the indi- 
vidual, to say nothing of the satisfaction and sense of 
well being that they afford. 

This is the time of year when what may seem at first 
to many customers a high price should prove no in- 
surmountable obstacle to the consummation of a sale. 
Most people figure on stretching their purse strings a 
bit in the Autumn to buy shoes and apparel they are 
going to need for Fall and Winter. The young fellow 
or the girl off for college doesn’t hesitate very long over 
a couple of extra bucks for the shoes they really like 
if they know the quality, style and value are there. Tell 
customers honestly and clearly how today’s shoe prices 
reflect today’s costs of leather, labor and materials and 
show them the values, visible and intangible, that make 
good shoes a worthwhile investment. 
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CLINIC Shoes CLICK... 
in leading stores and departments 
season after season... 























The high quality of Clinic Shoes is 
the result of rigid controls in selecting 
materials, in manufacturing methods, in 
limited styles, steady production, careful 
inspection, and skilled shoemaking. Only 
Clinic Shoes are made in our Clinic 


factory. 


Clinic Shoe “comfort” is literally 
famous among millions of “Young 
Women in White.” Each Clinic last is a 
proven fitter. A pattern is made for each 
size and width; no lasting up or down. 
This, plus our insistence that Clinic deal- 
ers maintain full size runs by frequent 
reordering, assures proper fit and hence 
the comfort required for active feet. 
Sizes run from AAAA to C — 3), to 12. 


Clinic Shoe prices are kept at the 
lowest possible levels due to our strict 
policy affecting our production methods, 
our purchases, our sales, our advertising, 
and our customer relations. We build 
only a few basic styles on an even-flow 
production schedule. All shoes are car- 
ried in stock. No waste is permitted. 


i 


If interested in Clinic Shoes, write us. If franchise 
is available, we will have our salesman call without 





chligation. 
Same price — Same terms fo all accounts. ] 
TO RETAIL $7.95 and $8.95 THE CLIN I( SHOE 
according to ieathers. DIVISION OF 
Term: SIS dom, | “THE JUVENILE SHOE CORPORATION 
' ; OF AMERICA 
National Shoe Fair—Room 881—Palmer House TENTH FLOOR @ SHELL BUILDING @ 122! LOCUST STREET 
SAINT LOUIS 3, MISSOURI 
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As FAR AS the retail shoe mer- 
chant is concerned, there is only 
one justification for advertising: 
immediate and profitable sales. This 
means that your advertisement must 
get readership, must convince read- 
ers, must get them to act upon your 
suggestions. Obviously, then, the 
first and most important problem 
confronting the advertiser is to get 
attention. 

Competition within a newspaper 
is terrific. The average person buys 
a paper to read the news. to enjoy 
the comics, the features and col- 
umns. The advertisements within 
the pages are incidental and often 
undesirable. It is necessary, there- 
fore, to entice the readers from 
what they want to read to what you 
want them to read. Assuming that 
this can be accomplished, there is 
another group of competitive fac- 
tors—other advertisements. Every 
advertiser is fighting for attention. 
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All are trying to sell. All are de- 
manding the reader’s attention. 
What makes the reader leave the 
news items, take his eyes from the 
comic pages, give up his favorite 
columnist? The headline in the ad- 
vertisement. What element gets the 
reader to stop as he rushes through 
his paper? The headline. What, 
within the ad, offers enough interest 
to get the potential customer to 
read the copy? The headline. 
There is no doubt about it, the 
headline is the most vital part of 
your advertisement. Not many re- 
tailers appreciate its value. Thou- 
sands of dollars are spent on adver- 
tising, on sparkling copy and fine 
illustrations. But often the headline 
is neglected. Yet, if the headline 
does not attract, the copy will not 


Entices 


The Most Vital Part of Any Adver- 
tisement Is the Headline Which 


the Attention of the 


Reader from the News Columns 


to the Ad Message. 


by IRVING SETTEL 


Third in a Series of Ad-Wiser 
Articles, Offering the Shoe 
Retailer the Means of Fro- 
ducing Effective, Sales-Com- 
pelling Advertisements. 


Far left: An example of a good headline 

arousing curiosity and interest in a 

select group—men and young boys. Left: 

The effective headline appeals to the self 

interest of the reader and arouses the 
desire of possession. 


be read. While the illustration does 
carry a good portion of the atten- 
tion-getting load. it cannot do its 
work without an effective “head.” 

There are many kinds of head- 
lines. There are curiosity head- 
lines, news headlines. selective head- 
lines, etc. Tests prove, however. 
that the one theme within the head- 
line which gets the most attention 
is self interest. 

Every reader is interested in him- 
self first and foremost. Everyone 
wants to better himself. Everyone 
wants health, happiness and suc- 
cess. If you can offer this in your 
headline, you'll get his attention. 
You must talk in terms of what he 
wants, you must tell him how he 
can benefit from using your prod- 

[TURN TO PAGE 91, PLEASE] 
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Customers “take a shine to” 


the Father and Son idea by 









Style #948 2 
Boys’ Last : 
Sizes 1 to 6 Style #7948 
Men’s Last 


Sizes 6 to 12 
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Shoes of the same design—but the boys’ size run (1 to 6) made over separate 
and special lasts from the men’s size run (6 to i2) to insure abso- 
lutely correct fitting qualities. That’s the “father and son” idea 
in Belleville Shoes for Men and Boys. You can sell excep- 
tional comfort and fit as well as rugged wearing qualities to 
man or boy—in the $5.50 to $9.95 retail range—when you 
sell Belleville Shoes for Men and Boys. Drop us a line 
Room #746—Palmer House for further particulars. 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 


New England Distributor: KREIDER-CREVELING SHOE CO. 
602 Atlantic Avenue + Boston 10, Mass. 
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More RINGS for your cash register 


more WIN 6S for your customer’s feet 


when you sell the new 


Orthipad offers a NEW experience 

in foot comfort... even in the highest heeled 
shoes. Your customers who put fashion first 

will appreciate that. Ask them to try them... 
they'll buy them. Orthipad is thot comfortable. 


Did we say your cash register will ring? Just consider 
this: The new Trimfoot Orthipad, made of the finest 
camera case leather, retails for $3.50 per pair... 
costs you only $1.75...AND Trimfoot pays a 
generous bonus to the retail salesman! 

Send for your trial dozen today. Your money back if 
Orthipad fails to demonstrate real sales potential 
within 10 days! Sizes 4 thru 10. Narrow and wide. 


APPLIANCE PRODUCTS DIVISION 


TRIMFOOT COMPANY +TRIMFOOT TERRACE *FARMINGTON, MO. 
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FALL STYLE PROMOTIONS 
IN CHICAGO 


WitH Summer clearance sales just 
about finished as far as customer in- 
terest is concerned, the Chicago retail 
shoe field is concentrating on Fall 
style promotions. 

Back to college and school promo- 
tional themes brought a good early 
response and by late August, regular 
Fall selling was gaining good mo- 
mentum. The classic opera pump was 
the early favored pattern, although 
sling back pumps and sandals were 
also showing a lot of activity. Sandal 
types are selling particularly well in 
half-inch platforms. The half-inch 
platform has become established as 
the most popular height and is slated 
tor several large scale promotions in 
one of the leading salons. 

Closed toes are, at present esti- 
mates. expected to represent 60 per 
cent or more of the sales in dressy 
type shoes. Unusual ankle strap treat- 
ments in closed patterns are receiving 
considerable promotional attention. 
Silhouette is also marked as a popular 
style promotional theme in shoes, with 
the covered up look and high riding 
patterns dominant in several of the 
higher priced departments. Louis 
heels are being featured and receiv- 
ing good acceptance in high and 
medium heights. 

There has been some early interest 
in fabric shoes for afternoon and 
dressy wear—particularly in satin in 
black and high colors, velvet and 
brocaded effects. With black and 
brown leading in early sales, color 
preference samplings indicate an un- 
usually strong demand for gray and 
good sales of wine and green. 

Tailored and comfort type shoes are 
beginning to increase in sales after 
having fallen off considerably during 
recent months. Casuals continue in 
heavy demand and are expected to 
account for a good proportion of early 
Fall business in the middle price 
brackets. Retailers state that women 
still prefer casuals for everyday wear, 
not only because they like their com- 
fort, but because they are priced lower 
than the regular tailored type shoes. 


Slipper departments have benefited 
from back to college business. Mar- 
shall Field & Co. included boudoir 
slippers in one of its full page com- 
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bination advertisements, featuring 
them with robes and sleep wear. Three 
styles, a double ankle strap in rayon, 
gold colored mesh cloth and gold 
colored kid, a single ankle strap in 
rayon or gold colored kid, and a pump 
in rayon satin, gold colored mesh 
cloth, and silver or gold kid, were in- 
cluded in a “ballet slippers in three 


glamour fabrics” offering. 
+ = = 


SCHOOL SHOE BUSINESS 
GOOD IN BUFFALO 


THROUGH September, Buffalo stores 
will stress back to school merchandise 
in all types of wearing apparel, shoes 
playing an important part in all such 
wardrobes, 

Back to school business has been 
exceptionally good this year. Whites 
and suedes are still selling while de- 
mand is strong for calf in black, 
brown, green and red for later wear. 
There is a definite tendency to look 
for the unusual in the regular types, 
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shoes and hosiery is 


Coordination of 
stressed in this advertisement by the New 
York store of John Wanamaker. 


for instance the popular loafer has 
been “glorified” with straps, fancy 
stitching, spat effects, buttons and 
other innovations to make it a “dif- 
ferent” shoe. These types are selling 
readily for as high as $8.95. There is 
a heavy soled shoe sold by Flint & 
Kent that is receiving a warm response 
among college girls who do not like 
to wear overshoes. 

Most stores experienced a slight 
falling off in white shoe sales during 
the first half of August due to the 
unseasonably cold, wet weather, but 
the hot days that have followed have 
brought sales up again. Merchants 
report very good turnover from this 
merchandise for this time of year. 

Suede has heen very good all Sum- 
mer and some will be featured during 
the Fall and Winter for the woman 
who likes suede the year round and 
for those who spend a Winter vacation 
in the South. 

The real Fall and Winter shoe pro- 
motions started after the Labor Day 
holiday as Buffalo retailers have 
learned that their Fall demand begins 
immediately after this day no matter 
how warm it may be during early 
September. 

Among children’s shoes, also, white 
is still good, but calf will take its 
place for later wear. School shoes 
for the youngsters and teen-agers are 
both sensible and attractive with the 
newer styles much in demand. Loafers 
are still the most popular for these 
customers. 

Men have purchased heavily of 
white and combination oxfords this 
Summer, but heavy soled, plain uppers 
promise to be much in demand. 

The local price picture remains 
about the same. Retailers are still 
buying cautiously with inventories 
based on fewer units, ordered in quar- 
terly or even monthly lots. Combined 
sales over a period of time are satis- 
factory, however. 

* * + 


FALL SALES OFF TO GOOD 
START IN PROVIDENCE 
BusINEss in Providence is very 
good. Sales volume in most stores for 
July and August was ahead of 
the same period of last year. The 
usual sales slump during this period 
was not felt and many retailers 
1eport enough of an increase to make 
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up for the slow season during May 
and June. 

The Fall season has started off very 
well, earlier than in many recent 
years. Many people who did not buy 
whites or spectators because of the 
late, cool Spring are now buying Fall 
shoes, which offers a good balance to 
the sales picture. 


The entire line of Fall shoes ap- 


pears to be going well. There are 
not as yet any outstanding numbers. 
neither are there any definitely un- 
wanted numbers. 

Black suede is the most popular 
material, with some brown suede. 
Open toes and heels are as strong as 
ever in most stores although one or 
two retailers report a trend toward 
closed units. Strap models are good. 
Large showy bows, many tipped 
patent leather or gold trim, are very 
popular. Demand for a 2% inch heei 








is very good, several retailers report- 
ing this a “must” in the Fall line. 
That women have tired of the ex- 
tremely “high heels is very definite. 
One retailer goes so far as to predict 
that heel extremes will not be popular 
again at least until another fashion 
swing strikes. 

Casual types are very good in anti- 
qued red or brown leather with 
straps. Tongue bows are popular in 
this line. Play shoes are very good 
in a wide variety of styles and colors. 
Walking types are in demand, with 
every indication that these will be 
very good sellers for the Fall season. 
They are generally in suede or calf. 
Platform numbers are popular and 
these are definitely headed for a good 
September-October season as_ the 
cooler weather sets in. 

Stocks are complete and _ fairly 
heavy in practically all stores. Every- 
one is getting more of the stock he 
orders. The help situation is much 
better than it was at one time. It is 
easier to hire new help, and the new 
sales help is much more willing to 
learn proper shoe fitting and to take 
orders than at one time. 

Advertising has started to announce 
Fall previews, the arrival of new stock 
and to put the public in a Fall buying 





This full page ad featured a crossed strap 
model with closed toe and open heel for 
Fall. The ad was created by Mrs. K. G. 
Paddock for Sam Sullivan's leased depart- 
ment at Richfer's, Laredo, Tex. 





mood. While most stores are not as 
yet devoting a large amount of their 
advertising to newspapers at this 
point, retailers are generally planning 
an increase in newspaper lineage. 
Some of this copy was scheduled to 
break around the first of September 
with a heavy listing throughout the 
month. 


= + = 


BACK-TO-SCHOOL PROMO- 
TIONS IN MINNEAPOLIS 


BACK-TO-SCHOOL promotions domi- 
nate the shoe picture. Summer 
clearances made room for early Fall 
showings. Fall and school fashion 
shows are featured, giving opportunity 
to tie-in shoes for each type of cos- 
tume. 

Casuals are increasingly important, 
with most merchants playing up this 
type of shoe as an extra need to be 
added to other purchases. 

Sale of children’s shoes is reported 
good, with interest continuing in the 
sturdy, well-built shoe of quality. 
Neighborhood shoe stores have had 
good reaction from children’s shoe pro- 
motions. Interest in nationally adver- 
tised children’s shoes is noted. 

Young- Quinlan showed quality 
brown ghillie ties, brother and sister 
kindergarten oxfords with brown and 
white trim, brown moccasin oxfords 
for girls’ and boys’ shoes with brown 
elk shield tips and raw-cord soles, in 
a specially featured promotion of 
back-to-school shoes. 


In women’s shoes, suedes are faver- 
ites. Black leads in Fall favorites in 
street and dress shoes with brown sec- 
end in selection. Continental green 
runs first in color choices but cus- 
tomers are inclined to confine brighter 
shoes to the casual type. 

Platforms are in good demand. 
Boll's, 1012 Nicollet Ave., featured an 
open-toe-and-heel platform sling pump 
with a front flap in black, wine or 
hunter's green. The black was in 
suede and the colors in calfskin. Roy 
H. Bjorkman, featured a black suede 
d’Orsay with ankle strap and cush- 
ioned platform sole. This store also 
featured an ankle strap wedge with 
closed high back and platform sole in 
black, brown, and navy suede. The 
shoe was also shown in gold kid. 


SAINT PAUL 
SrorEs have blossomed out with 


striking in-store and window displays 
of Fall stylings. followed up by heavy 
advertising. directed principally to- 
ward catching the school and college 
business. 

Field-Schlick featured new-for-col- 
lege suedes and calfskins, selling for 
$12.95 and $14.95. Among these were 
V-throat pumps with buckle trim. 
ankle strap sandals. open-toe pumps 
with fluted trim and closed D’Orsay 
pumps. all in black or brown. with 
high heels. This store also featured a 





group of casuals of smart design. 
some with wedge heels and in a choice 
of colors of gray. brown, white, black. 
green or blue. 

Some stores report a good interest 
in crepe soles. with exceptionally high 
sales in this type. 

Schuneman’s featured a group of 
fiats in inky black suede, all with 
open toe and heel. Hand-sewn moc- 
casins were favorites in the casual 
group at this store in red. brown or 
green. 

There is continued acceptance of 
gold trims and some interest in silver 
trim. Straps are high in demand, in- 
cluding ankle, instep and crossed de- 
signs. 

The Emporium featured “cover-up” 
styles with delicate Louis heel on 
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classic lines as early Fall shoes. 

Macy’s showed black suede operas 
with platforms. Dainty, high-heeled 
shoes are featured at this store. 

Feminine, light shoes are strong in 
appeal with simpler lines giving deli- 
cacy to go with fuller skirts. Husch 
Bros. featured a group of this style 
with medium heels in suede in black 
or brown. 

Early Fall sales are reported as 
good with the prospect that next 
month will see a heightened interest 
in Fall and Winter styles. Some 
stores are already showing rubber 
overshoes for early buying for Winter 
wear. 

* * «* 


SALES PROBLEM SEEN ON 
SHOES AT $20 AND UP 
Buyers for the higher priced salons 
in St. Louis say that it will be 
harder to sell shoes in the $20 and 
above class this Fall than last. August 





selling of- shoes in this category, a 
number of them have reported, has 
been noticeably below last year. 
though the assistant buyer of the shoe 
salon in one of the leading depart- 
ment stores said his top price lines 
had moved exceptionally well during 
the early part of August before the 
weather became unbearably hot. 

This buyer said he anticipated a 
brisk Fall business in the $17.95 to 
$24.95 and $16.95 to $18.95 brackets. 
More in accord with the belief of 
most retail shoe men in St. Louis, 
however, the shoe buyer at another 
leading department store said he 
looked for a decided dropping off of 
business in the $15 to $18.50 range 
this Fall and also in the above $20 
bracket. But in the $10.95 to $15 
range. he stated, he anticipated a 
greater volume than last Fall. Volume 
in the $6.95 to $10 range also should 
be up. he added. 

Because of the apparent necessity 
to meet increasing price resistance 
some buyers also are reported to be 
shifting higher priced lines from bud- 
get departments into their salons; 
while another tactic used by retailers 
is more strict inventory control. A 
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number of shoe departments also are 
adding new lower priced lines to their 
inventories and cutting down on the 
number of unit purchases of those 
with a higher price tag. 

Meanwhile, through the dog days 
of late August with the thermometer 
ranging from 95 to 100 degrees, 
buyers were not too optimistic about 
the early Fall selling season. And 
their lack of enthusiasm was relayed 
to shoe travelers by a noticeable trend 
toward cautious buying. 


FALL PROMOTIONS INCREASE 
SALES IN SAN FRANCISCO 
EARLY backto-school and Fall style 


promotions helped to increase sales 
totals for many stores in this area 
during the latter part of August. Shoes 
for ehildren and teen-agers are re- 
ceiving strong emphasis in advertising 
and window displays. Customers 
seem more concerned with the sturdi- 
ness of the shoes for school wear than 
in any slight price increases. 

Summer business has been reported 
as “good” or “normal” by most shoe 
merchants. There were a few who had 
slight volume increases of from one to 
five per cent, and some admitted a 
small decrease. but the average seems 
to be about the same as last year. 
Margins of profit may not be quite as 
iarge, however. due to the semi-annual 
and monthly clearance sales that were 
used to clear shelves and increase 
sales volume. Whites were in good 
demand as well as most types of com- 
fcrt and vacation footwear. A number 
of local fairs and horse shows in this 
area gave a boost to sales of riding 
boots for both men and women. 

The Fall styles now being featured 
are, mostly in black or dark blue 
shades with suedes and_ alligators 
proving most in demand. All stores 
are showing the high French heels in 
woman’s shoes, both in closed and 
open toe models. 

Terraced toe sandals in high and 
low heel models at $16.95 are being 
displayed by Sommer & Kaufmann. 
Frank Werner features a very slim 
model in suede with high heel and 
closed toe at $24.95. 

Somewhat different was the Fall 
showing of spats worn over black 
suede opera pumps at Joseph Mag- 
nin’s, the outfit selling for $24.90. 

Frank Moore is making a bid for 


the premium trade with a swank 
model in which 14-carat gold is proc- 
essed over an alligator sling pump and 
priced at $75. 

Advertising expenditures will prob- 
ably be heavier this Fall with some 
merchants using direct-mail, poster 
and car-card appeals in addition to the 
usual newspaper advertising. 


* * * 
NEW YORK BUSINESS 
PICKS UP 


F oLLOWING a week of weather 
almost without parallel in the city’s 
history, New York retail business 
picked up again at the end of August. 
With cooler weather, stores began to 
do a brisk business and the back-to- 
school departments report plenty of 
buying. One store which does an out- 
standing job in school shoes has had 
excellent response to promotion of a 
little boot. It has sold to both college 
2nd high school girls, with navy and 
red as the best selling colors. This 
same department also notes very 
strong interest in saddle oxfords on 
red rubber soles for high school cus- 
tomers. Colors sold in this order: 
white with tan, white with blue and, 








third, white with red. Another shoe 
doing good business has a fringed 
tongue with single eyelet. Like the 
bootee, it is on a wedge sole. 
Another back-to-school promotion 
featured three styles, the classic Nor- 
wegian moccasin, which is selling in 
the ratio of three to one over a simi- 
lar pattern with strap and buckle, and 
a moccasin with strap and buckle and 
fringed tongue. Brown outsold red 
two to one in the classic Norwegian. 
All three shoes are “hand-sewn moc- 
casins” on built-up leather flat heels. 
In still another college shop, a very 
low cut bootee with double-peaked 
back and low tongue did not sell near- 
ly as well as the higher riding bootee 
mentioned in the first paragraph. 
Another young promotion on two 
flats, a plain closed pump on wedge 
and a closed triple strap on an outside 
heel, has been showing greater popu- 
larity for the strap shoe. The third 
strap on this shoes is ankle-high and 
[TURN TO PAGE 134, PLEASE] 


Boot and Shoe Recorder 











Letters | THE ONE 
| NN ; . 
to the | NATIONALLY ADVERTISED STYLE- 
QUALITY SHOE PRICED FOR THE 


RECORDER :; GREAT MASS MARKET 


R. H. Foster Suggests Plan 
To Control Inventories 


a n d 
Editor, BooT AND SHOE RECORDER 
Mark Edison, president of the Na- Oo oO} 
tional Association of Shoe Chain j 74 
Stores, hit the nail on the head in the : 
June 1 issue of BooT AND SHOE RE- ; ho e 


CORDER when he declared, “There is 
nothing wrong with the shoe business Dj 
that intelligent planning between re- fer, } 
tailers and manufacturers cannot cure.” 4 

Speaking from the manufacturer’s 
point of view, I heartily agree with 
Mr. Edison’s premise, and should like 
to outline the reasoning and the course 
of action by which our company has 
reached a workable understanding with 
dealers. 

Wartime purchasing habits have pre- 
vailed among manufacturers and re- 
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tailers for the past seven years. Re- As Presented 
tailers are accomplishing the peace- 

time transition much more readily than in Redbook, 
are manufacturers. The average shoe 

buyer or store owner realizes that he Mod ern Screen, 
does not have to be dependent on just 


one source for his merchandise. More Charm and 
shoe salesmen are begging for cutting j 
orders, and intelligent buyers can gen- 
erally shop for styles and prices to keep 
their sales up and their inventories 
down. Retailers see that they do not 
have to make early commitments and 
then be overloaded. 

The smart retailer will use the source ue ) 
of supply as his stockroom and thus lick DBI) Ba 
his inventory problems. A 

However, the retailer has found in 5 n Screen: 
many cases that even though he likes “A 
the manufacturer’s style and price, con- 
tingent planning cannot be synchro- 
nized to take adequate advantage of the 
situation. The shoe manufacturer has 
geared his salesmen to pitch, but the 
factory, because of inadequate produc- 
tion and stock control, cannot furnish 
the shoes in the quantity and on the 
date specified. The ballooned inven- 
tories that so many retailers are bur- 
dened with today are not attributable 
entirely to price resistance and mis- 
taken judgment of buyers. In many 
instances they are the result of factory 
overloading. 

Synchronization of retailer’s and 
manufacturer’s stock control is a step 
in the right direction, and should be a 
first step after style and price prob- 
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lems have been taken care of. Ny de *s, Manufactured by 
The C. A. Eaton Company of Brock- NT y ee . 
ton developed a simple stock control J ae PETERS SHOE COMPANY 


that attracted some attention, and 
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Chicago to Be Great Sample Room 


Shoe Interests of the Nation Will Center Around 
Four Great Hotels in Midwestern Metropolis During 
Week Beginning October 25—Exhibits of More Than 
600 Firms to Occupy 1255 Booths and Rooms at Show 


WHEN the curtain parts on the opening day of the 15th 
National Shoe Fair, jointly sponsored by the National 
Shoe Manufacturers Association and the National Shoe 
Retailers Association, in Chicago, October 25, 26, 27, 
28, 1948, thousands of shoe buyers from every section 
of the United States and Canada, representing all types 
of retail distribution, will participate in the largest 
National Shoe Fair in history. 

This great gathering of shoe merchants identified 
with stores serving the footwear needs of a nation, will 
inspect the products of practically every important shoe 
manufacturer in the United States. The lines represent- 
ing America’s shoe industry will be displayed in 1160 
sample rooms, scattered in four exhibiting Loop hotels. 
the Palmer House, The Stevens, Morrison Hotel and 
ihe Congress Hotel. In addition to sample room exhibits, 
firms of the allied industries will present their products 
in 95 booths in the large exhibition hall in the Palmer 
House. 

The combined sample room and booth exhibits. 
occupied by over 600 firms, will total 1255 displays. an 
unprecedented figure. reflecting an all-time record for 
a shoe trade show. There has never been an Easter 
Parade of Spring footwear fashions the length of the 
lines that will be spread in Chicago during the Fair. 
where buyers in one city, on one visit, may survey the 
current styles that will be theirs to choose from. 

For one week the shoe activities of an entire industry 
representing both buyer and seller will pivot around 
four Chicago Loop hotels, with the headquarters for the 
Fair, as well as the two national associations. being 
maintained in the Palmer House. 

Taxing the display facilities of the Palmer House, 
lines in many grades and price ranges will be exhibited 
on the sixth, seventh, eighth and ninth floors, with a 
few firms preferring to display in the grand manner in 
large dining rooms on the club floor. 

Firms of the allied industries, producing materials for 
manufacturers, as well as firms servicing retail stores, 
will occupy 95 booths in the exhibition hall on the 
fourth floor of the Palmer House, where elaborate 
exhibits will demonstrate uses of products sold to manu- 
facturers, and services, with emphasis on accessories ot 
proven worth to retailers. 
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The Morrison Hotel, three short blocks from the 
Palmer House, will house the largest number of firms 
participating in the Fair. Starting from the fourth floor 
to and including the eleventh floor, also the 15th and 
16th floors, footwear will replace sleeping guests who 
usually occupy these floors. Because of size of lines, a 
few firms will exhibit in large public space located on 
the mezzanine floor. 

The Stevens, on Michigan Avenue. have released for 
display purposes seven floors. into which will be poured 
the newest footwear styles awaiting inspection by shoe 
buyers who. from past experience, always attend with 
their sever-league boots. The tramp, tramp. tramp of 
buyers’ feet will be heard on the fifth, sixth, seventh, 
eighth, ninth. tenth and eleventh floors. Dining rooms 
on the third floor have been pressed into service to 
accommodate additional firms. 

The Congress Hotel on Michigan Avenue, one block 
north of The Stevens, have made available two floors 
for exhibits. Already a number of manufacturers have 
selected this hotel because of the spaciousness of dis- 
play rooms, permitting adequate room to spread their 
lines. 

All space in the Palmer House and The Stevens has 
been sold. There remain only a few display rooms in 
the Morrison Hotel and the Congress., 

Due to the immensity of the task of servicing some 
1255 exhibits in four hotels, taxing the physical capacity 
of both staff and equipment, no additional space will 
he available when these few rooms are sold. 

The National Shoe Fair Committee anticipates all 
space will be sold by the second week in September. 
Applications are being received daily requesting reser- 
vations. 

For four days, October 25, 26, 27, 28. during the 
period of the National Shoe Fair, the City of Chicago 
may truthfully be referred to as the world’s largest shoe 
sample room. Every known type of footwear produced 
in the United States. with some few firms showing shoes 
of foreign make, will be offered buyers during their 
four-day visit. 

Regardless of his customer requirements, the retailer 
will have this once-a-year opportunity at the Fair to 

[TURN TO PAGE 86, PLEASE] 
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these retailers guarantee 
the biggest BUYING audience... 
at the biggest SELLING show in the country 


OPULAR 


RICE 


HOE 


HOW OF 


MERICA 


Hotel Commodore 


- New York City 


November 29 —December 2 
ee THE RIGHT DATES, NOT TOO EARLY, NOT TOO LATE * 


Buyers from all of these...and hundreds of other 
important retailers will DEFINITELY attend 
the first Popular Price Shoe Show of America. 


So, if you want to buy or sell in volume, plan 

to be a part of this official national 

volume market week. To reach the UNEQUALLED BUYING 
power of this audience reserve space 

NOW... apply at once to obtain desirable 

display rooms and booths. 


POPULAR PRICE SHOE SHOW OF AMERICA 
210 LINCOLN STREET, BOSTON, MASS. 


Jointly sponsored by 
National Association of Shoe Chain Stores 
New England Shoe and Leather Association 
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Daytime Elegance: Fall Suits and Shoes 


[CONTINUED FROM PAGE 69] 


wide acceptance; they are fashion-right 
with the new clothes, and they are very 
smart and attractive and fresh looking 
in their own right. 

There is an elegance among some of 
these clothes and shoes which is charac- 
teristic of the coming Fall and Winter 
styles. The clothes are really lovely in 
materials and designs. The exaggerated 
look of the fashions last Fall, with their 
ultra-long, ultra-wide skirts, has gone. 
Something very well-designed, very re- 
fined and womanly as well as “femi- 
nine”, is typical of the new styles. 

The same is true of your shoes. Shoe 
designers, perforce ahead of the ready- 
to-wear designers, in bringing out styles 
for a new season, have felt the same 
currents and trends. So don’t neglect 
the opportunity for selling shoes to co- 
ordinate with clothes. You have the 
shoes for occasion-clothes of every kind. 
You have, above all, the more formal 
daytime clothes in fine suede woolens, 
broadcloth, satin, brocade, velvet, taf- 
feta, that belong as much to the Fall 
and Winter town life of the American 
woman as do the country woolens and 
plaids to her country life. 

We show here three costumes, suits or 
suit effects, and shoes that belong with 
these clothes that are definitely elegant. 
One suit is of velvet, and bear in mind 
that there are other shoe materials to 
go with velvet besides suede. Fine 
smooth kidskin is lovely and there are 
fabrics, too, satin and velvet and pos- 
sibly brocade, that have been made into 
shoes and would be perfect accents for 
this very dressy suit. 


In a dress and jacket ensemble we 
show broadcloth, which is a number one 
ready-to-wear fabric this Fall. Here 
again, a variety of shoe leathers can be 
co-ordinated with this fabric. For the 
brown wool suit, a number of leathers, 
including reptiles, can be worn in a 
variety of styles. With all these cos- 
tumes you can sell both suede and 
smooth leathers, and for the more 
dressy clothes there is nothing finer 
and softer looking than kidskin or light 
weight calfskin. What is more, every- 
thing doesn’t have to be black! Brown 
or bronze is very smart with many 
black costumes. Navy is lovely with 
certain browns, and don’t forget that 
the brown family for ready-to-wear is 
very strong this Fall. And remember, 
too, that one of the leading couturiers 
launched a Winter navy and that black 
shoes and accessories with navy blue 
have been used as a very high style 
coordination idea. 

There are so many ideas that you will 
want to use in selling your Fall shoes 
that it will pay you to make mental 
notes of them, pass them on to your 
sales clerks and see that they are put 
into practice. Besides all that has been 
just said about trends, materials and 
colors, think of the variety of patterns 
that you have to draw from! It should 
be an excellent season for the shoe 
business, this comming Fall and Win- 
ter. And you, in your individual stores 
and factories can make it even better. 





Chicago to Be Great Sample Room 


[CONTINUED FROM PAGE 84] 


compare prices, appraise the quality, 
judge styles and review values from 
leading lines, checking his present re- 
sources with footwear offered by new 
firms. 

From inspecting many lines, the 
buyer may inform himself of Spring 
shoes he may buy with confidence from 
the industry’s skilled craftsmen. He 
will be equipped with complete knowl- 
edge of the conditions of the entire in- 
dustry resulting from reviewing numer- 
ous lines. 

The National Shoe Fair, with the in- 
dustry consolidated in Chicago vying 
competitively to provide the best values 
commensurate with price and quality, 
makes it almost imperative for every 
buyer to attend the Fair. 

This jump-off of the Spring season 
as provided by the National Shoe Fair, 
leaves no further reason for buyers to 
hesitate in placing their orders for 
needed Spring footwear. Further delay 
in placing business could result in cus- 
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tomer embarrassment to the retailer if 
delayed deliveries deprived him of 
wanted styles for early selling. 

The Loop hotels are rapidly being 
filled with sleeping room reservations 
made by buyers who, from past experi- 
ence, have recognized the importance 
of taking care of these accommodations 
early. Ample sleeping room accommo- 
dations are available in Chicago hotels 
for the period of the Fair, but to avoid 
disappointment later, reservations 
should not be delayed. 

Buyers will have the fastest four 
business days during the Fair they have 
bumped into in a long while. Time will 
be all-important and to assist shoemen 
to conserve valuable minutes and hours, 
free chartered bus service will be oper- 
ated by National Shoe Fair between 
the Morrison Hotel, The Stevens and 
Congress Hotel, with an additional fast 
schedule transporting the shoemen be- 
tween the Palmer House and The 
Stevens. This service is provided to 


every registered visiting shoeman with- 
out cost. 

With over 1255 displays located in 
four exhibiting hotels, buyers cannot 
plan their work without the Official Ex- 
hibitors Directory and Program. The 
National Shoe Retailers Association will 
again provide registration facilities for 
visiting shoe retailers. Registration 
desks will be located on all exhibit floors 
in the Palmer House, The Stevens, 
Morrison Hotel and the Congress Hotel. 

A trained staff will conduct the reg- 
istration and distribute the Official Ex- 
hibitors Directory and Program as well 
as the bus passes. There will be no 
charge for registration. 

The Exhibitors Directory will include 
name of firm, hotel and room number, 
as well as the products manufactured 
or distributed. 

Two important business luncheon 
meetings will be conducted by the Na- 
tional Shoe Fair on Monday and Tues- 
day, October 25 and 26. These affairs 
will be staged in the Grand Ballroom 
in the Palmer House. All visiting shoe- 
men are welcome to attend. The names 
of the business speakers who will ad- 
dress the meetings will be announced 
shortly. 

The business clinics, with which the 
National Shoe Fair has long been iden- 
tified, and in which hundreds of retail- 
ers have participated over the past 
Fairs, will again be featured. 

The current problems of today’s shoe 
store operations are causing more than 
a few retailers headaches. For those 
merchants who seek the consultation of 
business specialists, the National Shoe 
Fair has provided the Expense Control 
and Store Management Clinic. 

The same staff from the faculty, 
School of Commerce, Northwestern 
University, headed by Professor James 
R. Hawkinson, Chairman, Department 
of Marketing, School of Commerce, will 
be in charge of the clinic. Ira D. 
Anderson, Associate Professor Depart- 
ment of Marketing, School of Com- 
merce, will assist him. These skilled 
business analysts have served in this 
clinic since its inauguration. They 
understand retail shoe store operation 
and can discuss with merchants, from 
practical experience, the problems of 
the shoe business. 

A confidential merchandising state 
ment will be mailed to all members of 
the National Shoe Retailers Associa- 
ton, enabling those desiring to discuss 
their operation, to bring with them 
figures, which will more intelligently 
permit the consultants to recommend 
a plan of procedure. A copy of the 
statement may also be secured by writ- 
ing the office of the National Shoe Fair, 
Palmer House, Chicago, III. 

A new clinic will be added to the 
educational features of the Fair. It will 
serve the needs of many shoe store 
operators who have for some time con- 
templated revamping their store fronts, 


[TURN TO PAGE 100, PLEASE] 


Boot and Shoe Recorder 











rs 











Work shoes with this RAW CORD:« 
sole and heel speak for themselves 


They say, “Longer wear from every pair.” Best 
known corded sole and heel design in the world. 
Millions of pairs worn “hard” by men and boys 
established their reputation. 


Made by Gro-Cord’s exclusive Multi-Angle-Cord* 
construction, this sole has cords at all angles all the 
way through. Safe, non-slip, weather-proof, long 
wearing, flexible. The Gro-Cord mark is nationally 
advertised to quicken sales; proved quality as- 


* We will gladly furnish a list of 
sures re-sales. 


shoe manufacturers using this 
Gro-Cord sole and heel design. 


Trade Marks Reg.U.S. Pat.Off.,G-C R.Co. 


GRO-CORD RUBBER CO., LIMA, OHIO 
TO SELL WITH 
(f2 &* | 


yee 


ores AN® 


NATIONALLY ADVERTISED © 
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Choose a Cement for Folding that f its Your Need 


Do you need a cement that provides better penetration, a longer tack period 
and faster drying? Then consider these and other qualities to be found in 
the wide range of Be Be Cements for folding. They are typical of the 
extensive line of qualified Be Be Cements for solving shoemaking problems 


in every room of the factory. Ask your United man for a demonstration. 


“(GPC ADHESIVES” Be Be Bond 


This handy reference guide is available for Be Be Tex Cements 


your use and will provide you with a listing 
Products of B B Chemical Co. 


of over 80 shoemaking adhesives. 





UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS 
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“OUT OF THIS 


\ WORLD” 


Wi 


LLCO 





j 


TRADE MARK REG. U. S. PAT. OFF. 
PAT NOS 1955720 AND 2168243. 
OTHER PATS. PEND. FOREIGN PATS. 


"FOAMETTE” BEACH SANDALS & 
FABRIC CASUAL SHOES 


FOR SPRING & SUMMER 


1949—1.98 & 2.98 RETAIL 


“Out of this World” means nothing like them in this world! It’s the unanimous customer- 


comment on seeing and trying Foamtreads’ new ‘“Foamette 


9 


beach and play shoes. Look at these “none-other” features: 


FOAMTREAD SOLE 
"Out of this World" 


It’s the only foam rubber sole! 
Bubbles of air whipped into 
featherweight rubber, sealed with 
sturdy insole and outsole to pro- 
tect the foot, give long wear. 
Cool, soft, noiseless, water won’t 
harm it. It walks on air! 


“FOAMETTE” DESIGNS and COLORS 
"Out of this World" 


But down-to-earth for next 
Spring and Summer! Sling- 
backs, espadrilles, wishbone 
straps, sandals . . . lines, colors, 
styles that have the nod from 
fashion experts. Every one a red 
hot number for volume business! 


Spring-Summer 1949 line of 


“FOAMETTE™ PRICES 


"Out of this World” 
Full markup on 1.98 and 2.98 re- 
tail, the price brackets that mean 
big business! Many styles, a 
full color range. Before you 
sign on the dotted line, be sure 


to see the Wellco line! 


WELLCO SHOE CORPORATION 


WAYNESVILLE, N. C. 








COMING SOON—Sensational Leather Foamtreads for 1949—4.98 & 5.98—WATCH! 











September 15, 1948 89 





















Illustrated: The Elmwood, 
style +283. In stock for immediate de- 
livery. Send for new In-stock Catalogue. 


repeat... 


repeat... 
sale after sale after sale... 


Smart looking . . . extra comfortable! That's 
why 9 out of 10 Matrix customers buy Matrix Shoes 
again. They know the style is right . . . and 

they can feel the comfort of their ‘‘footprint- 
in-leather’’. They're a valuable and highly 






consistent source of profit for you! 


atrix Shoes 


BY HEYWOOD 


THE HOUSE OF HEYWOOD, Worcester 4, Mass. « Makers of Men's Fine Shoes since 1864 


‘National Shoe Fair Buyers — You are cordially invited to see the MATRIX lines in 
Rooms 757 and 758 at the Palmer House, Chicago. 














R. H. Foster Suggests Plan 
To Control Inventories 
[CONTINUED FROM PAGE 83] 


variations have been adopted by many 
retailers. The factory encloses a tag 
with each pair of shoes, simply carry- 
ing the style, width, and size. When 
the shoes are sold at retail, the tags 
are taken out of the boxes and accumu- 
lated. At the end of a day, week, or 
month, the dealer can eliminate the 
ordinary physical sizing-up by merely 
sending the tags to the factory in order- 
ing his replacement stock. 

However, for a large operation I 
would suggest a method that allows for 
a starting point, in order to place a 
logical original order and eliminate the 
omnipresent high-inventory headache. 

At Virginia Shoe we have worked 
out a method that enables our retailers 
to benefit by our factory controls—to 
place not-too-high opening orders and 
complete synchronization thereafter. 

Each week we completely analyze our 
line. Then, taking into consideration 
both current and future orders, we es- 
tablish the maximum and minimum 
amount of each style, width and size 
required to take care of orders and not 
put us out on a limb. A perpetual in- 
ventory ties this system into factory 
production control, insuring a constant 
over-all control. Thus, retailers can use 
our stockroom as their working inven- 
tory. 

The retailer establishes a modifica- 
tion of the same system to tie in with 
ours. He too sets up maximum and 
minimum amounts on each style, width 
and size, by means of sales records. As 
soon as he sees that his perpetual in- 
ventory is below minimum, he sends a 
size-up card to the factory. 

The business of dividing manufactur- 
er and retailer into two different camps 
should be a thing of the past. 

This synchronization of stock con- 
trols may be looked upon as the first 
step in intelligent planning to lick our 
mutual problems. 

Richard H. Foster, Sales Manager 
Virginia Shoe Co., Inc. 
Fredericksburg, Va. 





Used Shoes Collected 


For Overseas Relief 


GuyMoN, OKLA.—Five hundred to 
seven hundred pairs of used shoes are 
being collected for the Christian Rural 
Overseas program here by James E. 
Edwards, merchant in addition to those 
already taken in. By August, 14,350 
pairs of shoes had been collected, and 
1500 pounds were ready for shipment 
overseas. _ 

As a business stimulator for his firm 
and to help create an interest in the 
overseas program, Mr. Edwards is 
sponsoring a contest for youths in which 
a bicycle and other prizes will be given. 
Points are awarded for each pair of 
shoes the youths bring in and addi- 
tional points for business brought in. 
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Ad Headlines 
Should Provoke Interest 


[CONTINUED FROM PAGE 76] 


uct. The result? Plenty of sales. 

Self interest headlines are the kind 
that get attention. Each “head” should 
offer as complete a thought as possible. 
If the reader should skip the body copy, 
and often he does, he’ll be left with a 
valuable impression whch may bring de- 
layed action. Remember, the best head- 
lines offer the reader something. The 
best headlines offer the reader some- 
thing he wants. But they must be 
simply written and understandable to 
every potential customer. You must 
catch the reader’s eye with simplicity 
and directness. You’ve got to sell, sell, 
sell in your headline just as much as in 
your body copy. 


How to Create an Effective 
Headline 


Let us review some of the rules which 
make for effective headlines. 

1. Appeal to the reader’s-self inter- 
est. Offer him something he wants. 

2. Make your’ appeal believable. 
When you make an offer, it should be 
one which can be followed through in 
your body copy and in your store. 

3. Curiosity headlines are effective 
when combined with self interest. Don’t 
use curiosity alone. 

4. Use a positive cheerful approach 
wherever possible. 

5. Before writing your headline, ask 
yourself what would make you read the 
ad and act upon the advertiser’s sug- 
gestions. This may give you the key to 
the correct appeal. 

6. Make your headline short and sim- 
ple, easy to understand, sincere and 
convincing. 

Can a successful formula be applied 
to writing headlines? The answer is 
“yes,” with reservation. Most good 
headlines are inspired. They come from 
the heart and the head of the copy- 
writer and appeal to the heart and head 
of the reader. However, there are for- 
mulas which might start the train of 
thought in the right direction, There 
are also formulas which have been used 
successfully in the past and can be ap- 
plied to your business. Here are some 
practical examples: 

1. Start your headline with the word 
“How.” People are always interested 
in learning how to do things. Exam- 
ples include: 

How to save $2.00 on your shoes! 

How to add spring to your step! 

How to make walking a pleasure! 

2. When offering something new, 
start with the word “New” or “An- 


nouncing.” 

New ... a shoe that will end your 
foot troubles! 

New ... an easy way to buy your 
shoes! 

Announcing . . . savings of up to 
50%! 
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ous ALTSCHUL Inc. 


FOUNDED 1899 x 


MR RETAILER 





For 50 years Altschul has 
manufactured only the best 


in children’s shoes. 


Continu- 


ing in this tradition, we recog- 

nize, more and more the great re- 
sponsibility placed upon us. Every 
known means is taken into considera- 
tion in the careful selection of lasts, 


leathers and quality workmanship, to 
safeguard and insure the foot health of 
American children. 


The distinctive customized appearance 
and acknowledged high quality of Alt- 
schul Shoes, plus a very dependable 
streamlined in-stock service offers you, 
MR. RETAILER, a solid profitable 
business built on the inducing base of 
consumer satisfaction. 


Complete new Spring line on display at National Shoe 
Fair, Room 755, Palmer House, Chicago—Oct. 24-29, 


Illustrated Stock 
> folder available 
* upon written 


JULIUS ALTSCHUL, 


























request. MNP AU Ta mel sa) 
PROP-R-FORM 
SADDLE ARCH 


Ime. 117 GRATTAN ST. BROOKLYN6 N.Y. 





Announcitg ... opening of our new 
ladies’ shoe department! 

3. One word headlines are effective if 
they are thoughts within themselves 
and are printed in large bold letters. 

Reduced! 

Found! 

Save! 

Sub-headlines are usually required with 
single word “heads” to amplify the 
meanings and thoughts. 

4. Use the question headline to 
arouse curiosity but be sure to include 
the self interest theme. 

Are your shoes costing too much? 

Would you like to save 25% on your 


yearly shoe bills? 

How would you like to be the belle of 
the ball? 

5. Selective headlines with the ele- 
ment of self interest will get attention. 

To women who want to save time and 
money! 

To men who enjoy walking! 

To boys who ‘go through’ shoes 
quickly! 

Originality and common sense must 
be included in all your headlines. Your 
own business experience and judgment 
help a great deal. But time must be 
spent to get the best “head,” for you 
must not forget that it carries the 
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Profitable Turnover With 
No Inventory Risk 








TRADEBUILDERS — known for their unsur- 
passed fitting qualities, smart styling and fine 
leathers, unexcelled craftsmanship and their out- 
standing shoe values— bring you easier sales, 
better fitting service, more loyal customers, faster 
turnover. TIE UP WITH TRADEBUILDERS — 
It means more profit per dollar invested. , 
























Genuine Black Kid Cap 
Toe Blucher, Combination 
Counter Pocket and Back 
Stay, Steel Arch Support, 
Oak Bend Outsole, No. | 
Last 


A« «« $6 


> .«.« «pee 
Es a « o eee 
fee. . « Siz 
Available, at 
extra cost: 

. 13%14 


E... 13, 14-815 
EEE 13 
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BUILDER WHOLESALE DISTRIBUTOR, WRITE . 


-M T. SHAW, INC., COLDWATER, | MICHIGAN 
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heaviest load in attracting attention. 


Ad-viser Clinic 


Mr. Settel will be glad to answer ad- 
vertising inquiries from RECORDER 
readers. 

Dear Mr. Settel: 
We have just opened our business as 


| of July 1st, 1948. 


Our advertising consists of two five- 
minute programs on the local radio and 
a small newspaper ad every two weeks. 

In view of this fact, we would like 
some advice on our future advertising 
either in your column or by mail. All 
information will be appreciated. 

Very truly yours, 
L. Bart 
Boston, Mass. 
Dear Mr. Bart: 
Thank you for your letter addressed 


| to the Ad-viser Clinic. 


Advertising for a new business 
should be designed to introduce the firm 
to the public. Intensive institutional 
advertising should be initiated and 
maintained for six months to a year. 


| Following are some of the things you 


might do to stimulate an interest in 


your business. 


1. Newspaper Advertising. Buy the 
largest newspaper space you can afford 
to tell your story. In addition to sell- 


| ing your business as a new institution, 


offer weekly specials. Try to undersell 
all competitors on these items to draw 
the crowds. Run your ads on Fridays, 
if possible, for Saturday volume. Co- 
ordinate your newspaper advertising 


‘|| with large window signs offering the 


same specials. 
2. Radio Advertising. I believe that 


| frequent 22-second or one minute spots 


are better for your business than five 
minute programs. Use as many as you 
can afford to buy at a time of the day 
when most car owners are home. Get 
your name on the air constantly and 
keep hitting away. The copy theme 
should be both institutional and promo- 
tional, selling the same specials as in 
the newspapers. . 

3. Direct Mail. Start making a list 


| from your own sales slips and use these 


names as recipients of regular postcard 
mailings (at least monthly). Offer “in- 
side” specials to customers only. Try 
to supplement your list with additional 
lists which you can obtain from many 
sources (as exchanging with non-com- 


| petitive stores). Keep your name before 


these people with regular mailings. 
The above program is _ necessarily 
general rather than specific. I hope, 
however, that it proves helpful to you. 
If I can be of any further assistance, 
please do not hesitate to call upon me. 
Sincerely, 
Irving Settel. 


New Store Planned 


BuFFALo, N. Y. — A business name 
has been filed in the Erie County clerk’s 
office for the Highland Boot Shop, 234 
Highland Ave., Kenmore, N. Y. 
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The Planting 
Of The Shoe Tree 


[CONTINUED FROM PAGE 73] 


and I fled back to my sanctuary and 
literally shoved my spouse out the door. 

Then the people began to—well, not 
quite pour in, but something between 
a drizzle and a heavy dew. At any 
rate, they came in, and we were so 
busy we didn’t have time to be nervous. 
Flowers were coming in, too, from the 
beaming florist next door. Customers 
would smile with tolerance as I left 
them barefooted and ran to inspect the 
cards on the flowers. All in all, it was 
a gala day, and the height of my ambi- 
tion is to have another like it! 

Our troubles, however, were just be- 
ginning to show their evil heads. We 
needed more shoes and name brands 
and quickly. I marched off to St. Louis 
armed with a list of people who made 
shoes, knew someone who made them, 
and a few who had nothing more to 
recommend theselves to me than the fact 
that they wore shoes! 

I traipsed miles up and down Wash- 
ington Avenue, smiling inanely at 
everyone from elevator boys to someone 
who usually turned out to be the assis- 
tant’s assistant to the president’s secre- 
tary. When I was now and then ushered 
into the presence of someone besides 
general sales manager, I felt like 
salaaming. There were several hundred 
people on the same errand as I, and it 
gradually began to dawn on me just 
how serious the leather situation really 
was. Everyone was extremely cordial, 
but I had an unpleasant suspicion that 
they thought me mentally deficient for 
trying to run a shoe store without pre- 
vious experience. 

My boundless enthusiasm and gen- 
uine love of shoes must have worn some 
of them down, for I got shoes and na- 
tionally advertised ones. I even bought 
several pairs of shoes for myself which 
I certainly did not need, but I listened 
and learned and watched all the sales 
clerks like a burglar with his eye on 
the Hope diamond. 

In November I attended my first shoe 
show. Wonderful institution! I wanted 
to buy everything I saw. Pink reptiles, 
turquoise, luscious soft suedes—millions 
of shoes, and nobody wanted to sell me 
any! I trotted hopefully from door to 
door, was greeted in fine fashion by the 
salesmen, admired his shoes profusely, 
and pouf!—“Sorry, but we can’t take 
on any new accounts.” A few of those 
nice gentlemen evidently thought I was 
going to bawl right in the middle of 
their suite, for they let me pick out one 
or two shoes just to prove to my cus- 
tomers that we were trying to get the 
shoes for which they asked. 

We received lots of good advice and 
sympathy, which we appreciated, but 
not many shoes. However, we had 
reached the point where each shoe 
counted. No longer could I take my 
size out of each lot of shoes that ar- 
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bton goes out gaily... 


leaving you gloating over your sales! 
This indispensable sandal can be had in 
ever-bright gold or silver kid (19/8 heel) 
or white dyeable satin (23/8 & 19/8 heels) 











Our other new-season sandals are developed 
in 24 karat gold or silver kid, gold or 

silver metallic meshes and dyeable satins 

in all heel heights from 6/8 to 23/8. All 
styles are in stock for immediate delivery. 


Send for our illustrated catalog of evening 
and daytime sandals. Y our inquiries invited. 


ae HANNAHSON 


HAVERHILL. MASS. 





rived. My husband had already been 
accusing me of wearing out the profits. 

\fter a few short months he decided 
that being indoors all day was too con- 
fining. After watching him one time 
pat gently the cuff of a bobby soxer’s 
bobby sox after he had tied her shoe, I 
agreed with him. He hied himself out 
of the shoe store to look for another 
field in which to seek his fortune, while 
I was left to do the buying, selling, 
bookkeeping, and janitor work alone. 
We hired a clerk to work part time, 
and my husband comes in once in a 
while to see if the front window is clean 


and if he has to pay any of my unpaid 
shoe invoices. 

We carry women’s and children’s 
shoes and have forgotten about the 
men’s for the time being. This good 
advice was given us by several shoe 
men who informed us that the turnover 
in men’s shoes is not as rapid as in 
women’s and children’s, and from my 
own observation is does seem that men 
wear their shoes longer than necessary. 

We have added lines of hosiery, sox, 
bags, bathing caps, and beach bags 
along with the little sundries such as 

[TURN TO PAGE 96, PLEASE] 
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MEN’S ALL LEATHER 


HARD SOLE 


SLIPPERS 





- FOR IMMEDIATE DELIVERY 


No. 312 Brown Kid 

No. 313 Blue Kid 

No. 314 Wine Kid 
Leather Lined, Hard 
Flexible Leather Soles 
Sizes: 6-12 ....... $3.25 
Also available: No. 305 
Boys’—Sizes: 2-6 .$2.55 


Write for our 
new catalog. 
















OTHER TYPES 
AND STYLES 
AVAILABLE 


SAMPLES AND 
MATS SHIPPED 
ON REQUEST 


No. 308 Blue and Wine 
Kid Combination 

No. 309 Brown and 
Brown Kid Combination 
Calfsted Lined, Hard 
Flexible Leather Soles 
Seaet B22. ...225% $2.75 
Also available: No. 310 
Plain Brown Kid ..$2.75 














No. 415 Brown Kid Ever- 
ett Calfsted Lined, Hard 
Flexible Leather Soles 
Sizes: 6-12 ...... $2.75 Your customers will be confirmed comfort 

lovers when they slip into a pair of these 

smartly styled all-leather slippers. Gerda 

offers these up-to-the-minute values and 
many others, moderately priced to fit his budget and increase 
your sales. Packed in attractive GERDA boxes. 


EXHIBITING HOTEL NEW YORKER, Room 707, Oct. 17-21, 1948— 
National Shoe Fair, Room 1115, MORRISON, Oct. 25-28, 1948 


GERD ATE 
COMPANY, INC. 
GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 





Manufacturing 
and 
Markets 


New England 


WHILE the volume of Fall and early Winter business 
done by New England’s factories has been larger than 
had been anticipated, it has been far from satisfactory 
from the point of view of the factory executives who 
schedule production. This, merely another way of say- 
ing that orders have been received irregularly and in 
small lots, is generally characteristic of the industry as 
a whole. 

There have been two bright spots, however. Makers 
ef men’s, women’s and children’s slippers have had 
steady production throughout the late Summer and the 
few weeks of early Fall which have elapsed to date. 
There has been no real rush for this type of footwear. 
but rather a steady demand in anticipation of the back 
to school movement and the holidays which lie ahead. 
The second bright spot is the reasonably steady demand 
for the medium grades of work shoes. What buyers 
would really like to get. however, is a welt work shoe 
which can retail for $6. a price which poses a difficult 
problem. 

As reported before. there is considerable activity in 
Lynn and Haverhill where volume types of style shoes 
for women are being turned out. Medium and lower 
grades of men’s shoes continue to sell at spotty inter- 
vals. The better grade factories, with some exceptions. 
have fewer orders on hand. 

Orders placed with the shoe and leather industry of 
Massachusetts, as measured by the Associated Indus- 
tries of that state were, in July, far below the level 
achieved in June. The June index figure for the com- 
bined industries was 148.2 and that for July was 97.2. 
a decrease of slightly more than 35 per cent. Further- 
more, July of this year was approximately seven per 
cent below July of 1947. 


St. Louis 


PROBABLY the most accurate appraisal of the whole- 
sale price picture in the St. Louis shoe industry is that 
it is subject to further change. Each passing week pro- 
duces a host of forecasts. Some have it that prices are 
going up. Others say that prices will remain where they 
are. But whatever the outcome, production costs appear 
to be continuing their move to a still higher level. 
Negotiations for a cost-of-living increase between the 
AFL Boot and Shoe Workers Union and the specialty 
manufacturers still are in progress, or rather have be- 
gun again after being recessed until September 9. 
Workers of this union are asking for a contract which 
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would put them on a wage level with that of Interna- 
tional and Brown workers, effective since last October. 
While such an increase likely would result in higher 
prices, the spiral probably would not stop there because 
the CIO United Shoe Workers of America at Interna- 


tional and Brown also are asking for an increase. The 


latter group wants a wage hike of 18 cent: oz. If 
granted, further fuel for additional wage — . ly 
would result. Thus the point where wages wil . it 


is anybody's guess. 

In addition to the leather market, which manufactur- 
ers see no indications of weakening during the current 
period, they speak of other factors which also are adding 
to their costs. These are higher freight rates, higher cost 
of findings and the continued pressure of white collar 
workers for more money to meet the high cost of living. 
On the other hand, however, there is the factor of com- 
petition, which tends to work in opposition to higher 
prices. 

As this is written only one other manufacturer, Vic- 
tory Shoe Co., has announced increases since Interna- 
tional and Johnson, Stephens and Shinkle and parts of 
the Brown Shoe Company’s lines earlier in the Summer. 


New York 


HIGH style manufacturers in the New York area 
report good re-order business on early Fall shoes com- 
ing in from stores all over the country during the past 
few weeks. While both manufacturers and stores report 
heavy inventories at this time. they recognize the fact 
that such inventories are normal and a necessity at 
this season of the year when women begin to do their 
serious Fall shopping. The need for heavy inventories, 
this year especially, is noted in view of the greater 
variety in styles and the increased demand for closed 
toe shoes requiring a larger size range. -The greater 
variety of styles is seen in more dress-up shoes, as well 
as more types and shoes for the occasion and an in- 
creased demand for color. 

The figures on closed toe and open toe patterns are 
illuminating when viewed in the light of the individual 
factory. Where a manufacturer has always been known 
for his closed toe shoes. he continues to sell more and 
more such shoes. In one such factory, the ratio is 85 
per cent closed as against 15 per cent open. In another. 
the ratio is two closed to one open; in another the pro- 
portion is 50-50. Where a factory has been a specialist 
in open toe shoes, the ratio is usually still in favor of 
the open toe. 

One manufacturer says that many stores are waiting 
for consumer reaction to closed shoes. He is closing up 
many of his shoes but leaving the toes open. Another 
factory that had previously reported first Fall orders to 
be in the proportion of 65 open to 35 closed. now 
shows the figures on re-orders to be 55 per cent open 
to 45 per cent closed. A high style manufacturer reports 

[TURN TO PAGE 105, PLEASE] 
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MEN’S ALL LEATHER 


SOFT SOLE 


SLIPPERS 












No. 650 Brown, Blue, 
Wine Kid Leather Opera, 
Soft Doped Leather Soles 


Sizes: 6-12 ...... $2.65 
Also available: No. 450 
Boys’ Sizes: 2-6... .$2.55 


Write for our 


new catalog. OTHER TYPES 


AND STYLES 
AVAILABLE 


No. 651 Striped Kid Mule SAMPLES AND 
Brown and Tan — MATS SHIPPED 
tion, Wine an ve 

Combination, Blue and ON REQUEST 
Wine — - 
Soft Doped Leather es 
ee > ae $2.65 
Also available: No. 451 
Boys’ Solid Brown or Bur- 
gundy Sizes: 2-6 .$2.55 







Cool Autumn days and evenings bring soft sole comfortable 
men’s slippers into buying focus. Trust Gerda to have them in the 
exceptional patterns, luxurious soft leathers which make instant 
sales. These rich colorful slippers fit your customer's feet, and 
purse like a glove. Attractively packaged in Gerda boxes of course. 


SEE US AT The Shoe Manufacturers Spring Opening, HOTEL NEW 
YORKER, Room 707, October 17-21, 1948—National Shoe Fair, Room 
1115, HOTEL MORRISON, Chicago, Ill. October 25-28, 1948 


, ‘ DA FOOTWEAR 
G COMPANY, INC. 
GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 
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The Planting of the Shoe Tree 


[CONTINUED FROM PAGE 93] 


laces, polish, and shoe horns that all 
help to sweil the monthly sales. My 
greatest trouble is in buying the shoes 
I like and tending to forget that grand- 
ma and junior have to wear shoes too. 
If I had thirty years of experience be- 
hind me, I’d probably be doing the same 
thing because I am too weak-minded to 
resist good-looking shoes. 

There are times when my impatience 
with the General Public seems unen- 
durable, but I imagine all merchants 
run into the same thing. If I have a 
fresh supply of white wedgies, everyone 
wants green ones, and by the time I get 
the green ones, they want saddle shoes! 

The greatest difficulty to me seems to 
be in buying enough shoes to fit the 
most feet in the smallest quantity pos- 
sible and the greatest variety of styles' 
Circumstances force me to buy in lim- 
ited quantities and still have a good 
size coverage. Every time I think J 
have a good system worked out, the law 
of averages or some such hideous prin- 
ciple starts operating, and I have to 
start all over again. When buying 
shoes, I lean over backwards to keep 
from overstocking, and while my stock- 
room certainly doesn’t appear to be 
understocked, I always find myself short 


modernize 
your 





KORRECT-WAY displays 
Div. of American Fixture & Mfg. Co. 
2300 Locust St., St. Lovis 3, Missouri 
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on your WRAPPING COUNTER AND 
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on a particular “bread and butter” 
shoe. Most of them seem to be more 
bread than butter anyhow! 

These days I go around appraising 
everyone’s footgear in the jaundiced 
manner of a dentist inspecting uncon- 
sciously everyone’s teeth. Now ani 
then I lick the feathers off my whiskers 
and say to myself, “Hm—those shoes 
didn’t come from my store!” 


Shoe Departments Moved 


To New Location 


LINCOLN, NEB. — Men’s and chil- 
dren’s shoes have been moved tempo- 
rarily to a new location on the first floor 
of tne new 100 x 150-foot, four-story- 
and-basement addition to the Gold & 
Co. department store, while the original 
space occupied by the departments is 
given over to installation of elevators 
to operate between the first and fourth 
floors in the main building. H. Lease, 
buyer for the men’s and boys’ shoe 
departments, said they would be moved 
to a section on the first floor of the 
main building when the current re- 
modeling and expansion program is 
completed. 






WITH THIS SMART 


Children’s shoes will be moved to 
the second floor of the new 11th Street 
addition when it is completed, while the 
first-floor women’s shoe department in 
the main building also will be re- 
located. V. H. Caton is buyer. 


Promotes Shoes by 
Advertising Movie 

ALBANY, N. Y.—Featuring the show- 
ing of the motion picture, ‘Women In 
White,” in this city, Kohn Brothers 
Shoe Store connected their advertising 
with the announcement of stocks of 
shoes for Women In White, including 
nurses, beauticians, waitresses, house- 
wives and others. The sale was con- 
ducted in the four upstate New York 
stores of the concern, in Gloversville, 
Saratoga Springs, Glens Falls and here, 
and in the store in Pittsfield, Mass. A 
convenient mail order coupon was at- 
tached to the ads, for ordering by mail. 


To Open New Store 


Astoria, L. I. — After extensive 
alterations have been completed, Daniel 
Levy, formerly with the Golo Footwear 
Corporation, will open a retail shoe 
store here at 32-10 30th Avenue. The 
new store will carry a complete line of 
men’s, women’s and children’s shoes. 





WRAPPING COUNTER AND SHOWCASE UNIT 


Streamlined, versatile, LOW-PRICED ...can be used in varied 


combinations to fit most floor plans. Made of seasoned oak 


panel in a modern, light oak finish. Wrapping counter, designed 
for efficient selling, features: a plastic top for lasting beauty, 


cash drawer, recessed base for easy floor cleaning, large linoleum 


covered wrapping counter, adequate shelf space for 


AMERICAN FIXTURE & MFG. CO. 


DISTRIBUTORS 


wrapping materials and hinged doors for easy changing of displays. 


KORRECT-WAY 


SEEN IN THE BEST CIRCLES 


QoQ 
Cuvers where— 


DISPLAYS 


2300 LOCUST ST. © ST. LOUIS, MO. 


IN ALL THE PRINCIPAL CITIES 
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Competition Demands Store 
Modernization 


First Requirement to Increase Sales 
Is to Make Stores More Attractive 
Within and Without 


KEEN competition for the consumer dollar among shoe 
retailers brings into sharp focus the need for store 
modernization, for merchants have proved to them- 
selves that the sleek, up-to-the-minute store outsells its 
less progressive competitor by almost 40 per cent. 

That’s why American shoe retailers. hoping to sell 
490,000,000 pairs during 1948. are spending a big 
chunk of the $850,000.000 that is going into the re- 
modeling and construction of stores of all classifications 
this year. They know that if they fail to keep up with 
the procession, sales will dwindle. 

To maintain sales volume at a high level and increase 
turnover—imperative in view of today’s high costs all 
along the line—the shoe man must bring more people 
into his store. This is accomplished by compelling win- 
dow displays and a bright. clean. sparkling interior. 
The public goes where this is evident and stays out of 
stores where it is not. 

Color, lighting and smart design are the chief in- 
gredients in the recipe. Tastefully used. these ingredi- 
ents create a personality for the store and bring in 
responsive customers. 

Store designers say it is a toss-up whether lighting 
or color is of greater importance: one complements the 
cther. Trend in modern shoe store design is pastel 
walls: distinctive floors: blond wood fixtures with ac- 
cents of glass. plastics and metal. This treatment attains 
iis maximum effect with high intensity fluorescent Jight- 
ing of at least 50 foot-candles at the accessory counter 
height and customer chair level; and featured displays 
highlighted by incandescent spotlights up to 290 foot- 
candles. 

Clean. colorful floors play as large a part in the 
decorative scheme as walls. A nondescript, drab floor 
kills the best ideas in decoration. It is the first thing 
a customer sees on entering, and if it is not in keep- 
ing with the rest of the interior. the customer is let 
down. For this reason, most designers begin with the 
fioor when developing new decorative ideas. 

Asphalt tile flooring is used extensively in shoe stores. 
because it is now available in a wide selection of colors 
in both plain and marbleized effects. and any desired 
design can be created with it. 
quietness, long-life and low installation and maintenance 
cost have caused architects to describe it as the nearest 
approach to a universall. all-purpose flooring. 


Its easy installation. 


After creating an individualized distinctive floor 
design. perhaps with a trademark, special lettering or 
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corrective features 
BRINGS DEALERS 
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Add all these together, mix with 
our three score years of successful 
manufacture and you have a recipe 
that means real corrective shoes FALL + WINTER 
with satisfaction for your custom- 
ers and stimulated sales for you. 











REPEAT BUSINESS 
ann EXTRA PROFITS ! 


. Genuine Goodyear Welt. 


Grain Elk Full Vamp. 
Flexible Box Toes for comfort. 
Full Grain Welting. 


. Flexible Insoles. 
. Ground Cork Filler for cushion 


resiliency. 
Full Grain, Overweight Soles 
for longer wear. 


. Special X-Ray Tempered All 


Steel Orthopedic Shank. 


. Special Solid Leather Ortho- 


pedic Heel and Top Lift. '9” 
wedge on inside. 


10. Leather Quarter Lining, Lace 


EL, 


12. 


13. 


Stay and Top Band adds wear 
ing power with no dyes to dis- 
color stockings or cause any 
harm. 

Special Full Grain Overweight 
Long Orthopedic Counter, 
moulded to conform to lines of 
Last and extending to within 
2” of the ball. 


Extra Strong Twill Napped Lin- 
ing. 


Full Grain Elk Upper Leather. 










WRITE FOR OUR 
NEW-FREE 


CATALOG 
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lu, Lm ed fomstructio 


in comfy, soft-sole 


ooninad ly PIREMA 





Gas love the down-to- 

earth comfort built into 
these new soft-sole Balle- 
rinas by Prima. In the 
house or on the street, 
they’re equally popular— 
and your own sales figures 
will prove it! 
In addition to listed styles, 
Prima makes soft soles in 
one and two-strap Dolle- 
rina styles. Write us for 
details on them. 











Handmade 
Hand-lasted 








STITCHED SOFT SOLE 

No. 70—Corduroy for Fall in brown, red, green, 
grey, beige or wine, $1.85 

No. 71—Satin in pink, black or dyeable white, 

No. 72—Faille lined colt in black, white, red or 
green, $2.10 

No. 73—Faille lined suede in black, red, green or 
brown, $2.10 

No. 74—Metallic fabric in gold or silver, $2.35 

No. 75—Genuine 24-karat gold kid, $4.80; silver 
kid, $4.20 

No. 77—Unlined colt in black, white, red or green, 
$1.85 

No. 78—Unlined suede in black, red, green or brown, 
$1.85 

STITCHED LIGHTWEIGHT CREPE SOLE 


grey, beige or wine, $1.85 
No. 72C—Faille lined colt in black, white, red or 











Sizes 5/10 in AA and 3/10 
in B. There is a service 
charge of 10c per pair on all 
orders for lessthan12 pairsof 
a style. Terms—net 30 days. 


A 


No. 73C—Faille lined suede in black, red, green 
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| No. 70C—Corduroy for Fall in brown, red, green, 
| 

! No. 77C—Unlined colt in black, white, red or green, 
I 
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green, $2.10 
or brown, $2.10 


$1.85 
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No. 78C—Unlined suede in black, red, green or | 


brown, $1.85 | 
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PRIMA. Hane .x 705 Ann St., Columbus 6, Ohio 


— “QWiet Matera te the How Gonoration” 





New Trends Emphasized 
At Frank Bros. Style Show 


NEw YorK—“Hello, Victorian Lady 
—Goodbye, Modern Gal” was the theme 
of a recent fashion show presented by 
Arthur A. Livers, president of Frank 
Brothers, at the store at 9 East 57th 
Street. 

Acting as commentator, Mr. Livers 
used as his punch line a statement that 
he has been stressing for some time 
past, “Fashion doesn’t stop at the hem- 
line.” The skirts are long, he pointed 
out, and, as a result, the center of bal- 
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ance and interest is low. Unless the 
costume is completed with the “genteel, 
ladylike shoe,” Milady is out of step. 
Trends emphasized in the new shoes 
were long, slender vamps; high, taper- 
ing dress heels; the return of the boot- 
tee and the dress oxford; the delicate 
use of straps buttons and silken frog 
ornamentation; dainty collars; gaiters. 

Illustrating these trends, models 
showed a dressy bootee, with collar 
and a double row of frogging flanked 
with tiny buttons, in black, brown and 
grey suede and matching satin collars, 
and in black satin with silver kid col- 


lar. The open vamp of the boot gave 
it a light, dressy look. A two-button 
oxford, also with frogging, emphasized 
the importance of this trimming treat- 
ment in the collection. Gaiters also 
stressed the trend to the high-riding, 
covered-up shoe. A fur collar on one 
gaiter offered real Winter protection. 
An all-weather sports boot was also 
shown on broad low heel, with ghillie 
tie lacing, fur collar. 

Other styles highlighted were the 
Pilgrim pump with shiny buckle and 
high cut tongue, shown on both high 
and medium Luuis heel. A spectator 
pump called attention to this type of 
classic shoe as vital and indispensable. 
The 1948 tie version of the Dawn silhou- 
ette was shown as a high-riding tied 
strap on a high Louis heel. It was 
modeled in brown and black satin, black 
and navy suede, bronze kid and in sien- 
na rust brocade. In evening shoes, high- 
lights were a bench-made model with 
ornamental hand-cut steel buckles and 
the Dawn pump with a jeweled heel. 

Coordinated with the shoes were 
handbags in boxy, pouchy and slim, 
long silhouettes, some combining suede, 
satin and velvet to match the shoes. 
Gloves also shown with the costumes 
were shirred, scalloped, cuffed, buttoned 
and tasseled and repeated some of the 
trimming treatments on the shoes. One 
suede and satin “shortie’’ repeated the 
buttons and piping of the frogged 
bootee. 

Due credit was given to the dresses 
supplied by Milgrim, hats by Elliott 
Dushane and coiffures by Leonce. Cle- 
verly stressing the Victorian theme of 
the shoes, Mr. Livers had provided 
tiny button hooks for each guest. Miss 
Mollie Appleby, who is handling pub- 
licity for the store, was given much 
credit for her part in the presentation. 
Following the showing, guests, who 
included members of all branches of 
the shoe industry as well as members 
of the fashion and trade press, were 
entertained with’ music and refresh- 
ments. 





Buffalo Retailers 
Hold Outing 


BUFFALO, N. Y.—Despite inclement 
weather, more than 80 attended the 
annual outing of the Greater Buffalo 
Shoe Retailers at the Lamm Post in 
Williamsville, N. Y., recently. Shoe 
stores from all parts of Western New 
York were represented. 

Highlight of the afternoon program 
was a baseball game between retailers 
and salesmen. Horseshoes, cards and 
other entertainment also were on the 
program. A dinner was served to cli- 
max the program. 

General chairman of the outing was 
Joseph Kirshoff of Hurd & Fitz- 
gerald. He was assisted by Ben Etkin, 
finance chairman; Oliver La Reau, 
association secretary, and Mike Santer- 
cole, association president. 
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Modernization 


[CONTINUED FROM PAGE 97] 


pictorial representation, store interior designers turn to 
walls and ceilings. They create a luxurious atmosphere 
by using tones of blue. green, orchid or beige. The 
modern idea is to put contrasting, harmonious colors, 
or sharply contrasting shades of the same color, on 
different walls. Paint and paper are used frequently in 
effective combination. 

An outstanding example of up-to-the-minute shoe store 
design is the Miles Company branch at Freeport, Long 
Island. This air-conditioned store is narrow, 25 feet 
wide, with 18 feet of its depth given up to windows 
flanking the entrance, approximately 40 feet of depth 
being devoted to selling area. 

The metal front is white enamel with windows angling 
back a foot from the building line to the broad entry 
so the customer is subconsciously guided to the frame- 
less plate-glass doors. Through these she steps onto a 
light red marbleized asphalt tile floor set off into three- 
foot squares by white feature strip. 

At the left of the entrance are the accessory display 
and wrapping counter of blond wood. The red asphalt 
tile floor extends diagonally from the right front corner 
of the store to the extreme end of this counter, guiding 
customers to this important selling point and also giving 
an appearance of greater width in the store. 

The accessory section was located at the left of the 
entrance because surveys show that customers autcomati- 
cally look to the left when entering a store. The acces- 
sory counter is brightly lighted by seven incandescent 
spotlights in addition to the illumination received from 
several hundred feet of fluorescent tubing in the ceil- 
ing. That portion of the ceiling above the accessories 
is curved and dropped one foot, adding to the modern 
effect and with the floor treatment, helping to identify 
this section as a separate department. 

The shoe selling area is equipped with customers’ 
chairs of blond wood. This entire section is floored 
with buff, marbleized asphalt tile in pleasing contrast 
to the light red tile at the entrance, definitely establish- 
ing this section as a separate department. 

As the customer enters the shoe section, she passes 
a two-tier oval display island of blond wood suspended 
on slender poles from the ceiling. Featured merchan- 
dise is shown here under two incandescent spotlights. 

Beginning at the accessory section, the left and rear 
walls of the store are painted a pastel blue. The opposite 
wall above the stock shelves has a plaid paper in pale 
blue and two shades of buff. Above the accessory sec- 
tion, paper with silver background and dark blue fig- 
ures has been used. The ceiling is light buff. 

The effect throughout impresses a customer with its 
modern, distinctive. luxurious atmosphere—an atmos- 
phere particularly important to the shoe retailer han- 
dling popular-priced merchandise. 
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Quality and fine Crafts- 
manship...more of it 


today than ever before 
... ‘that you can be sure of” 





















































BUY GALETTES... 


and watch your sales go up 


% STURDY, PANOLENE SOLES 
% SOFT ELK UPPERS 






\ % IMMEDIATE 


CoS DELIVERY 


201 - BROWN 


GALETTE 
203 - RED 
OCS oo 


$385 














301 - BROWN 


Ma B-3- 10 


SIZE IN--- BUY AS many as YOU neee 
/ ° 
GALE § INC., 112 S. Main a Rockford ni 
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Chicago to Be Great Sample Room 
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changing interiors or exteriors, or 
dreaming of that new store which they 
have promised themselves some day 
they would build. 

A store Design and Modernization 
Clinic will be established for the first 
time since before the war. It will be 
headed by Carl W. Peterson of the 
architectural firm of Peterson & Peter- 
son of Chicago, recognized authorities 
on store design. In addition to Mr. 
Peterson, a member of his firm, W. 
Poetsch, will assist him in preparing 
quick roughs and layout of designs that 
will enable a store owner to visualize 
the possibilities within the scope of his 
modernization program. 

If you expect to modernize your 
present store or build a new store, you 
may consult with Mr. Peterson. Be- 
cause many retail shoe men are plan- 
ning a program of modernization the 
National Shoe Fair provides this clinic 
to meet the demand. Bring a photo- 
graph of your store if available, so that 
more specific recommendations may be 
made. 

Shoemen may consult withcut cost or 
obligation any member of the clinic 
staffs. All clinics will be conducted in 
the Palmer House. A receptionist will 
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make appointments, avoiding delays. 
The clinics will be conducted on Mon- 
day, Tuesday and Wednesday, from 
9.30 A. M. to 12 Noon, and from 2 P. M. 
to 4.30 P. M. 

Another feature introduced at the 
Fair is the United States Department 
of Commerce participation. Their busi- 
ness observation and statistics relating 
to the shoe business is undoubtedly the 
most accurate barometer of trends and 
conditions of the industry than any 
other agency. Manufacturers and re- 
tailers will find their competent staff 
of valuable assistance on many busi- 
ness subjects pertaining to the shoe in- 
dustry. Space has been provided for 
the exhibit in the Exhibition Hall of 
the Palmer House. 

The National Shoe Fair is sponsored 
jointly by the two leading associations 
in the industry. A joint committee of 
five members from each organiaztion 
operate the Fair, establish its policies 
and principles. 

The members of the Joint Committee 
representing the National Shoe Manu- 
facturers Association are: L. B. Shep- 
pard, Guy E. Manley, L. V. Hershey, 
Roger A. Selby and W. W. Stephenson. 
Those members representing the Na- 


tional Shoe Retailers Association are 
Geo. B. Hess, Harold F. Volk, Harry E. 
Fontius, M. A. Mittelman and L. E. 
Langston. 





Named Shoe Department 
Manager 


Eriz, Pa.— William Schwartz has 
been appointed manager of the shoe 
department of the Goldfarb Department 
Store, 442 W. 18th St. He has had con- 
siderable experience in the shoe field, 
having been connected with several Erie 
shoe stores prior to entering the Army. 





Moves Shoe Business 


PROVIDENCE, R. I. — Charles H. Fish 
has moved his retail and wholesale shoe 
business from 308 N. Main Street to 
162 N. Main Street, here. The former 
store was about 15 by 23 feet, plus 
basement while the new store is 96 by 
16 feet plus basement, giving about 
three times the floor area. 





Sells Shoe Shop 


CLay CENTER, Kan.—The Garrison 
Shoe Shop, 804 Fifth Street, here which 
had been owned and operated by 
Harper Garrison for nine years, was 
sold recently to Adolph Wiechman, of 
Clay Center, who took immediate pos- 
ession. 
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Smart, colorful, eye-catching cowboy 
boots for infants—have walked right 
in and found a big, ready-and- 
waiting market from coast to coast. 
Loaded with sales appeal, ATLAS 
Boots for tiny tots are stealing the 
show wherever they go! 


A Sindy! 


Oak leather outsoles, Neolite 
heels, full grain leather insoles, 
elk leather uppers, flexible stitch- 
down construction. 


Choice of four striking designs: 
(1) solid white, (2) two-tone 
brown with red steer-head under- 
lay, red and green stitching, (3) 
red with white steer-head under- 
lay and white stitching, (4) black 
vamp and foxing with red top 
and white steer-head underlay. 
Made in sizes 4 to 8 only. 


Wholesale: $3.00 per pair f.0.b. 
«Cookeville, Tenn., for all sizes 
y from 4 to 8 inclusive. 30-day 
eeeraiil 7m 6cash discount: 2%. 


ATLAS BOOT MANUFACTURING COMPANY + Cockeville, Tennessee 
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Rural Newspaper Advertising 
Useful Sales Medium 


JN making up their annual advertising budgets, many 
operators of retail shoe outlets by-pass good, inexpen- 
sive, business-producing advertising mediums right in 
their own backyard, namely, the rural weekly news- 
papers within a 100-mile radius of their establishments. 

It is paradoxical that operators of shoe stores—who 
have a reputation of being far-sighted and modern busi- 
ness men—still stick to time-worn and out-moded ad- 
vertising methods. 

Recent statistics reveal that small rural communities 
and the farms within a day’s drive of a large trade cen- 
ter are becoming increasingly metropolitan. In other 
words, small-town residents and farmers think nothing 
these days of getting in their cars—or airplanes—and 
traveling to a large town 100 miles away for shopping 
or a dinner and a show. Why not make a direct ap- 
peal to this large group of buyers in their own local 
newspapers ? 

The rural weekly newspapers. with their homey edi- 
torials and columns of personals about the residents of 
the rural area, are an American institution. One would 
think that the influx of the large circulation city dailies 
in the rural areas would have blasted the small-town 
weeklies off the map years ago. However, such has not 
been the case. The small. personal. strictly rural news- 
papers are getting stronger with the years. 

True, the farmers and the small-town residents receive 
their metropolitan newspapers as soon as their city 
cousins. but they still hanker for that personal news 
about Mrs. Jones’ sewing circle and how much old man 
Smith got for his cows. The big city dailies can’t fur- 
nish this news. But the weekly rural papers—usually 
published at the county seat—can and do. And there 
is the main reason for their tremendous popularity. 

And that’s why statistical and reader-interest agencies 
report almost 100 per cent readership in the rural week- 
ly papers. 

While the farmer and his family tosses away the big 
city daily the next morning, the local weekly newspaper 
gains a favored spot on the parlor table for the entire 
week, where it is ead and reread. 

Why not appropriate a small percentage of your ad- 
vertising budget to buy space in the rural weeklies pub- 
lished in your trade area. It will pay. 

Remember, the average farmer and small-towr resi- 
dent is only a few motoring minutes from your estab- 
lishment these days. 

And here’s another argument for using rural news- 
papers: There are many unique, original copy angles 
that can be used in the ads for these rural weekly ads. 
The actual costs of the ads are small compared to the 
rates of the larger papers. For just the fraction of the 
cost of a large ad in a metropolitan paper. it would be 
possible to place ads in several rural weeklies and be 
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Gives an 
Extra Fast 
High Gloss 
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FAMOUS FOR OVER 100 YEARS 
MORE BROTHERS CORPORATION 
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sure of reaching a concentrated, interested audience 
with plenty of purchasing power. 

Remember, also, that soon the farmer's pockets will 
again be lined with profits from a lush harvest. Make 
a bid for this harvest money right in the farmer’s home 
town through the rural weeklies. 

Naturally, it will be necessary to spend a little time in 
the preparation of copy for these rural weeklies. It 
would not be feasible to use the satne approach you use 
in the city ads. You are appealing to an entirely differ- 
ent type of person. 

But here’s an idea that would be effective in rural 
advertising: Why not hook up your rural weekly ads 
with outstanding events in your city. Events like cir- 
cuses, athletic events, fairs, shows, exhibitions. In other 
words, sell the potential customer first on coming to 
your town, and then sell him on the idea of visiting your 
shoe establishment while in town. 

It might even be possible to arrange a cooperative 
advertisement with the theaters in your city featuring 
the cinema attractions over the weekend. 

Don’t forget that the vast majority of these small- 
town newspapers are published on Friday, giving your 
readers a chance to come to town on Saturday. 

A large city of 50,000 should have at least 20 small 
weekly newspapers within the trade area. It will pay 
you dividends to take advantage of these extra—and 
inexpensive—advertising mediums. 


Coordination Notes for Spring 
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in these leathers. They are especially liked for new 
casuals increasingly popular with younger men. who 
have adopted them for town wear with lighter-weight 
Summer apparel. In certain sections of the country, 
there is continued use of the lighter colors in combina- 
tions and two-tones. Several of these shades combine 
well was harmonizing reversed leathers. 


Smooth Leathers 


DESERT SAND BURNISHED TAN 
BERMUDA BROWN COCOA TAN 
HEATHERMIST COUNTRY SMOKE 


Soft-Grain Leathers 


DESERT SAND BURNISHED TAN 
BERMUDA BROWN ZOCOA TAN 
CHERRYTONE 


REVERSED LEATHERS FOR TOWN AND 
COUNTRY WEAR 


These sueded leathers, distinguished by their water- 
repellent features, are more popular than ever. For 
sports and casual shoes in all parts of the country, in 
volume and custom grades, they are now developed in 
different weights for various type shoes. Heavy rugged 

[TURN TO PAGE 105, PLEASE] 
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IN CHILDREN’S Take Your Choice of Three Col- 


ors in Three Styles for Your 


LEATHER SLIPPERS Juvenile Department . . . Order 


One Pair or One Hundred ... 

Always in Stock . . . Always in 
3 COL ORS Style . . . From Size 5 in Infants, 

to Size 3 in Misses... All 
3 8 T Y L E : Smooth Leather Upper, Hard 

Flexible Leather Soles . . . In Full 

and Half Sizes . . . Wedge Heels 
... A Gay Plaid Cloth Lining 
and Sturdy Box Toe. 







$1.90 


§ 

bY 
-uzee 
wre re 
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Full and Half Sizes 








ditional sales 
Up your volume and 
profits... 


$2.10 


e@ FOR EXTRA VOLUME 
@ EXTRA VALUE 
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SUPERGRID © 
Sole Attaching 


For High and Unusual Platforms | 


S TYVLEs will change — that means patterns, materials, and platform 
heights os well. When you have the problem of attaching new ond unusual 
platforms and soles, keep Supergrip in mind. There are many variables 
in sole and platform attaching and the United representative can be of help 
in evaluating them .... and in selecting the cement for the job. 


SUPERGRIP — Product of BB Chemical Co. 


Uniteo SHoe Macuinery CorPoration 
: BOSTON, MASSACHUSETTS 

















Coordination Notes for Spring 
[ CONTINUED FROM PAGE 103] 


calf and side leathers in reversed finish for unlined 
shoes. medium weights for lined town brogue and 
campus types are new this season; heavy medium and 
light weights for popular casuals and resort types as 
well. The newest use of reversed leathers is in resort 
moccasins worn with informal evening suits, as Mid- 
night Blue or Black shoes matched to jacket or dark 
trousers. 

Reversed leathers are often allied with matching or 
harmonizing grained and smooth leathers in town and 
casual types. Novelty styles are developed in combina- 
tion or contrasts of the reversed leathers. 


TOBACCO TAN GRAYBARK COMMODORE BLUE 
MISSION BROWN VAGABOND GRAY MIDNIGHT BLUE 


WHITE—White buckskin. white reversed leathers 
and white kangaroo suede are used for special custom 
types of men’s resort and Summer shoes. White deck 
shoes and all-white casuals in reversed or buckskin 
leathers have more style value than white sports and 
town types, or the popular tan-and-white models. 


Manufacturing and Markets 
[CONTINUED FROM PAGE 95] 


that 95 per cent ef current orders are for closed ioes 
and backs in “shell” patterns. many of these with lattice 
vamps. 

Although a good percentage of manufacturers say 
business is brisk in their factories at this time, others 
are showing a definite slowing down. A maker of qual- 
ity casual shoes, noting this trend, attributes it partly 
to the price of his shoes, since, as he says, there are so 
many other cheaper casual shoes available. A manu- 
facturer of style shoes on wedge heels points to the 
“revolutionizing” of wedge heel types to include every- 
thing from the finest of brocade evening shoes to 
genuine reptile, alligator and alligator lizard street 
hoes. Another manufacturer, making exclusively high 
style shoes, points to the medium, 18/8, heel as increas- 
ingly important. Most of his shoes are on single soles 
but New York stvle manufacturers continue to make 
some platform sole shoes. among which are a certain 
number of “vanishing” platforms. 

Reports from these factories show that there is a 
definite increased demand for color, with green, brown 
and gray, plus bronze and gunmetal, the leaders. The 
metallics are being used in both all-over shoes and in 
combinations. Gunmetal is being used to trim con- 
tinental green and navy blue, also as the finish on rep- 
tile leathers. 


September 15, 1948 


BEAUTIFIES your store! 
MULTIPLIES your sales! 


@ Conceived by foremost cabinet 
designers—created out of rare 
hardwoods, plastics and gleaming 
metal, PRIMEX SHOE FITTERS add 
much to modern store beauty, 
yet their compact size requires 
the minimum floor space. 

MORE IMPORTANT, the many 
mechanical improvements 
enable your salesmen to sell 
more shoes, faster, easier. 

PRIMEX comes in a variety of 
harmonizing woods and styles. 


Write for full particulars. 
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7 ot IFFERENCES in jaw formation, length of snout and © 

"i D other details immediately tell the expert whether he’s 

looking at an alligator or a crocodile. And when you're 
dealing in leather, it’s important to know! 

Examining sole leathers, England Walton experts instant- 5 
ly spot the slight minute differences in fibre structure, visi- €. 
ble only to the trained eye...and skillfully mate each pair 
of soles for enatched flexibility and longer, more even wear. _ A : 

That’s how England Walton FIBRE-SORTING assures ry 
extra value in shoes .. . increased customer-satisfaction® .. 
more repeat business. It’s a plus feature for your custome tag “J 
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Three greatly magnified cross-sections of sole leather. A and B are similar in fibre structure, C is 
noticeably different. England Walton experts will pair A and B,and find a matching fibre-structure for C. 


England Walton 
FIBRE-SORTED SOLES 


Cut soles and sole leather . Pure oak bark tanned 


England Walton Division 
A. C. LAWRENCE LEATHER COMPANY 


Boston «© Camden «+ Peabody « NewYork « St.Lovis + Columbus + Milwaukee 
Los Angeles e San Francisco ° Ashiand, Ky s Newport, Tenn. © Hazelwood, N. C 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Heavy Sole Leather More in Demand 


Buying Reported to Have Switched from Lighter Weights — Calf 
Leather Holding Its Own-—Freer Buying of Metallic- 
Finished Kid 


CHiIcaGo — The most significant 
change in the leather market is the way 
prices have advanced on heavy sole 
bends. A number of weeks ago, heavy 
sole bends sold for 64 aud 65 cents, 
about four cents less than quotations 
for medium sole bends. Later, the situ- 
ation was reversed and heavy sole 
bends, in very good demand, sold for 
three or four cents more than medium 
bends. In other words, heavy leather, 
in desirable grades, was offered at from 
69 to 72 cents, while medium sole bends 
sold within a range of 68 to 69 cents. 
Occasionally an exceptional selection of 
medium sole leather has brought up to 
70 cents, but not unless it was some- 
what super. Greatest demand has been 
for heavy and light sole leather. 

Quotations on both men’s and wo- 
men’s cut soles recently were slightiy 
lower—about 2 cents. Men’s cut soles 
have been offered within a range of 66 
cents for an 8-iron No. 1 scratch to 82 
cents for a 10-iron fine; and women’s 
cut soles from 43 cents for a 6-iron No. 
1 scratch to 50 cents for an 8-iron fine. 

Goodyear welting (14 x %) has been 
offered at from 9 to 9% cents. Some 
sales have been made for less. Welting 
is growing in importance in the syn- 
thetic field, especially colored welting 
for stitchdowns. 

Calf leather business could be better, 
but considering the slow movement of 
most leathers, it has been holding its 
own. Top grades get a good call from 
shoe manufacturers, with less interest 
in mediums and little demand for the 
poorer grades. Men’s calf leather has 
been bringing up to $1.10 for B grade, 
and women’s B grade has sold for as 
much as $1.05. The domestic market on 
calfskin leather has been firmed some- 
what with calfskin exports, with the 
result that prices are holding fairly 
steady all along the line. Tanners in 
this country now feel competition from 
our own dollars sent abroad. 


Tanners have small inventories of kid 
leather. Business in linings is more 
active, but demand is starting to come 
in for metallic finishes, which promise 
to prove very popular for women’s 
Spring shoes. Midwestern tanners are 
still shipping suede, but the movement 
of glazed kid is slow. For the most 
part, prices are holding firm. Suedes 
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have been selling from 80 cents down. 
Women’s black glazed kid has brought 
up to 89 cents and men’s has sold all the 
way up to 95 cents. Slipper kid is 
offered at a wide variation of prices. 
These range from 22 to 63 cents. Kid 
linings sell from 29 to 52 cents. 

Since the Government has asked for 
bids on military shoes totaling 1,317,846 
pairs, there will undoubtedly be an in- 
creased demand for leather. 

Side leather sales have been moderate. 
Business is spotty, and it all adds up to 

[TURN TO PAGE 134, PLEASE] 





$65 Shoes for Men 
Are Promoted in New Orleans 


only fifty men 
in New Orleans 
can buy. these shoes 





Seth 
f Vahlande ~ 





New Orleans, La.—When Harry Davis, shoe 
department manager of Godchaux's, high- 
grade family apparel store, opened for busi- 
ness on August 26, the first customer in—o 
man—paid $65 for a pair of oxfords made of 
genuine alligator. Mr. Davis had stocked only 
50 pairs of these shoes and had apologized 
in advance fo all and sundry by inserting this 
large-space ad in local newspapers. In a 
masterpiece of understatement, Mr. Davis 
comments, "We think it rather unusual to ad- 
vertise $65 men's shoes in the average day's 
business.” 


Navy Opens Bids on 
524.835 Pairs 

New YorK—Bids were opened by the 
Navy recently following receipt of re- 
plies to its invitation to purchase 524,- 
835 pairs of shoes of two types—black 
calf oxfords and high black general 
purpose shoes. 

Bids on the former were from $5.59 
to $6.70 for delivery at Brooklyn; and 
$5.705 to $8.275 for delivery at Oak- 
land, Calif. On the high black general 
purpose shoe, bids ranged from $4.735 
to $5.90 for delivery in Brooklyn; and 
from $4.92 to $6.20 for Oakland de- 
livery. 

Endicott-Johnson was the low bid- 
der on the general purpose shoe. J. F. 
McElwain Co., was low bidder on the 
oxfords to be delivered at Brooklyn; and 
the Belleville Shoe Corporation, of 
Bellevile, Il., was low bidder on those 
to be delivered on the West Coast. De- 
liveries are to begin in October and 
continue through December. 





Army to Buy 433,004 
Pairs of Service Shoes 


New YorK—The New York Quarter- 
master Purchasing Office announces the 
receipt of bids totaling 1,635,514 pairs 
of Type 11 service shoes with competi- 
tion soles in response to its directive 
covering the manufacture and delivery 
of 433,004 pairs. Bidders, quantities of- 
fered and prices were: 

International Shoe Company, 220,008 
pairs at $4.83; Belleville Shoe Manu- 
facturing Company, 90,000 at $4.874; 
Endicott-Johnson Corporation, 144,334 
at $4.885, 144,334 at $4.965, 144,336 at 
$5.045 or the entire quantity, 433,004 
at $4.965; E. J. Givren Shoe Company, 
60,000 at $5; General Shoe Corporation, 
100,000 at $5.04, 100,000 at $5.10, 100,- 
000 at $5.20, or 300,000 at $5.12; Ascut- 
ney Shoe Corporation, 50,000 at $5.20, 
50,000 at $5.45, or 100,000 at $5.325; 
A. R. Hyde & Sons Company, 108,000 
at $5.40; Cannon Shoe Company, 216,- 
502 at $5.62; and Allen-Squire Com- 
pany, 108,000 at $5.78. 





Store Will Specialize 
In Juvenile Shoes 


BROOKLYN, N. Y.—Irving and Louis 
Pollack, for many years connected with 
retail stores in Brooklyn, have opened 
a modern air-conditioned store, “Pol- 
lack’s for Shoes,” at 950 Kings High- 
way. They will specialize in juvenile 
shoes and will also carry a line of wo- 
men’s casuals and boys’ shoes. 
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Beautiful New Slater Shoe Salon Opens 





Mirror-lined walls and indirect lighting combined with crystal chandeliers and starry ceiling 
create an atmosphere of quiet elegance in this new Slater salon in New York City. 


New York.—John Slater, acknowl- 
edged dean of the shoe trade of America 
and 88-year old chairman of the board 
of J. & J. Slater, New York, was pres- 





JOHN SLATER 


ent with Larry J. Horan, president of 
the firm, to welcome guests in person 
at a press preview on the eve of the 
opening of the new Slater store at 
Madison Avenue and 54th Street, Aug. 
31. 

To Mr. Slater, whose position in the 
trade at large is unique, due to the re- 
gard in which he is held among shoe 
men from coast-to-coast, the occasion 
marked the culmination of a career that 
has been devoted, not merely to build- 
ing and directing a shoe business but 
to lifting the standards of an industry. 
The history of the firm goes back even 
farther to 1850 when his uncles opened 
their first shop on Cortlandt Street, 
then the heart of a fashion and quality 
shopping center. 

Interior design and decor of the new 
salon were planned by Mr. Horan, who 
has made a hobby of redesigning and 
opening new Slater shops in various 
cities. In an atmosphere of quiet ele- 
gance, for which the company has al- 


ag 


ways been known, the salon is lined 
mostly with mirrors which heighten the 
effect of indirect lighting, scintillating 
crystal chandeliers and starry ceiling. 
An unusual 60-foot accessory bar, 
lavishly stocked with exclusive fashion 
items ranging from bags, hosiery and 
spats to costume jewelry and novelties, 
is one of the dramatic innovations. 

The salon covers 7000 square feet of 
floor space on the main level and mez- 
zanine. It is climate-controlled for all 
weather conditions. There are two en- 
trances, one at the corner of Madison 
Avenue and 54th Street and the other 
on 54th Street. The entire front and 
side are flanked with colored carrara 
marble. 

Larry Horan’s merchandising philoso- 





LARRY J. HORAN 


phy is based upon fashion designed to 
flatter, combined with accurate fit in 
the most comprehensive range of sizes. 
The Slater policy of exclusive merchan- 
dise, available only in their own stores, 
will be continued, and a look at the 
stock rooms discloses one of the most 

[TURN TO PAGE 129, PLEASE] 





Dates to Remember 


Shoe Manufacturers Spring Opening, 
under auspices of Eugene A. Richard- 
son, Hotel New Yorker, New York. 

October 17, 18, 19, 20, 21, 
38th Annual Convention, National Shoe 
Travelers’ Association, Morrison Hotel, 
Chicago October 21 and 22, 

National Shoe Fair, Chicago, Ill. 

October 25, 26, 27, 28, 

Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minn. Oct. 30- Nov. 2, 

Annual Shoe Fair, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 
Mich. October 31, Nov. 1, 2, 3, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 

November 6, 7, 8, 9, 

Spring Shoe Show Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. 

November 7 and 8, 

Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 7, 8, 9, 10, 1948 

Spring Buying Show, Middle Atlantic 
Shoe Travelers Association, Benjamin 
Franklin Hotel, Philadelphia, Pa. 

November 13, 14, 15, 16, 17, 

Shoe Show, Tri-State Shoe Travelers As- 

sociation, Hotel Statler, Buffalo, N. Y. 
November 14 and 15, 

Spring Shoe Show, Central States Shoe 
Travelers Association, Hotel Muehle- 
bach and Aladdin Hotel, Kansas City, 
Mo. November 14, 15, 16, 

Spring Shoe Fair, Michigan Shoe Travel- 
ers Club, Hotels Pantlind and Morton, 
Grand Rapids, Mich. 

November 14, 15, 16. 17, 

Semi-Annual Shoe Fair, Ohio Shoe 
Travelers Club, Deshler-Wallick Hotel 
and Neil House, Columbus, O. 

November 14, 15, 16, 17, 

Spring Shoe Show, Boston Shoe Trav- 
elers Association, Parker House, Bos- 
ton. November 15, 16, 17, 18, 19. 

Annual Meeting, Tanners’ Council of 
America, Palmer House, Chicago. 

November 18 and 19, 

Shoe Show, West Coast Shoe Travelers 
Association, Haas Building, Hotels Bilt- 
more and Lankershim, Los Angeles, 
Cal. November 20, 21, 22, 23. 

Spring Shoe Show, Midwestern National 
Travelers’ Association, Paxton Hotel, 
Omaha, Neb. Nov. 20, 21, 22. 23, 

Spring Style Show. Southwestern Shoe 
Travelers Association, Adolphus, Baker 
and Southland Hotels, Dallas. Tex. 

November 22, 23, 24, 25, 

Shoe Show. Shoe Travelers’ Asenciation 

of Chicago. Morrison Hotel, Chicago, 

ll. November 29-December |, 

Popular Price Shoe Show. National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Axsocia- 
tion, Hotel Commodore. New York. 

November 29-December 2, 

35th Annual Convention and Shoe 

Mart, Middle Atlantic Shoe Retailers’ 

Association, Benjamin Franklin Hotel, 
Philadelphia, Pa. 

January 22, 23, 24. 25, 26, 
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Dollar Off on Dollar Dav 


SoutH BEND, IND.—Ellsworth’s shoe 
department entered into the community- 
wide Dollar Day bv offering a dollar 
off on each nair of shoes bought on 
that day only. except the shoes already 
reduced in price. 
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Most Cities Report 


Decreases in July 


WASHINGTON, D. C.—Of nineteen 
cities covered by the Department of 
Commerce in its survey of shoe store 
sales for July, only two are shown to 
have increzsed their volume over the 
preceding month of June. Oakland and 
Sacramento, in California, reported 
sales increases of 3 and 26 per cent, re- 
spectively. San Francisco decreased 2 
per cent; Washington, 32 per cenit; 
Chicago, 22 per cent; Baltimore, 13 per 
cent; Detroit, 31 per cent; Minneapolis, 
27 per cent; St. Louis, 17 per cent; 
Newark, N. J., 21 per cent; New York 
City, 39 per cent; Rochester, 5 per 
cent; Cleveland, 9 per cent; Youngs- 
town, 4 per cent; Philadelphia, 27 per 
cent; Pittsburgh, 23 per cent; San An- 
tonio, 15 per cent; Seattle, 8 per cent; 
and Milwaukee, 16 per cent. 

Comparison of the first seven months 
of this year with the same period last 
year shows an increase for Oakland of 
4 per cent; decreases of 9, 8:and 6 per 
cent for Sacramento, San Francisco 
and Washington, respectively. Other 
cities showed a mixture of increase and 
decrease as follows: Chicago, plus 2 
per cent; Baltimore, minus 13 per cent; 
Detroit, minus 9 per cent; Minneapolis, 
minus 8 per cent; St. Louis, minus 9 
per cent; Newark, minus 12 per cent; 
New York, plus 1 per cent; Rochester, 
minus 1 per cent; Cleveland, plus 12 
per cent; Youngstown, plus 6 per cent; 
Philadelphia, minus 1 per cent; Pitts- 
burgh, minus 6 per cent; San Antonio, 
minus 12 per cent; Seattle, minus 8 
per cent, and Milwaukee, plus 4 per 
cent. 


Arrangements Completed for 
Pittsburgh Shoe Show 


PITTSBURGH, PA.—Well in advance 
of the opening date, all arrangements 
have been completed for the Spring 
Shoe Show to be held here under the 
auspices of the Pennsylvania Shoe 
Travelers’ Association, it has been an- 
nounced by Joseph Harris, secretary- 
treasurer of that organization. The 
show will be held at the William Penn 
Hotel from Nov. 6 to 9, inclusive, and 
more than 100 lines will be on display. 
More cannot be accommodated, Mr. 
Harris says, because of the limited 
amount of space available. 

A feature of the affair which is ex- 
pected to be popular is a combined 
banquet and floor show to be held in 
the ballroom on the seventeenth floor 
of the hotel on the night of Nov. 8. 

Blank reservations will soon go out, 
also, Mr. Harris says, for the mid-sea- 
son show to be held by his association 
in the same hotel from Jan. 29 to Feb. 
1, inclusive. This show, intended to be 
strictly business, will have no entertain- 
ment features. 
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#28 With gold, pateat or 
gunmetal piping, or 
with no piping. 


Available In All 
These Colors 


e Black Kid 

e Brown Kid 

e Black Suede 

e Brown Suede 

e Black Patent Leather 


e Red, Brown, Green and 
Black Corumba Alligator 


M.& F.SHOE CO.,INC. « 


Arrangements for both shows are in 
Mr. Harris’ charge. 





Promising Outlook Seen 
For Midwest Show in Omaha 


OMAHA, NEB.—The Midwestern Na- 
tional Shoe Travelers Association will 
hold its Spring Shoe Show, Nov. 20, 21, 
22 and 23 at Paxton Hotel, Omaha. Ap- 
plications for exhibition space to date 
indicate a large show, and Association 
Secretary-Treasurer Jack Clark is look- 
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Factory At 


AT LAST- 


THE PLATFORM SHOES 
YOUR CUSTOMERS WANT 


/ 


7 ARCH STYLES 
fer Comfort 


Custom-made to Fit Right 
Look Right, Wear Right 


@ Made from soft, durable 
leathers — faille-lined — over 
exclusive new lasts, these 
high style comfort shoes are 
your answer to customer demand 
for quality shoes at fair prices. 
Reinforced steel shank, cuban 
heel and 3/8” leather covered 
platform for all-day comfort. Will 
slenderize the stoutest foot. Sizes 
4toi,C, D, E, and EEE widths. 
Order TODAY for delivery in 
3 to 4 weeks. 


For other styles, see our advertisement 
in August Ist Boot & Shoe Recorder 


Terms 5% — 10 Days, F. O. B., Factory 
Minimum Order—13 pairs of one width 
and style 





Regular sizes 4 to 1O—$5.00 
Sizes 7 to 10 only—$5.25 
Sizes 10 1/2 and 11—$5.40 






Prices Subject To Change Without Notice 


Haverhill, Massachusetts 


ing forward to a good sized attendance 
of retailers from various sections of the 
Midwest. 


Named Store Manager 


AkRoN, O.—Earl F. Maxwell, former 
manager of the Gardner Shoe Clinic, 
has been named manager of the Health 
Spot Shoe Store, 42 E. Market St., 
Akron. Store recently moved to its new 
address, formerly occupied by the 
Singer Sewing Center. 








IMMEDIATE 


Style 502 DELIVERY 
Sizes 2/12 Warehouse facili- 





ties in key cities 
throughout the 
country, insure 


Catalogue and Prices On Request prompt delivery. 


cr Scie thee Ce 
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CITIES 


a Boston, Mass. 
Cleveland, Ohio 
Los Angeles, Calif. 
..New Orleans, La. 


DISTRIBUTORS 


Lane Bros. - 
Krohngold Shoe Co.............. 

Boston Shoe Co. 
B. Rosenberg & Sons................. 
Harper & Kirschten Shoe Co........ Chicago, Ill. 
J. J. Kalb & Sons... ....................Rochester, N. Y. 
C. A. Bachman, 3737 Dupont Ave., Minneapolis, Minn. 


Immediate delivery from above sources. 


Write to distributor nearest your city or 
direct to factory for catalog and prices. 
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Shoes in the News 





SLIPPERS continue to be one of the best selling lines for 
the holiday season, and wise retailers are planning their 
slipper stocks now for Christmas selling. Not only are 





Men’s scuff of interlaced 
suede and smooth leather, 
saddle stitched, with wedge 
heel, leather sole. Available 
in wine, blue, tan and brown. 
Lion Sandals, Inc. 














women’s slippers in demand; those for the male and juven- 
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WELLINGTON 


BOOTS 
IN STOCK 


Colt-Cromwell now has in 
stock for immediate de- 
livery a popular priced 
Wellington boot. Black or 
brown elk vamp with kid 
uppers. Leather soles and 
fully lined. 








$7: Net FOB Boston 
B-974 Brown, B-975 Black 
Sizes 6-12D 


Eyuo [CROMWELL 
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ile members of the family make ideal extra sale items which 
can account for a nice profit. Manufacturers have devel- 
oped lines of slippers which make them some of the most 
attractive, as well as most useful, of holiday items. 


* * * 


THE SOFT SHOE. especially in casual types, gives prom- 
ise to continue in popularity. Its versatility may be con- 
sidered one of the prime reasons for its success. Not only 





New version of the baby doll 
in a soft, flexible button 
strap, one of four styles 
made on this last by Vogue 
Shoe Co. in their Hollywood 
Skooters line. 














is it suitable for daylong wear, but the low heel models 
are being accepted for all but the most dressy occasion 
wear. They are appearing now in closed-up versions for 
the Fall selling season. 


New Store Being Built 


Bancor, Micu.—Oscar Getz has started construction on 
a new 35 x 80-foot building to replace his long-established 
shoe store in the central business district of Bangor. 
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Celebrates 50th Anniversary 
In Shoe Business 


RAVENNA, O.—In mid-August, Clar- 
ence E. Greene, partner of R. H. Keri- 
scher in the firm of Greene & Kertscher, 
which operates the Modern Shoe Store 
at 110 Main Street and the drygoods 
store next door, celebrated his 50th an- 





C. E. Greene celebrates the 50th anniver- 
sary of his entrance into the shoe industry by 


fitting one of his oldest customers, Harry 
Sauder. 
niversary in the shoe business. To com- 


memorate this event, the fitm took a 
full page advertisement in the local 
newspaper, reproduced some of the old 
ads of its own and of predecessor stores 
and offered to all comers the oppor- 
tunity to win a pair of shoes free by 
subnfitting styles of yesteryear. Pairs 
of men’s, women’s and children’s shoes 
were to be 2warded to those individuals 
bringing in the oldest styles in those 
categories. 

Mr. Greene, while no longer as active 
in the firm as he once was, since he 
covers Ohio and Pennsylvania for the 
Weyenberg Shoe Manufacturing Co., of 
Milwaukee, nevertheless holds custom- 
ers made in years past. Mr. Greene en- 
tered the shoe business when he was 
employed, at the age of 16, by F. P. 
Chapman, the Shoe Man, in this city. 
That was in 1898. Of this firm Mr. 
Greene became a partner in 1911. In 
1922, when Mr. Chapman died, his in- 
terest was taken over by A. H. Kert- 
scher, father of Mr. Greene’s present 
partner who succeeded his father ten 
vears later. 





Variety Shop Now a 
Department Store 


SaBETHA, Kan.—After a complete re- 
modeling and redecorating, the former 
White Variety Store here, held its 
grand opening recently as a new de- 
partment store. C. R. White is owner 
and operator. 

A store engineer from the Friedman- 
Shelby Shoe Company, St. Louis, super- 
vised the layout of the new store, and 
an expanded line of shoes, moved to the 
main floor, is an outstanding feature. 

The new store has an asphalt tile 
flooring, together with other latest im- 
provements for beauty and customer 
comfort. 

“In order better to serve the needs of 
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| Customers Say: 
FOOT mie 
REST 
SHOES are a JOY 


to work in... 
play in... 
live in!" 
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. seers Customers find that one pair of “nationally 
trie Lexis uF advertised Krippendorf Foot Rest Shoes just natur- 
: ally leads to another. No wonder! Women who 
Priced at ‘ = . : 

see them remark at their beauty and fair price; women who fry 
| $9.95 to them on exclaim at their excellent fit and genuine comfort; 
| $10.95 women who wear them find them ideal for every activity. 
ae This valuable repeat business means extra sales, loyal cus- 
| higher) tomers, steady profits. Better get in touch with us—t*ere may 
| be a Foot Rest dealership available in your territory. 
| } Sure 
ee yave | THE KRIPPENDORF-DITTMANN COMPANY 
| shoes CINCINNATI, OHIO New York Showroom: Marbridge Bldg. 
Vin "Makers of women’s fine footwear since 1872” 
stock! *Nationally advertised in Vogue, Ladies’ Home Journal, Good 
| | Housekeeping. Cosmopolitan, and Woman's Day. 








the community,” Mr. White said, “we in August, 1893, by Gerson Corkland, 
are establishing lines which are not so who died in 1942. The present owner 
well represented here, and eliminating is Jacob B. Corkland, son of the 
some items which have been highly com- founder. 

petitive.” A native of Knoxville, Corkland at- 
tended Knoxville High School and the 
University of Tennessee and has been 





Knoxville Store Has 
55th Birthday 


KNOXVILLE, TENN.—Corkland’s Store. 
26 Market Square, recently celebrated 
the fifty-fifth anniversary of its found- 
ing. 

One of Knoxville’s oldest retail es- 
tablishments, the business was founded 


in business since his boyhood. He is 
active in church and civic work, is past 
president of B’nai B’rith Lodge, Heska 
Amuna Congregation and Knoxville 
Zionist District, and has been co-chair- 


man of the Knoxville Jewish Welfare .« 


Fund for the past several years. He 
also holds memberships in various na- 
tional Jewish organizations. 
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Sarasota, Fia.—The most recent addition to Florida's West Coast stores is Delson's, a 
family shoe store operated by the Sarasota Department Store, though entirely separate from it. 
The selling space is 25 by 100 feet and contains thirty chairs, half of which are upholstered in 
green to blend with the green carpet; and the other half of which are in blonde to blend with 
the blonde primavera of which the fixtures ore made. Indirect lighting has been installed and 
the store is air conditioned. Owners are Sam A. Idelson and S. Tobian. Buyer and manager 
of the men's shoe department is Sol. E. Meyerson. 





New Family Shoe Store 
Is Opened 


MANHATTAN, KaNn.—Kimsey’s Shoes, 
a brand new shoe store, has opened for 
business at 311 Poyntz. Advertised as 
the Family Shoe Store, the new store 
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carries a line of shoes for all members 
of the family. 

To facilitate the correct fitting of 
shoes, an X-ray shoe fitter has been 
installed. 

Kimsey has been in the shoe business 
since 1938, as a salesman for the Rob- 


( TREES for DISPLAY 







; STYLE F with 
fF )) F284) choice of Brass or 
* =) @} chromium plates and knobs 


Entertains the kids while you fit them! | 


Plays two songs in one winding, with special locking 
device which prevents overwinding. Available in pink | 
or blue. Made of Wood and Rattan. 2!'/2" back, 15" 

wide, 12" deep, seat 10!/2" from floor. 


TH Eaten INDUSTRIES, INC. 


39 West 19th Street, New York, N. Y. 


In your Windows...on your 
Counters or Ledges... in shadow 
boxes, Pierce Display Trees make fine 
shoes easier to sell. The last-making 
precision of Pierce Full Wood Display 
Trees dramatizes quality shoemaking, 
styling and Fit. ot the 
PROMPT DELIVERY —Send for complete , 7 
catalog of Shoe Trees for RESALE and RATE SHOE 
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erts, Johnson & Rand division of the 
International Shoe Co., with the excep- 
tion of time spent in the service. He 
was also formerly associated with the 
Miller-Jones Shoe Store in Manhattan, 
and the Gibbs Clothing Company, also 
in Manhattan. 

Dean Brown, assistant manager, has 
been employed by a shoe company in 
Macon, Mo. Bill Froelich, salesman, 
has been in the shoe business with his 
father at Junction City, Kan., and 
Arkansas City, Kan. Jack Worley, 
salesman, comes from a shoe company 
in Marysville, Mo. 

The store building has been com- 
pletely remodeled and redecorated. 


May Retail Sales 
Up in Canada 


Orrawa, ONTARIO. — The monthly in- 
dex of retail sales in Canada issued by 
the Dominion Bureau of Statistics for 
the month of May, indicates that the 
dollar volume of retail] trade in Canada 
was 8 per cent higher than in May 
1947, and 5.5 per cent higher than for 
the immediately preceding month of 
April. Sales in the first five months of 
1948 stood 11 per cent higher than for 
the same period of last year. Increases 
were recorded in all the provinces ex- 
cept the Maritimes. Shoe sales for all 
of Canada registered 6.4 per cent 
higher than in the immediately preced- 
ing month of April. 
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Proposed Mexican 
Ban Protested 


St. Louts—The St. Louis Shoe Manu- 
facturers Association has registered a 
strong protest with the State Depart- 
ment against the proposed Mexican em- 
bargo on American made shoes. In a 
letter to the State Department the as- 
sociation said: 

“It has come to our attention that in 
the course of current trade negotiations 
between the United States and Mexico, 
the latter republic has proposed ban- 
ning all importation of American-made 
footwear. Because of the long estab- 
lished importance of St. Louis as an 
export center, we feel it incumbent 
upon the St. Louis Shoe Manufacturers 
Association to warn the department of 
the severe repercussions such a ban 
would have. 

“A large number of manufacturers in 
the St. Louis shoe market and other 
markets have patiently maintained 
their Mexican outlets during the diffi- 
cult war and immediate -post-war 
period, with an eye to the future poten- 
tialities of that country as a major 
purchaser. 

“The sacrifice by our government of 
the commercial advantage thus devel- 
oped would be a serious blow to the 
entire footwear industry. This indus- 
try, at present, exports a far smaller 
percentage of its product than any 
cther industries. Only 1.46 per cent of 
the footwear produced in the United 
States last year reached foreign mar- 
kets, compared with 12.7 per cent of all 
movable goods exported from this 
country. 

“This means that, in order to stabil- 
ize the footwear industry and prevent 
further disequilibrium between foreign 
and domestic trade, footwear exports 
must be encouraged and increased, not 
hindered. The future can well bring 
continued development of the Mexican 
market, which will benefit both our own 
country and the Mexican Republic. 

“We therefore urge the most vigorous 
opposition on the part of the State De- 
partment to the suggestion that an em- 
bargo be placed on Mexican importation 
of shoes made in this country.” 





Beauty Contestant Given 
Shoes for Trip 


MANCHESTER, N. H.— Up-to-the- 
minute footwear enhanced the charm of 
Betty Taylor of Rochester, “Miss New 
Hampshire of 1948,” as she prepared to 
leave for Atlantic City to compete in 
the “Miss America” beauty pageant re- 
cently. 

In the shoe department of Parisezu’s 
in this city, the pretty blonde telephone 
operator was presented three pairs of 
shoes and a pair of bedroom scuffs. 

One pair of shoes, which she was to 
wear traveling, were baby doll style, of 
dark brown suede. Another pair, also 
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signed to correctly 
support the metotor- 
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function. 
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for all five toes 
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stecight. 


flet foreport, ex- 
tra width ef the 


treoding . . . 00 
crowding or pinch- 





SHOE 








Wedged Heel ond 
Counter designed 














An outstanding 
special purpose 
shoe in an un- 
usually wide 
range of sizes 
and widths. 












No. 83—Tan Elk Orthopedic 
High Shoe, Scuff-proof Tip. 
8-12. . . . A,B, C,D,E 
12-3... A,B D 
3%- 8 (Boys)... A, B,C 





MANUFACTURING CO. 


MILWAUKEE 10 WISCONSIN 








baby doll type, were black suede wedgies 
with low heels and criss-crossed ties. 
The third pair were gold sandals with 
ankle straps for evening wear. The 
scuffs were of black satin with red lin- 
ing and big pompom. 





New Store Will Also 
Manufacture Boots 


Hearst, ONTt.—J. Z. and P. Martin 
have just completed their new and mod- 
ern shoe and shoe repair store in 
Hearst. For 22 years the Martin 


family has done business at this loca- 
tion. Six years ago their father retired 
and the sons have carried on. The new 
store is 26 ft. by 40 ft. with modern 
plate glass windows, and a concrete 
basement for storage. 

In the near future an addition will 
be made to the rear for the manufac- 
turing section of the business, as this 
shop does a great deal of special work 
for the logging camps. During the 
years of scarcity they made to order 
logging boots and equipment as in the 
old days when such lines were not pro- 
duced in factories. 
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A Bm ent hte ete alts * 


CLASSIC 


Set 
iat 


in the MODERN MANNER 


Note particularly the low. wide 
step. the curved front panel of ...the Hew 


matched grain veneers, the hand- Ss. e 
some modern fittings. Regularly fin- tmfler 0 E LU X E 
ished in rich, mellow hand-rubbed 
walnut. Special matching finishes 


at slight extra a Strictly modern in line and con- 
The Simplex X-RAY Representa- tour ... but truly classic in en- 
STeplets information oa this kona. during beauty! A lasting asset 
ar anu aaa Medel to any store interior ... a last- 


If you can't wait. writel ing investment in beautiful store 
=" equipment. Electrically and me- 
chanically it embodies all of the 
proven operating, convenience 
and safety features which have 
made Simplex X-RAY SHOE FIT- 
TERS first choice of the retail 
shoe trade through the years. 


X-RAY SHOE FITTER, INC. 
3533 N. Palmer St., Milwaukee 1, Wis. 
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Coast Business 


Is Leveling Off 


Los ANGELES, CALIF.—A_ general 
“leveling off’? in business in Southern 
California has become evident during 
recent months, reports the Research de- 
partment of Security-First National 
Bank of Los Angeles. Continuing, the 
bank finds, in part: 

“This has occurred at a very high 
level, however—one approximately 10 
per cent above a year ago. Some indi- 
vidual lines of activity continue to show 


increases, but they are offset by reduc- 





tions in other lines. This bank’s busi- 
ness index has declined 2 per cent from 
the all-time peak established last April. 


“The month of July was marked by a 
diversity of trends, comparisons with 
June showing minus signs in somewhat 
greater numbers than plus signs. De- 
creases were evident in building per- 
mits issued, department store sales, 
bank debits in agricultural communi- 
ties, common stock prices, industrial ex- 
pansions announced, business loans held 
by banks, and the number of persons 
entering Southern California in auto- 
mobiles with out-of-state licenses. 

“Gains were shown during July in 
total employment in the area, factory 


employment and payrolls industrial 


pewer sales, petroleum production, and 
bank debits in Los Angeles. A slight 


| increase occurred in real estate sales 


activity. The number of persons in 
Southern California submitting claims 
for unemployment payments continues 
to decline gradually. For the last week 
of July the total was 16 per cent smaller 
than a year earlier.” 





Delman Opens New Salon 
In Chicago 


CHiIcaco — Delman Shoes announce 
the opening of a new salon in Chicago, 
in the exclusive Martha Weathered 
Shop, opposite the Drake Hotel. The 
frontage is a 60-foot one on North 
Michigan Avenue. 

The decor is Louis XVI in feeling, 
very similar to the richness of the Del- 
man Shoe Salon in Bergdorf Goodman 
on Fifth Avenue in New York. The 
majority of the personnel of the new 
salon will be from New York, skilled in 
the selling of high-quality women’s 
shoes. 

The new Delman Shoe Salon in Chi- 
cago is one of the first salons to intro- 
duce the forthcoming ‘“Delmanettes,” 
a line of medium-priced shoes for the 
younger customer. 

The Martha Weathered Shop will be 
the exclusive home of Delman shoes in 
Chicago, and will carry a large as- 
sortment, as well as the identical shoes 
that are in the Fifth Avenue Salon in 
New York. 
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Shoe Store Owner Still 
Active at 80 


PITTSBURGH, Pa.—At the age of 80, 
which he reached on Aug. 23, W. H. 
Kuhl, owner and operator of the Kuhl 
& Company shoe store at 527 East Ohio 





W. H. KUHL 


Street, on the North Side of this city, 
is still going strong. 

He is not only the oldest shoe man in 
Allegheny County, of which Pittsburgh 
is the county seat, but also the oldest 
member of his Masonic lodge—the only 
one, in fact, who is entitled to wear a 
50-year gold button. By a happy co- 
incidence he was married 55 years ago 
and has been a subscriber to BooT AND 
SHOE REcorDER for the same length of 
time. His wife and he have four chil- 
dren and enjoy the company of four 
great grandchildren. 





Canadian Tanner Fears 
Drastic Price Drop 


OTTAWA, ONTARIO—The Prices Com- 
mission recently ended its investiga- 
tion of the tanning industry, with evi- 
dence indicating that owners are ex- 
periencing reduced sales, lower profits 
and uneasiness over the future. 

The witnesses who appeared before 
the commission, mainly representatives 
of the family companies which predomi- 
nate in the industry, were almost 
unanimous in their expressions of con- 
cern over the present high price of 
leather. 

About 80 per cent of Canadian- 
tanned leather goes into boots and 
shoes and the tanning company officials 
agreed that when prices become too 
high, shoe manufacturers increase their 


use of substitutes, mainly through 
using rubber soles. 
Charles Shaw, owner of North 


American Leather Co., Ltd., said he be- 
lieved competition in the next six 
months would be “exceedingly keen” 
with the prospect of lower leather 
prices. He expressed concern over the 
fact that the Peron Government in 
Argentina has been holding hides off the 
market and has accumulated as many 
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yourself the Grinnell way. 
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THREE COLORS IN POPULAR 
GRINNELL SPORT MOCCASINS. 
(made with Goodyear Welt Process) 
No. 2932 White Elk Un- 
lined—8/8 heel. White rub- 
ber sole; to retail at $5.95. 
No. 1868 Smoked Elk Lined 
—8/8 heel. Cream rubber 
sole; to retail at $6.50. 
No. 1867 Brown Elk Lined 
—8/8 heel. Neolite sole; to 
retail at $6.50. 





SAVE WITH SAME DAY SERVICE 


You don’t need a large sport welt stock. Grinnell’s same day service 
on stock orders lets you operate on a one week inventory. Protect your 
. eliminate overstock- 


Protect 





( DEALERS — Write today for an 3 
| catalog and full details about our 
\_ stock service. Ask for samples. 
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(Srtuneld sHOE COMPANY 


GRINNELL, IOWA 








as 2,500,000. Several witnesses referred 
to the fact and all feared a drastic 
price break if the Argentine hides were 
marketed suddenly. 





New Store Opened 


BALTIMORE, Mp.—Harry R. Goldman, 
recently opened the Charles Bootery at 
2444 N. Charles St., one of the newest 
and most modern in the city with a 
special department for samples and 
cancellations of famous make footwear. 
There is also an X-ray fitting machine. 
Mr. Goldman, prior to going into the 
shoe business, was in contracting work. 


Robbers Qualify as 
Shoe Fitters 


MEDIcINE LopGE, KAN.—A supply of 
shoes was taken by burglars recently 
when they broke into the Brooks-Spen- 
cer Dry Goods store here. Evidence 
showed that the looters knew their 
shoes, for they took shoes only for their 
own particular needs. They tried on 
shoes until they found the right sizes. 

Clothing and shoes taken by the 
burglars were valued at $711.62, ac- 
cording to Phil Houtling, manager. 
Men’s clothing was taken. 
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Write for catalog 180 illustrating other metal shoe groups or catalog 
190 for plastic shoe displayers and stands. Your one dependable 
source for everything in display equipment. 


THE CURVEX 


CHROME METAL SHOE GROUP 


A leader in quality, versa- 
tility and price. Twenty-seven pieces in chrome 
metal: (Bases with black bakelite trim) 18 
adjustable shoe stands, 6 heel rests, and 3 
flexible displayer tables with glass tops. 
(Heights variable, 8” or 12’, 15” or 18”.) 
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WY make Moccasir 


That’s all we mall 
That's why... 7 


for men, women, boys and girls 









L.A. DARLING co. 


Bronson, Wich. 





NEW YORK, 47 W. 34TH; CHICAGO, 222 W. ADAMS; » 
LOS ANGELES OFFICE, 3114 W. 75TH. ' 





Chair Grouping Gives “Homey” Touch | 





Two types of seating give distinction to this new Ansonia shoe salon in the Trenton, N. J., 
store of Rifkin & Grannick. 


NEw YorK—A new footwear salon 
has been added to the growing chain 
of shoe departments owned and oper- 
ated by Ansonia Fifth Avenue, Inc., a 
subsidiary of Ansonia Deluxe Shops. 
Inc., of 448 Fifth Ave., this city. The 
newest addition has been opened at Rif- 
kin & Grannick, fashion specialty shop 
at 102 West State Street, Trenton, New 
Jersey. 
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A special feature is the fitting service 
which includes a full range of sizes in 
most styles, ranging from 4 to 10 and 
in all widths. 

The new shoe salon at Rifkin & 
Grannick was launched with an adver- 
tising campaign utilizing radio, direct 
mail, newspaper advertising, a full bat- 
tery of display windows, and two fash- 
ion shows on opening day showing the 


HUSSCO SHOE CO. « 1328 BROADWA 


HUSKIES DIVISION 





newest footwear trends for Fall. 

Rifkin & Grannick plan to coordinate 
handbags and accessories with the new 
Ansonia Fifth Avenue Footwear in the 
general fashion coordination as fol- 
lowed throughout the store. 


Kansas City Store 
In New Home 


Kansas City. Mo.— New quarters 
leased last year at 1009-11 Walnut by 
Chasnoff’s of Kansas City, are being oc- 
cupied by the firm which has been at 
1018 Walnut. The store was closed 
prior to the unofficial opening recently. 
A branch unit on the Country Club 
Plaza, however, remained open. 

The firm is spending approximately 
$250,000 in remodeling the six-story 
building. Part of the work was not 
completed at the unofficial opening. 

A new shoe department is one of the 
features of the new store. 





Store Doubled in Size 


GRAND Rapips, Mich. — The Baker 
Shoe Store at 197 Monroe Avenue, 
Grand Rapids, is being doubled in size 
and entirely remodeled with a struc- 
tural glass front, at an estimated cost 
of $50,000. 
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Wholesalers to Exhibit at 
Popular Price Shoe Show 


New York—lIndications point to se- 
lection of the Popular Price Shoe Show 
of America as the official market week 
of the wholesale shoe trade, it has been 
announced by Daniel J. Danahy and 
Mark A. Edison, co-chairmen of the in- 
dustry management committee of the 


show. The Popular Price Shoe Show 
of America wii! be held here at the 
Hotel] Commodore, November 29-De- 


cember 2nd. 

Leading shoe wholesale firms already 
have reserved display space at the 
show and a large number of others 
have indicated they plan to participate. 
Among the shoe wholesalers who will 
display are Lester Pincus Shoe Co., 
New York; M. J. Saks Shoe Co., New 
York; D. Myers & Son, Inc., Balti- 
more; J. A. Lippman Co., Boston; Gar- 
field & Rosen, Ine., Boston; and A. 
Shapiro, Inc., Boston. 

Any shoe wholesale companies who 
have not yet received official applica- 
tion blanks should communicate at once 
with the Popular Price Shoe ‘Show of 
America, 210 Lincoln St., Boston 11, 
Mass., it is suggested by Messrs. 
Danahy and Edison. 





Larger Calfskin Supply 
Is Predicted 


NEw YorK—That United States tan- 
ners of lightweight calfskins may soon 
be in position to import more of these 
skins and, perhaps, lower prices on 
leather made from them, is the belief 
of the National Shoe Manufacturers 
Association which bases its opinion on 
the recent action of New Zealand in re- 
storing its currency to parity with the 
British pound for the first time in 19 
years. NSMA points out, moreover, 
that New Zealand is also a large ex- 
porter of sheepskins. 

“Although,” says a recent NSMA bul- 
letin, “it (New Zealand) is an insig- 
nificant source of heavy hides and 
ealfskins, its exports of lightweight 
calfskins are equal to 30 to 35 per cent 
of our domestic production. 

“Sterling buyers who have been will- 
ing to pay the equivalent of $1 for New 
Zealand calf will now be willing to pay 
only 80 cents, and at 80 cents, U. S. 
tanners probably would be willing and 
able to use some. The upward revision 
in the value of New Zealand currency 
will almost certainly result in larger 
supplies of lightweight calf and sheep- 
skins becoming available to American 
tanrers and may result in sonie reduc- 
tion in the prices of these materials 
here.” 





New Manager Named 
To Head St. Louis Shop 


St. Louts.—Meh] Allmeyer has been 
appointed manager of the Adrienne 
Shoe Shop in downtown St. Louis. He 
replaces Dallas Neely, resigned, who 
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bought them for over forty years. 


MRS. DAY'S IDEAL BABY SHOE CO., INC. 
DANVERS, MASSACHUSETTS 


71 WEST 35TH STREET. NEW YORK 1. NY 
1070 MERCHANDISE MART. CHICAGO 54. ILLINOIS 





has not announced his future plans. 

Mr. Allmeyer has been in the shoe 
business for approximately 12 years, 
getting his start in the shoe department 
at Kline’s, here. In 1941 he joined 
Nusrala-Bowen, leased department op- 
erators, with headquarters in St. Louis. 
With that organization, he managed a 
Canton, Ohio department and later 
served as merchandising manager for 
all units. 

While the Adrienne operation is 
owned by Nusrala-Bowen, it is an inde- 
pendent unit, in which Mr. Allmeyer 
will do the buying and merchandising 
independently. 


Canadian Veteran Opens 


New Store 


New Guiascow, N. S.—Harry Mosher 
opened a shoe store here recently. A 
veteran of two world wars, Major 
Harry Mosher, E.D., has been a “shoe 
specialist” since 1912. In the recent 
conflict he enlisted in August 1940 with 
the Pictou Highlanders and returned to 
“Civvy Street” in May 1946. 

A short time later he entered the em- 
ploy of R. J. Bennett with whom he 
severed connections in February of this 
year to start his own shoe business, 
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SALESMEN WANTED 


MANUFACTURER with over 
fifty years of experience in men’s 
welt shoes featuring kangaroo and 
kidskin constructions along with 
young men’s styles, has openings 
in following territories 


NEW YORK STATE 
PENNSYLVANIA 
VIRGINIA 

WEST VIRGINIA 
WISCONSIN 
MINNESOTA 
ILLINOIS 
CALIFORNIA 


J. W. CARTER CO. 


Nashville 1, Tennessee 
Attention: H. N. Wilkinson 














Twilight Foot Snugglers 


trade-mark 





MEN'S KID ROMEOS 


* Good Brown Kid leather 
* Good leather sole 

* Drill lined vamps 

* Brown rubber heels 







#525 


#B-525 Sizes 6 to 12 $2.65 
+B-614 Same in Boys 2%05 $2.50 
3#B-527 First Quality, full $3.35 


Net 30 ¢ Immediate Delivery 


(om WY, Wik Shiv Company 


41 S. WELLS ST., CHICAGO 6, ILLINOIS 


A HOUSE EVERY LIVE RETAILER SHOULD KNOW 











Noteworthy in Bill Lyon's Campus Shoe Shop in Ridgewood, N. J., is the large map on the wall 
depicting campus activities across the country. 


RIDGEWooD, N. J.—Bill Lyon’s Cam- 


as baseball, football, dancing, etce., are 
depicted. A large rug cut roughly in 
the shape of an artist’s palette lies in 
the center of the store. Around its 
edges, rose red and silver gray chairs 
and fitting stools are placed. At the 
rear of the store, Mr. Lyons has erected 
a fitting platform on which customers 
can mount to have their shoes care- 
fully examined for proper size. “Cer- 
tainly saves strain on the back in a 
day’s work,” Mr. Lyons commented. 

Although the majority of his stock, 
which is kept in a large, rear stock- 
room, is composed of women’s and chil- 
dren’s shoes, Mr. Lyons also handles 
men’s shoes. A lieutenant commander 
in U. S. Navy Aviation during the war, 
with 6 years of service, Mr. Lyons was 
formerly associated with his father’s 
shoe-findings business, Lyons & Com- 
pany of New York City. 





Store Being Remodeled 

ToLEepo, O.—Florsheim Shoe Store at 
418 Adams St., Toledo, is being re- 
modeled and redecorated, at a cost of 





pus Shoe Shop, 175 E. Ridgewood Ave., 
here, which opened with considerable 
fanfare last May, is entering a suc- 
cessful Fall season. Three thousand 
people including the Mayor of Ridge- 
wood attended the opening of the store. 
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The college campus is the motif of about $5,000, Ralph Hamilton, manager, 


the store decorations. The interior is 
done in a green hue, with sketches of 
college life painted on the walls. An 
enormous cartograph map of the United 
States dominates one wall on which the 
various activities of school life, such 


has announced. Business will be con- 
tinued during the work, though the 
front of the store will be boarded up. 
Project includes a new ceiling, new 
lighting, interior decorations, hosiery 
bar, and new display windows. 
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Three Executives Promoted 


By Nordstrom’s 


SEATTLE, WasSH.—Nordstrom’s Shoe 
Company of Seattle has announced ex- 
ecutive duty changes involving three 
men. 

C. H. Griffith who entered the employ 
of Nordstrom’s as a salesman twenty- 
seven years ago and who for the past 
eighteen years has been manager and 
buyer of the women’s budget floor, has 
been made manager of the complete 
second floor—one of the largest shoe 
floors in the country. The women’s 
arch shoe salon, the Red Cross shoe 
department, the sport, casual, and the 
house slipper department, and the chil- 
dren’s department are all located on the 
second floor. 

Stanley Linder, who became manager 
of the men’s shoe department two years 
ago, has been appointed manager and 
buyer of the women’s budget floor. 

William Enright, who became a sales- 
man for Nordstrom’s fashion floor in 
1944 and who for the past 18 months 
has assisted in buying women’s Red 
Cross, sport, casual and house slippers, 
has been appointed assistant manager 
of the main floor women’s fashion shoe 
salon. 

The Nordstrom brothers announce 
that all three changes are considered 
promotions and are made in recogni- 
tion of the fine past performance of the 
three men involved. 





German Credit Established 
To Buy U. S. Leather 


New YorkK—“Among the press an- 
nouncements issued by ECA concern- 
ing program authorizations to various 
countries, is one reporting an authori- 
zation of $6,700,000, plus $300,000 for 
transportation, to cover purchases of 
leather in the United States for Bi- 
zonia,” says a news release of the Tan- 
ner’s Council. “Such an authorization, 
it has been learned, merely establishes 
a credit for the acquisition of leather 
in that amount; it does not mean that 
the program or transactions under it 
have been consummated. 

“It is understood that the program 
referred to by the press announcement 
is intended to provide German shoe 
manufacturers and producers of other 
consumers’ goods with immediate sup- 
plies of utility leathers in order to in- 
crease output of work shoes, children’s 
shoes, and other utility footwear badly 
needed at this time. This would ap- 
pear to be a short range program with 
the objectives of rehabilitating foot- 
wear supply and aiding consumer 
morale. Furthermore, the program 
contemplates the purchase of such 
leathers from existing inventory of 
types or grades not required or being 
absorbed by domestic needs. The total 
amount involved is, of course, insig- 
nificant in comparison with total 
leather production in the United States. 
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4yP R I M A- the Consistent Sales Leader in Flats 















PRIMA 
BALLERINA 
(hard sole) 














DOLLERINA 
(hard sole) 








PRIMA 





BALLERINA 
(hard sole) 











= No. 122—Smooth colt leather in black, white, red or green, $3.00 

No. 123—Soft suede in black, red, green or brown, $3.00 

No. 120—New pinwale corduroy for Fall, in brown, red, green, 

i beige, wine and grey, $2.85; also in black Faille, black 
Moire and black velvet, $2.85 

No. 121—Sleek satin in pink, black or dyeable white, $2.85 

No. 124—Distinctive metallic fabric in gold or silver, $3.00 

No. 125—Genuine 24-karat gold kid, $5.40; silver kid, $4.80 


PRIMA No. 132—Smooth colt leather in black, white, red or green, $3.45 
No. 133—Soft suede in black, red, green or brown, $3.45 

No. 131—Sleek satin in black or dyeable white, $3.00 

No. 134—Distinctive metallic fabric in gold or silver, $3.45 

No. 135—Genuine 24-karat gold kid, $6.00; silver kid, $5.40 


No. 142—Smooth colt leather in black, white, red or green, $3.60 
No. 143—Soft suede in black, red, green or brown, $3.60 

No. 141—Sleek satin in black or dyeable white, $3.30 

No. 144—Distinctive metallic fabric in gold or silver, $3.60 
sunc-Back | No. 145—Genuine 24-kerat gold kid, $6.60; silver kid, $6.00 


No. 162—Smooth colt leather in black, white, red or green, $3.00 
No. 163—Soft suede in black, red, green or brown, $3.00 


All styles full barefoot Faille lined, with 
drawstring for better fit and appearance. Sizes 
5/10 in AA and 3/10 in B. There is a service charge 
r of 10¢ per pair on all orders for less than 12 pairs 



























One-strap style 


Two-strap style (not illustrated) 


of a style. Terms—net 30 days. 






HANDMADE + HAND-LASTED 






Prima. Him@.. 705 Ann St., Columbus 6, Ohio 








“It should be emphasized that the 
authorization or grant as announced 
by ECA indicates the potential dollar 
volume of leather purchases which may 
be made in the United States on behalf 
of Bizonia. However, this potential 
credit would be used only if purchases 
are initiated by manufacturers and au- 
thorities in Bizonia.” 


Kinney Adds Another Unit 


CHARLESTON, W. VA—A new shoe 
store for Charleston, Kinney’s, has just 
opened for business at 238 Capitol 
Street. 


New Store Opened 


BuFFALo, N. Y. — A: new shoe store 
has been opened in the Andrews Build- 
ing here by Walter F. Johnson who 
has been engaged in the shoe business 
in Buffalo for 20 years. The new store 
replaces one at 224 Delaware Avenue, 
which has been closed. Mr. Johnson 
operated this store for about 15 years. 

The new store features a large front 
display window which provides a full 
view of the store interior. The store 
has open stock and seating capacity 
for 12 customers. Green and coral is 
the color scheme. 
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Pair—After 13 Years 


NEw YorK—It may well be that Mrs. 
Matthew Smith of Fairlawn, N. J., q 
failed to realize what she was letting . 
herself in for when she recently wrote 
to Macy’s, “In 1935 my husband bought ' 
a pair of shoes from you, paying some- 
thing less than $5 for them. Since then, 
he’s taken them with him to over a 
hundred countries. . . . I estimate 
they’ve traveled well over 300,000 miles. 
Now my question is, when are they 
going to wear out, because I am sick 
and tired of packing them and packing 
them and packing them..... 

Hastily photographing the shoes and 
obtaining from Mrs. Smith photographs 
of herself and her explorer husband 
in several of the hundred or more coun- 
tries visited by them, Macy’s turned 
out a near full page newspaper ad with 
captions for the photographs under- 
scored by italic comments from mem- 
bers of the Macy staff. Just one will 
give you the idea. Of a scene in Africa 
it was said that Mrs. Smith “once 
handled $500,000 worth of Kimberley 
diamonds,” to which the men’s shoe 
buyer added the seemingly resentful 
comment: “Those shoes were certainly 
worth their weight in diamonds. I buy 
a pair for myself and the first day out 
ay I break a lace. But this customer gets 
13 years’ use out of our $4.98 specials.” 

“We have persuaded Mr. Smith,” 
the advertising copy concludes, “to take 
another pair of Macy shoes with him. 
They’re fine shoes. They cost $17.94. 
They should wear well, we hope. But 
dare we hope they'll come close to that 
magical $4.98 pair?” 


Mr. Smith Gets Another S 


| KIWIIS BACK 


—in Unlimited Quantities! 





The KIWI (Kee Wee) is a re- 
markable New Zealand bird. 
Even smaller than a chicken, 
it lays an egg 5 times larger!... 
That's the tip-off on KIWI 
Shoe Polish profits, too! 

TRADE-MARK REG 

U. 6. Pat. OFF. 


THE WORLD’S MOST FAMOUS POLISH 
OFFERS YOU BIG PROFITS AND SURE-FIRE “REPEATS”! 


* Millions of servicemen discovered KIWI in England 
and Australia! They've been calling for KIWI ever since! 








¥%& It means increased sales for you, this news ( f 
that world-famous KIWI Shoe Polish is back! THESE SUPERIOR 
l @ FEATURES MEAN MORE 


SALES FOR YOU! 


During the war millions of servicemen dis- 
covered the magic of KIWI Shoe Polish in 
England and Australia. Never before had they 
seen anything like it! Never before a polish that 
produced a “parade shine” that lasted so long! 
And KIWI helped to “nourish the leather”! 

No wonder the fame of KIWI trickled back to 
the States! And no wonder the supply of KIWI 
in this country was snapped up overnight! 

40 to 50% Profit! 
But now KIWI is back—in unlimited quantities! 
Millions of KIWI-huagry customers will create 
a terrific demand. And that means not only big shoe craftsmen as a fitting finish on 
sales—and “‘repeat’’sales— but handsome their finest shoes. They recommend 
PROFITS—because profit margins are actually KIWI! 
40 to 50% on KIWI! Me P, 


KIWI contains only the world’s finest waxes. 

KIWI waxes sink deep into the leather — 
keep it soft and pliable in all weathers. 

KIWI gives a Jonger-lasting shine that “comes 
back” again and again with just a quick 
brush-up. 

KIWI gives a faster, more brilliant shine— 
keeps shoes well groom 

KIWI helps to “nourish the leather.” 


KIWI is used exclusively by many custom 





New Juvenile Shoe 
Store Opened 


Fort WAYNE, IND.—Junior Shoeland, 
a new shoe store for children, has been 
opened by William A. Braum at 133 W. 











Powerful Advertising Support! 
A smashing ay we, | campaign will herald 
KIWI'S return. Watch for details! Order KIWI 
now. Display it! Put it “out front”— where a 
fast-moving 40 to 50% Profit-Maker belongs! 


Available in Black, Dark Tan, T: Ni 
Tan, Mid-Tan, Brown, Sicbegeny, Gabteed. onl Bee 


KIWi POLISH CO. PTY. LTD. 


836-844 So. Swanson St., Philadelphia, Penna. 





Named General Manager 
Of Three Georgia Stores 


ATHENS, Ga.—Henry M. Rosenthal, 
who operates Rosenthal’s shoe store in 
this city and Cooper Shoes, Inc., in 
Gainesville and Cartersville, announces 
that, effective Oct. 1, Dan T. Hix will 
join his executive staff as general man- 
ager and buyer of all three stores. 

To assume his new duties, Mr. Hix 
has resigned as buyer for the four 
Davison-Paxon stores in Atlanta, Au- 
gusta, Macon and Columbia, S. C. For 
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many years he was associated with the 
old Saxon-Cullum Shoe Company of 
Augusta and Columbia as manager and 
buyer. When that company was taken 
over by Davison-Paxon he continued in 
the same capacity until he was pro- 
moted to the position of buyer and mer- 
chandiser of the better quality shoes for 
all four of the Davison-Paxon stores, 
thereafter making his headquarters in 
Atlanta. For many years he has had 
the reputation of being one of the out- 
standing shoe men in the South. He 
will make his home in Athens. 


Washington Blvd. The store features 
footwear for children from the cradle 
to college. 

Decorations carry a children’s motif 
with a color scheme of blue and yellow. 
There are specially built seats of chrome 
and leatherette in various colors. 

The store specializes in personal ser- 
vice, with all fittings rechecked by the 
manager, Mr. Braun. 





Cowboy Boots Popular 


HELENA, MoNT.—Cowboy boots are 
now more popular than ever in Mon- 
tana and have taken their place as the 
indispensable footwear for young and 
old. 

Formerly worn by ranchers, dudes or 
cowboys, boots are being worn by city 
people as casuals. Children feel that at 
least one pair of cowboy boots are a 
“must,” and the majority prefer them 
as decorative as possible. 
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.. some of them are — 


Despite an amazing 
amount of ee icity to the con- 
pat we don’t believe reports that 
KING SLIPPERS will perform mir- 
acles: They probably won’t banish 
that early morning grouch; or help 
Junior with his homework; or even 
last more than ten years . . . but, 


KING SLIPPERS 

are fully leather lined and un- 
conditionally guaranteed to be of the 
finest materials and workmanship. 
They’re actually lasted by hand... 
really they are ... it says so on 














KING 
NO. 2201 


SOLD BY THE 
FINEST STORES 







the box. in 
Now this is an inter- AMERICA 
esting subject . . . one of the 
best ways to get a foothold on one is 
via a shiny new pair of KING KING 
SLIPPERS. 
NG. 6700 
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ROSS 1160 WASHINGTON ST., BOSTON, MASS. 


Where Sales Records Make More Sales 





trust placed in the store is due to the 
first-rate fitting given each customer. 

“We keep a record of everyone we 
sell,” says D. F. Blaney,” for we want 
to keep it a personalized business. Our 
customers realize that we do not con- 
sider selling a pair of shoes the ulti- 
mate. They know we want to give them 
the best fit possible, so that they get 
excellent results in wearing the shoes. 
They appreciate our taking such good 
eare of their feet, and they show this 
by coming back again and again. After 
all, as footwear agents and specialists, 
we feel it is our duty to make sure that 
the shoes are comfortable.” 

The interior of the store is definitely 
masculine. Walls and strips on the 
walls are of California redwood, with 
the blond modern furniture upholstered 
in cocoa brown. Display fixtures are 
made of cypress-knees from the swamps 
of Florida, and the ceiling is of spun 
fiber glass. A large counter on the en- 
tire left side of the shop not only acts 
as a display for the merchandise but 
also features sliding doors which con- 
ceal the stock. 


Se ee 


Interior of Blaney's Foot-Joy Shop in Los Angeles is decorated to appeal to masculine tastes. 
Sliding doors at the left conceal stock and also make possible a display counter. Furniture is 
comfortable and smart; ceiling is of spun fiber glass. 


Los ANGELES, CAL.—The busy and and active sportswear. Considerable 





active Blaney’s Foot-Joy Shop in bus- 
tling downtown Los Angeles is a store 
designed strictly for men in a man’s 
section of the city. Owned by D. F. 
Blaney and his nephew, Fred B. Blaney, 
the store features custom-made shoes 
for golf, business-wear, and leisure- 
wear, as well as maintaining a complete 
stock of Foot-Joy shoes in both dress 
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emphasis is placed upon golf shoes, as 
Southern California’s climate permits 
golf playing almost every day in the 
year. 

Oftentimes men come in from nearby 
communities and purchase several pairs 
of shoes at one time, while many of 
them just call in and order them, as the 
store has a listing of their size. This 





Opens Branch in Suburb 


DETROIT. — Maling’s Shoes, which 
opened their first downtown store here 
about three years ago, have opened a 
new suburban store in the rapidly 
growing West Dearborn § suburban 
shopping center. 
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fos Here's a Truly Great Seller : 


Scott's HEALTH-ARCH 





GREATEST 3-WAY ARCH SUPPORT EVER DESIGNED! we 


Do like many others—make Scott’s HEALTH- 

ARCH your foot-accessory leader!—sell hundreds 

of pairs a year! Some get as much as $12.50 a 

pair, including service! 

How many can YOU sell? How much extra profit 

can YOU make? TRY them! They give triple 

support—bring relief to the entire foot, quickly. 
SIZES—tLadies, 4-10; Men, 6-12, wide and narrow. 

Your name printed on dozen-pair orders or more. 
Small type charge on first order only. 

Doz. Pairs, $24 Gr. Pairs, $277.60 





SOLD EXCLUSIVELY 
, THROUGH SHOE STORES 
Write for SHOE DEPARTMENTS 


wae AND FOOT SPECIALISTS 
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OOT APPLIANCE 


Fi 
COMPANY 


OMAHA2. NEBRASKA 
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Reversible Lre-ettes 


Men’s shoes look better, sell better when 
attractively formed with Fairy Form Tre-ettes. 

Made of lustrous, resilient Fairylite, 
Tre-ettes are rich-looking and snug-fitting — 
easy to insert and economical to use. Avail- 
able in any two-color combination of maple, 
mahogany or solid black finish with nickel 
knobs. For best results, use with M-61 fore- 
part forms. : 


Write today for Bulletin 263B and prices. 
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LUBURN., N. Y. 








Gold In Store Traffic 


ALL the people who come into a store do not buy 
merchandise. And yet the total number of such per- 
sons who come into a store during the day constitutes 
what retail experts say is “store traffic.” From this 
store traffic a shoe dealer must make enough sales so 
that he can make a satisfactory profit. Store traffic 
represents sales opportunities, and too many store 
owners let such traffic leave without being subjected 
to a little sales sunlight. 

Many shoe dealers advertise in newspapers, by direct 
mail, on theater screens, on the radio, etc., to bring 
people into the store to view merchandise. to ask ques- 
tions and to buy. Much money is spent on building 
up store traffic. If you were to ask most merchants 
during normal times what they desired most in the 
way of favorable business conditions most of them 
would answer, “More store traffic.” 

The shoe dealer who spends time and effort to get 
more people into his store will be wise if he trains his 
sales staff to make the most of traffic sales opportuni- 
ties. He will also be wise if he arranges his merchan- 
dise well. if his point-of-sales advertising and display 
are well placed. None of these things can be effective 
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unless the shoe dealer has store traffic. Tie the two 
elements together and the shoe dealer can make more 
sales. 

I have been in numerous retail stores where a cus- 
tomer asked a clerk if he had a certain item and the 
reply was “No.” In many instances, the clerk did not 
suggest some similar or allied item. or try to sell the 
prospect something else. Of course you cannot sell 
everyone who enters the store, but you can try. It is 
better than just answering questions. 


Grasp Opportunity 


The prospect who walks into your store and asks for 
an item you haven't got, or which is temporarily out 
of stock, has the means with which to buy. Are you 
going to let him walk out of the store without trying 
to sell him something else? Maybe he needs some 
other associated or related item. If you ask him, he 
may be glad that you reminded him. You lose nothing. 
Grasp the sales opportunity while you can. 

Look at the situation in another way. Suppose you 
sell a customer an article. He hands you a $10 bill. 

[TURN TO PAGE 128, PLEASE] 
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NSTA Convention 
To Open Oct. 21 


CuIcaco—The National Shoe Tra- 
velers Association will meet in annual 
convention in Chicago at the Morrison 
Hotel, October 21 and 22, it is an- 
nounced by Norman N. Souther, secre- 
tary-treasurer. 





NORMAN N. SOUTHER 


Election of new officers for the year 
1949 will take place at this time. Due 
to the fact that the N.S.T.A. must 
meet at or near the same time as the 
National Shoe Fair, the advance elec- 
tion is necessary. 

It is expected that before opening 
of the convention, announcement will 
be made of the formation of a new 
bureau to represent the national asso- 
ciation, the National Association of 
Women’s and Children’s Apparel Sales- 
men, and possibly other affiliated 
groups. Much time will be spent at the 
convention in outlining the purpose and 
functions of this bureau. 

Mr. Souther reports that the bureau 
is to have a public relations man, 
George Dahl, of New York City; a 
Washington counsel, Andrew Federline; 
and an attorney, Earl Susman, with 
headquarters in St. Louis. 





Record Attendance Expected 
At West Coast Show 


Los ANGELES, CALIF.—At the coming 
convention of the West Coast Shoe 
Travelers’ Associates which will be held 
Nov. 21-24, the Haas Building has been 
designated as the show’s official head- 
quarters. Main displays will center in 
this West Coast shoe center. Some lines 
which do not have Haas Building space 
will be shown in the Hotels Biltmore 
and Lankershim by those travelers who 
have regularly patronized these hotels. 

Secretary Dave Klinesmith reports 
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Be prepared to 


lagvest. 





Sales 


Looks like a bumper crop of profits for PLAY- 
POISE dealers who are properly stocked for 
the season’s demand. 

...and to make sure that you can always get 
the stock vou need PLAY-POISE backs you 
up with an in-stock department prepared to 
make immediate deliveries. In addition, to 
help you reap those profits PLAY - POISE 


offers the most 
service in the field. 


GUARANTEED 


PARENTS 


MAGATINE 


& NOT aS 
ADVERTISED 
THEREIN 





complete 
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merchandising 
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SHOES FOR INFANTS AND CHILDREN 


ri 2G Ia 
FREDERICKSBU 


SHOE 


COMPANY, tH. 


RG « VIRGINIA 





space is practically all taken but the 
willingness of WCSTA members to 
double up with other lines has eased 
the room situation. 

Plans are being made for the annual 
installation of officers which will be held 
at the Elk’s Temple on Jan. 6, 1949 with 
an outstanding shoe man of national 
importance as installing officer. 


Arthur C. Pick Dies 


BLOOMINGTON, ILL.—Arthur C. Pick, 
member of the Iowa Shoe Travelers 
Association, died at the age of 72 on 
August 24 at the Mennonite Hospital 
in Bloomington. 





He had traveled on the road for over 
fifty years having been for a long time 
with the Phyllis Shoe Co., and also with 
the A. C. Pick Jobbing Co. of which he 
was owner. He traveled the entire 
Midwest, having as his headquarters 
at various times Denver, Omaha and 
Des Moines. 

He is survived by his widow, two 
daughters and one granddaughter. 





Opens Shoe Department 


GREENVILLE, MISS.—A new shoe de- 
partment has been added by Allen’s 
Men’s Store, 235 Washington Street. 
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NEW FALL WINDOW CARDS 


READY NOW — IMMEDIATE DELIVERY 





{ All-over genuine patent leather 
No. 5203 2 





No. 
No. 5205 GROWING GIRLS’ 


AND 
8" x 14" 


choose from 


$1.00 each 
3 for $2.25 





In Fall Color 

Combinations 

IN STOCK— 
109 prices 








023 «HILD’S 84-12 


N & M Widths....... 2.65 | As Illus. 
4-9 N & M Widths 3.00 





ROOM 1735 e 





AUTUMN YELLOW 


Six other texts to 


Price Tickets 


30¢ doz. $3 gr. 


Card Holders 


NATURAL WOOD 


CARDS {as illus.) 
IN RUST BROWN 







Smart 
ores 
Footy 


—,, 








Aesilable in Whive Bik | FINISH 
yungsters tha: $2.10 each 
WRITE TODAY 


For FREE Price Ticket Samples and Circular Offering 
Many Aids to the Modern Merchant. 


BOOT AND SHOE RECORDER 
MERCHANT’S SERVICE DEPT. 


209 S. STATE ST. @ CHICAGO 4, ILL. 








With One Entire Floor Devoted to Youth 








_ The central unit of the three separate shops in Rich's new Young Atlantan Shoe Department 
is equipped with orthopedic shoes for infants fitted by prescription. 


ATLANTA, Ga.—Rich’s has formally 
opened its new Young Atlantan floor, a 
carefully designed unit to fill all needs 
of both boys and girls in clothing and 
accessories from the day they are born 
until they leave high school. 

While the floor is a complete store 
for youth needs, it has been converted 
into more than a commercial enterprise 
through inclusion of features to make 
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it a youth center for Atlanta. 

From the nursery for the infants of 
shopping mothers through the new Teen 
Canteen for the high school set, the 
floor includes special facilities and at- 
tractions for all age groups, and in the 
shop for older girls a Teen Age Board 
of high school students will advise buy- 
ers on desires in styles and trends. 

The shoe department offers three 


separate shops. The central unit is the 
Young Atlanta Shop for the youngsters 
with orthopedic shoes by prescription 
fitting. On one side of this unit there is 
the Sub-Deb unit for older girls, and 
on the other, Campus Shoes for boys. 

The store also has arranged for nu- 
merous facilities and attractions for 
children and parents alike. 

The store long has operated a nurs- 
ery, but has a new one with greater 
space just off the infants’ section of the 
store. Under trained maids the nursery 
takes care of babies while the mothers 
shop. Facilities range from cribs for 
the smallest to a merry-go-round for 
the larger ones. 

For mothers who want to take their 
children with them the nursery fur- 
nishes strollers. An entirely new fea- 
ture for the opening is a Milk Bar with 
tot-high counters and stools and cow- 
jumped-over-the-moonish murals. 

For the wild-broncho stage the store 
has installed a Western Corral unit for 
unusual displays and arrangements of 
cowboy outfits. 

The largest of the special activities 
will center around the Teen Canteen 
for the high school crowd. Equipped 
with magazines, a “juke box” (no 
nickels needed) and a Coke machine, it 
is designed as a gathering place for the 
young people. It will be supervised by 
a Teen Counsellor and will serve as a 
coordinating place for school events. 
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About Shoe People 


The entire community of Winchester, 
N. H.. joined recently in its annual 
celebration of the birthday of a well 
known native son, Francis P. Murphy 
of Nashua, vice-president of the J. F. 
McElwain Co., shoe manufacturers of 
Manchester and Nashua, and former 
governor of the state. 

A big parade, softball tournament 
and other events marked the tribute to 
the shoe manufacturer, who gave an ad- 
dress, in which he congratulated the 
townspeople for the active program 
which they are carrying on at the local 
youth center which he donated to the 


town. 


* * * 


Joseph Lustig, oldest merchant in 
business on Federal Street, Youngs- 
town, Ohio, celebrated his 89th birth- 
day recently. Mr. Lustig has been in 
the shoe business for 50 years at 125 
W. Federal Street, and ten years before 
that, was in the grocery business. He 
is at his store at 8.30 A.M. daily. 


* 


William D. Reed, oldest employee at 
the International Shoe Co. factory in 
Nashua, N. H., was honored by com- 
pany officials and fellow workers on his 
80th birthday recently. Mr. Reed, who 
has been with the company for 38 years, 
is employed in the plant’s maintenance 
department and is unusually active for 
one of his years. 

* * * 


+ = 


Howard Schultz, former proprietor 
of the Tex Shoe Company, operated 
during the war at 7739 Mack Avenue 
on the east side of Detroit, has opened 
a new store under the name of the 
Macomb Shoe Store in Mount Clemens, 
20 miles northeast of Detroit. He will 
operate a family type store. 


* * * 


Eddie Zongker recently celebrated his 
15th year of operating the shoe depart- 
ment of Spines Clothing Company at 
Wichita, Kan. Mr. Zongker has two 
experienced shoe fitters, Jack Nichols 
and George Hughes, assisting him in 
the department. 


* * * 


Amedeo DelCiello, foreman at the 
Rondeau Shoe Co., Farmington, N. H., 
has returned from a five weeks’ trip to 
his former home in Italy, during which 
he visited an older brother and sister, 
whom he had not seen for 43 years. His 
journey was made by air. 


* * * 


Newstadt’s Shoe Store has just open- 
ed for business in Baton Rouge, La., 
under the management of L. D. Me- 
Elroy. 

= 

In honor of his 80th birthday, Fran- 
cis W. Falconer, who was a shoe manu- 
facturer in Raymond, N. H., for 30 
years. was tendered a party at his home 


* 
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recently by a large number of relatives 
and friends. He received many gifts. 
* ~*~ J 
Harold Morris has opened Harolds 
Shoes at 106 S. Macdonald St., Mesa, 
Ariz. He was vice-president of J. B. 
Grossman & Co., Orange and Jersey 
City, N. J., for 18 years previous to 
this new venture. 
* a ~ 
E. W. Miller is new buyer-manager 
of Newman’s Shoe Department, 7th 
St., St. Paul, Minn. Mr. Miller came 
to St. Paul from Cleveland, Ohio. 


Shoe Department Enlarged 


RocHESTER, N. H. — Several depart- 
ments on the main floor of the J. C. 
Penney store, including the shoe de- 
partment, have been expanded as the 
result of additional space provided by 
the opening of a new basement depart- 
ment, to which all children’s lines have 
been transferred. 

The store underwent the expansion 
and interior redecoration program while 
it was observing its 10th anniversary. 
The manager is John Shuttleworth. 
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SWANK SHOE DRESSINGS INC., 


NEW YORK 3, N Y. 


61 EAST 11TH ST. 


NOW MORE THAN EVER 


IT'S A CINCH 
WITH CINCH! 


The Shoe Polish Of Satisfaction | 


Now you can sell Cinch in a 
NON-TIP Squat Style Bottle 
which instantly improves the 
all-cround appearance of the 
But inside, it's the 
same tried and true Cinch, 
exactly the same in Quality 
and in Quantity. Cinch is 
America's family shoe polish— 
Mother's “friend in need" in 
her battle to keep Junior's 
shoes neat and scuff-free. 


AVAILABLE 


ALL COLO 
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THE SADDLE 
$4-75 less 5% 


46F11—Brown Saddle—from AAAA to C—sizes up to 12 
46F51 —Black Saddie—from AA to C—sizes up to 9 
46F62—Red Saddle—from AA to C—sizes up to 9 
46F68— Green Saddie—from AA to C—sizes up to 9 


$607 —Black Vobuck—from AAA to B—sizes up to 10 
$601 —Brown Veal—from AA to B—sizes up to 9 
$608 — mene Veal —from AA to C—sizes up to 9 


aot MARE BES 


... the smart line for greater profits 


THESE STYLES IN STOCK 


The Saddle and the Ballet are master-crafted of fine materials for 
long, comfortable weor. Saddiemasters fit 30 well they're easy to sell. 
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THE BALLET 

$5-35 less 5% 
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Mle ts are advertised in August Mademoiselle 
MADE ONLY BY Kecammeaee OF WORCESTER, MASS. 


RASMUSSEN SHOE COMPANY (Division of A. E. Nettleton Shoe Co.) 
69 Hammond Street, Worcester, Mass. (Formerly at Westboro, Mass.) 





Soft Is the Word for Spring 


[CONTINUED FROM PAGE 65] 


something which would be as different 
as it was possible to make it from the 
sober merchandise to which they had 
been so long confined. 

The clearest expression of this trend 
is what has happened since the war 
in the field of the so-called casual shoe. 
Continually growing in importance, this 
shoe is favored by women the country 
over because of its softness and light- 
ness, its easy fit, its cool feeling on 
the foot. It is fast becoming the ac- 
cepted Summer shoe for ail but the 
most dressy occasions. 

The soft trend for Spring 1949 
groups itself into three classifications: 
The open shoe with a closed feeling is 
one of the most important develop- 
ments. The closed-up appearance is 
often only an appearance; shoes in this 
category use multiple strippings, small 
closed sections at the toe and heel, high 
throat lines to achieve this look. 

Front interest is the second impor- 
tant development of this trend toward 
more feminine-looking shoes. Perhaps 
a natural swing away from the multi- 
tudinous application of backward dec- 
oration, these shoes use delicate, lacy 
ornaments to enhance the appearance 
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of the front of the shoe. This is a 
factor which should be watched; it is 
not unlikely that ready-to-wear for 
Spring will carry out the new feeling 
of importance of the front of the cos- 
tume. 

The new spectator for Spring 1949, 
the third development, is totally differ- 
ent from its predecessors. Almost its 
only resemblance lies in the fact that 
these are two-tone shoes. The new 
spectator has a soft look in keeping 
with the feminine clothes which it will 
accompany. It is tailored, but in a 
delicate way; gone is the bulky, sporty 
look of former seascns. 

These three expressions of the soft 
trend have one feature in common. 
They must be carried out in materials 
which are as soft and easily manipu- 
lated as the materials in the dresses 
they will complement. Lightweight 
leathers such as kidskin or lightweight 
calf, leathers which are easily draped 
and handled, are a natural for these 
styles. And foot-conformity is essen- 
tial. The new styles enhance the beauty 
of the foot; they must be made of 
materials which do the same. 


Will Specialize In 
Corrective Fitting 


HARLINGEN, TEX.—Charles T. Payne, 
owner of Payne’s Shoe Store here, has 
announced the appointment of Joe A. 
Morgan as manager of the store. 

Mr. Morgan was formerly associated 
with the Richardson Shoe Stores of 
Corpus Christi, where he was engaged 
in styling, buying, and merchandising. 
He has had twenty years’ experience in 
merchandising shees, including a period 
at Joske’s of San Antonio, where he 
specialized in shoes for women. At 
Harlingen he will specialize in styling 
and corrective fitting of shoes for men, 
women and children. 

The Payne Shoe Store here has been 
in operation for twelve years. Other 
stores are owned by Mr. Payne at Mc- 
Allen and Brownsville. 





More Shoes for Foster 
Parents Plan 


PHILADELPHIA— To help put the 
Chinese and European people back on 
their feet, Snellenburg’s Department 
Store in Philadelphia, has set up a 
collection depot in its shoe department 
to collect used shoes. The collected 
footwear will be shipped to needy per- 
sons overseas by the sponsoring or- 
ganization, the Sewing Salvage Com- 
mittee of the Foster Parents Plan, Inc. 
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Betty Turcott Joins Staff 
Of Hosiery Manufacturer 


NEw YorK—Miss Betty Turcott re- 
cently joined Jacob & Schey, manu- 
facturers of Alba nylons, as fashion di- 
rector. Miss Turcott will handle color 





BETTY TURCOTT 


promotions, publicity and advertising. 

Formerly a member of the editorial 
staff of BooT AND SHOE RECORDER, Miss 
Turcott’s background also includes re- 
tail store and art experience, as well as 
fashion promotional work in the acces- 
sory field. 





Shoe Man’s Famous Horse 
Stolen—Recovered 


NEW YORK—E. J. (Pat) Crowell, dis- 
trict manager of the Trimfoot Com- 
pany, Farmington, Mo., manufacturers 
of infants’ and children’s shoes, is cele- 
brating the recovery of his horse Silver, 
stolen recently by a 16-year-old boy and 
ridden more than 50 miles to a point 
near Monroe, in Orange County, N. Y., 
where the boy was arrested by a state 
trooper. 

Silver, no ordinary saddle horse, at 
one time was the property of the orig- 
inal Lone Ranger of motion picture and 
radio fame. Subsequently he became the 
property of Heavyweight Champion Joe 
Louis and was acquired last year by 
Mr. Crowell, whose long residence in 
this city has done nothing to curb his 
love of horses with which he was raised 
in Iowa, his birth state. Silver makes 
his home at the New York Riding Club 
at 32 West 67th Street, this city. Mr. 
Crowell has his headquarters at the 
Hotel McAlIpin. 

He has been associated with the 
Trimfoot Company since 1935 when, 
after joining the sales staff, he opened 
accounts throughout the ten Western 
states. In 1940 he was transferred to the 
Philadelphia territory, where he spent 
one year, and then moved to New York. 

Silver, he reports, is now in fair 
shape, although he was returned to his 
owner lame, saddle sore and almost com- 
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TYPICAL STORE INSTALLATION 
DEPT. STORES USUALLY USE AS CONCEALED i 


$21.45 per foot FOB nine 





| 21ST & WALNUT STS. 


Leading Shoe Stores and Department 
Stores From Coast to Coast 
Reduce Selling Cost 
Speed Up Customer Service 
Reduce Maintenance 

with 
Adjustable All-Aluminum 


SHOE SHELVING 








FEATURES THAT EVERY EFFICIENCY 
MINDED OPERATOR WANTS 


Easy to erect. Can be set up quickly 
with pliers and screw driver. 
No maintenance cost. Beautiful satin 
aluminum finish never requires paint- 
ing. When moved to new location 
recevery is 100%. 
Shelves minutely adjustable vertically. 
Takes up lost space between cartons, 
especially children’s. 
Permits shelving 19 layers of shoes 
according to height of cartons. 
Each shelf adjustable in depth. _—— 
shoe stock thereon is removable 
tray and interchangeable ronphent 
8. 


10% te 
40°, over ordinary shelving at reach- 
able height. Reduces person to stock 
time and turns customers faster. 

© Display niche that fits inte shelving 
anywhere in store is available with 


shelving 
Made tn units tick” ¥ wide, 1442” 
deep, 7’ 35” 
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pletely exhausted from his long trip 
without adequate food. The boy who 
stole him because, he said, he had al- 
ways liked horses, was committed to 
Bellevue Hospital in this city for men- 
tal-examination. 


Atlantic City Store 
Opened by A. S. Beck 


ATLANTIC City, N. J.—A. S. Beck 
put its best foot forward in opening its 
new ultra-modern shoe store in Atlan- 
tic City. The store was planned by 
Norman Be} Geddes, architect. 

This one-story store features a re- 
cessed ceiling and indirect lighting. 
Glass is used prominently as a struc- 
tural material though curtains may be 
drawn if desired. 

There is a plush carpet on the ter- 
razzo tile floor. The wall has a milky 
white appearance. The chairs in the 
store are of both tortoise and green. 

On the opening day when each cus- 
tomer received a bonus of a pair of 
nylon stockings 500 purchases were 
recorded during the noon hour. The 
store features other offerings such as 
handbags, umbrellas, compacts, gloves, 
hosiery and other items. 

Joseph Atlas is the manager. 


Georgia Store Celebrates 
48th Anniversary 


Macon, Ga.—The Macon Shoe Com- 
pany, 361 Third St., which celebrated 
its 48th anniversary in business here 
Aug. 31, used a full page advertise- 
ment in local newspapers to announce 
the event. There were pictures of the 
executive personnel, including W. W. 
Boswell, manager; John W. Rycroft, 
assistant manager and salesman; Miss 
Mamie Weisz, treasurer; James B. As- 
bell, men’s department, and Mrs. Paul 
Haynes, bag and hosiery department. 

The Macon Shoe Company is an in- 
stitution of Middle Georgia. It was 
organized Aug. 31, 1900, by Frank 
Benson, William G. Middlebrooks, 
R. L. Permenter and Walter F. Houser. 
None of these men are living. 





Prima Announces 
Price Reduction 


CoLumMBus, O.—Prima, Inc., of Co- 
lumbus, has announced price reductions 
up to 14 per cent on some styles. Re- 
ductions throughout the line average 5 
per cent, with Mark B. Deitsch, presi- 
dent, declaring this was the first in- 
stance of a manufacturer of nationally 
advertised and nationally retailed shoes 
effecting a general price reduction re- 
cently. 
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Genuine Elkskin 
CHILDREN'S OPERA 







with flexible retan leather soles 
special 


with soilproof finish 











Proven Slipper lasts—plenty of toe room. Moulded 
counters—three-sole stitchdown construction. 
Shearling lining hand lasted under insole. 
Also available in plaid lining. 
IN BROWN ELKSKIN 
Full sises only 
Boys’ 1 to 6 
Men's 6 to 12 
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Gn Sock 
She MONDL MFG. co. Sne. 


38-42 OTTER STREET: 


» WISCONSIN 
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Gold in Store Traffic 


[ CONTINUED FROM PAGE 122] 


You charge him $4.50 and hand him back $5.50. You 
are aware that he has $5.50 left in change. Why 
shouldn't he spend it in your store for something he 
needs? He might if you begin to make suggestions 
to him. 

When a clerk hands a customer back money with a 
purchase it is almost as if he were telling the man. 


“Here is your change. Go and spend it elsewhere. 


I haven't asked you to spend any more of it with us.” 

Of course this pertains only to the money which the 
customer permits the store owner and his clerk to see. 
He may have much more cash in his pocket. The 
chances are that he has. If you made sales of $2,000 
on a certain Saturday, it is very likely that you handed 
back more than that to the customers as change. There- 
fore. you know that undoubtedly $4,000 in cash walked 
into your store. Of that amount you got $2.000. Not 
a bad score. to be sure. but perhaps with better sales- 
manship you could have gotten more of the customers’ 
money. 


$4,000 Got Away 


The customer also had more money than he showed 
you. We have accounted for only $4.000 of it. $2.000 
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Pottern #330—c combination binding—soft, beautiful 
grosgroin-type ribbon combined with pliant, easy to handie cotton. 
Pattern #330 comes in standard colors and can be dyed to your 


specifications. When filling your binding needs—remember Pattern +330 





However, it is safe 


of which is in your cash register. 
to assume that the customers had at least $2,000 more 
in their pockets. Thus $6,000 walked into your store 
today and $4,000 walked out. 

Certainly you and your staff may have used good 
salesmanship on those customers. And you got a 
certain percentage of sales. But the fact that $4,000 
worth of cash still walked out of your store shows that 
no retail merchant ever reaches the point where he can 
relax on sales training programs, better display, light- 
ing, etc., because he thinks he has reached the top. 

If you want to conduct a little test on this score just 
ask every employee to make a list of the money he 
takes in every day and the change which he hands out. 
Then at the end of the week ask him to total the figures. 
This will give him and you an idea of how much the 
customer spent and how much change he put back into 
his pocket. 

An experiment like this will do much good for every 
employee. It will show him that additional money 
does exist to pay for additional merchandise. This 
should stimulate him to try to make more sales. The 
time to do this is just after the money has been handed 
to a customer in making change. just before he 
pockets it. 

Most store owners have a larger store traffic each 

[TURN TO PAGE 135. PLEASE | 
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Michael Goldstein to Join 
Miles Shoes Inc. 


New YorK—Murray Rosenberg, pres- 
ident of Miles Shoes Inc., has announced 
that Michael Goldstein will join the or- 
ganization on Oct. 1, 1948, as supervisor 





MICHAEL GOLDSTEIN 


of women’s shoe buying. 

Mr. Goldstein, previously associated 
with some of the country’s foremost re- 
tail shoe chains, was recently general 
manager of the B. E. Cole Shoe Manu- 
facturing Company, Norway, Maine. 

He succeeds Jack Frank, whose resig- 
nation becomes effective November 1. 


W. W. Stephenson Named to 
Children’s Show Committee 


New York.—Nine distinguished men 
and women in the field of children’s in- 
terests have agreed to serve on the Ad- 
visory Committee of Our. Children’s 
World Exposition °49, to be held at 
Grand Central Palace, next May 16 
through the 21st. 

Acceptances to serve on this commit- 
tee have been given by Mrs. Dorothy 
Beers, B. S., lecturer, Elementary Ed- 
ucation at N. Y. U.; Samuel R. Beren- 
berg, M.D., Dept. of Pediatrics, Cornell 
Medical College; Miss Hazel Corbin, 


executive secretary, The Maternitv 
Center Association; Miss Sybil V. 
Jacobsen, executive secretary, Chil- 


dren’s Book Council; James W. Moore, 
executive director, New York Section, 
American Camping Association; Albert 
D. Ryden, executive secretary, Boys Ap- 
parel Buyers Association; Miss Julia E. 
Smith, director, Children’s Welfare 
Federation of New York; W. W. 
Stephenson, executive vice-president, 
National Shoe Manufacturers Associa- 
tion; and Frederick H. Wilke, M.D., 
State Chairman, American Academy of 
Pediatrics. 

The OCW advisory committee will 
shortly be expanded to embrace every 
aspect of child life: food. clothing, 
health, safety, training and recreation. 
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Sug Fit 


CLOGS AND SANDALS 
SELL ON SUNNY pays 


|| NO NEED TO WAIT FOR BAD WEATHER 


SANDAL 








Show your shoe customers 
Snug Fit Clogs and Sandals 
EVERY DAY and watch them 
sell themselves. 


They can protect their shoes 
with wonderful feather 
weight comfort and a neat 
shoe-hugging fit. Their foot- 
wear can be stylish and com- 
fortable on wet days too. The 
low price will delight them 
and they'll be glad they are 
ready for those rainy days. 
You'll like that extra profit 
too. Order a stock from your 
nearest Snug Fit distributor 
today or write to us for his 
name. 


For eye appeal and quick sales, display a brown or 
pure gum Snug Fit rubber right on a brown shoe. 


TINGLEY-RELIANCE RUBBER CORPORATION 


Established 1896 


RAHWAY, NEW JERSEY 





Beautiful New Slater 
Shoe Salon Opens 


[CONTINUED FROM PAGE 108] 


workable plans of operation which en- 
ables the fitters to show customers a 
large variety of styles in their sizes 
without the slightest delay. 

The new salon will be managed by 
Earl J. Clark. On hand to greet the 
guests at the preview were John Slater 
and Larry Horan; C. F. Sullivan, ex- 
ecutive vice-president; C. Lederman, 
secretary; C. Callenberger, vice-presi- 
dent and manager of the Washington 


Shop and southern territories; O. 
Bruskin and G. Andre of the East 
Orange and Greenwich Slater shops. 
Another new Slater Shop will open this 
month in Garden City upon completion 
of its construction. There is also one 
in Palm Beach. 


Correction 


Due to an error, the price for the 
Gerda Footwear “smooth leather upper, 
electrified shearling lining” slipper No. 
710, was misquoted in Boot AND SHOE 
RECORDER, issue of Aug. 15. The cor- 
rect price is $1.90 per pair. 
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Brand They 
Want 


This Brand Indentifies 
America’s Finest Boots 


4 generations of Hyers have produced boots 
unequalled for quality, craftsmanship, style. 
Hyer is known the country over for QUICK 
CUSTOMER ACCEPTANCE! 
America’s most-wanted boots. Reason? 
They give long service, plus unmatched 

comfort.. 

premium leather is used. 


HYER makes Boots 
for 


Our national ad- 
vertising creates 
higher traffic for 
you... stock Hyer 
and your profits 


Write today for 


OLATHE, 


Liew swnnssweg sy, _ aorensee” 
4 -« 


C. i. Hyer and Sons 


Makers of Fine Boots Since—-I 875 


Hyer makes AT THE 


. Only top quality 


Shoes, 


dren's 


HIM ¢ HER 


Regular and in the country. 


custom-made styles. 


KANSAS 





Concentrate 


MARBRIDSE BUILDING 


Here you have the 
greatest continuous 
display of Men's 
Women's and Chil- 

Play 
Shoes and Slippers 


T7 
Mens RiDEE 
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Armond S. Weil 


SAVANNAH, Ga.— Funeral services 
for Armond S. Weil, president of the 
Globe Shoe Company, who died unex- 
pectedly on Aug. 28 while on a trip in 
Florida, were held here Aug. 30. 

Mr. Weil, who had been president of 
the Globe Shoe Company, a Savannah 
institution well-known throughout the 
shoe industry, since the death of his 
partner, Moses M. Smith in 1934, was 
stricken in Jacksonville and died in- 
stantly. Death was ascribed to a heart 
attack. He was 60 years old. 

Mr. Weil had been connected with 
the Globe Shoe Company for 48 years, 
rising from delivery boy to president of 
the corporation. He was vice-president 
during the quarter century that Mr. 
Smith was president, and upon Mr. 
Smith’s death succeeded to the presi- 
dency. He was well-known in the shoe 
markets of the East and Midwest, and 
under his leadership the Globe main- 
tained its prominent position among re- 
tail establishments in the Southeast. 

Very active in civic work Mr. Weil 
was treasurer of the Greater Mer- 
chants Council of the Savannah Cham- 
ber of Commerce, and was a charter 
member and former president of the 
Savannah Lions Club. 
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Obituaries 





Emil Kayser 


Los ANGELES, CALIF.—Emil Kayser, 
88, one of the founders of the Wetherby- 
Kayser Shoe Co., died recently follow- 
ing a long illness. 


He moved to Pasadena in 1884 from 
Omaha, where he had been in the retail 
dry goods business. In the same year, 
he and F. B. Wetherby formed the part- 
nership of the Wetherby-Kayser Shoe 
Co. In 1902, the first Los Angeles 
branch was opened and that eventually 
became the headquarter store. Mr. 
Kayser continued active in the business 
until four years ago. 

He belonged to various civic clubs 
and was an active member of the 
Presbyterian church. 

Surviving are his son, Frederick V. 
Kayser, president of the Wetherby- 
Kayser Co.; and two daughters, Nancy 
Kayser and Mrs. C. A. Banks. 





E. F. Goddard 


Los ANGELES, CALIF.—E. F. (Jack) 
Goddard, executive vice-president of 
Wetherby-Kayser Shoe Co., died sud- 
denly from a heart attack recently. He 


apparently had been in the best of 
health. 

Mr. Goddard, 51 years old, joined the 
Wetherby-Kayser organization in No- 
vember 1944 and was a powerful factor 
in building the business to its present 
size. 

“Jack” Goddard was a man among 
men, well liked by all with whom he 
came in contact. He gave freely of his 
time and knowledge to all and the en- 
tire shoe fraternity joins his widow, 
Mrs. Irez Goddard, in her grief. 

Services were held in the Wee Kirk 
o’ the Heather church. 





Harvey G. Clarke 


DALLAS, TEX.—Harvey G. Clarke, 57, 
died at his home here recently after a 
lingering illness of more than a year. 

He had traveled in the South and 
Southwest for more than 30 years and 
for the last 15 years had represented 
the Brown Shoe Company of St. Louis. 
He had been a member of the South- 
western Shoe Travelers Association for 
18 years. 

Surviving are his widow, Mrs. Madge 
P. Clarke; one brother and two sisters. 
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W. W. Ingledew 

VANCOUVER, B. C.—William Wright 
Ingledew, 70, founder of Ingledew’s, 
Ltd., operating footwear stores in Van- 
couver and Victoria, and one of British 
Columbia’s best known business pio- 
neers, died in Vancouver recently. 

Mr. Ingledew first came to Vancouver 
in 1899, and settled there permanently 
in 1907. He was born in Bronte, On- 
tario. 

He opened his flourishing Granville 
Street store in Vancouver in 1915 and 
last year opened a shoe store in Vic- 
toria which is one of the finest in the 
city. 

Previous to 1915 he managed the Ed 
Stark Shoe Stores in Vancouver for 
eight years. 


Thomas E. Mack 


BERLIN, N. H.—Thomas E. Mack, 71, 
former manager of the woods depart- 
ment of The Brown Co., whose products 
include shoe innersoles, died at Clinic 
Hospital recently following a long ill- 
ness. 

A native of Canterbury, New Bruns- 
wick, Mr. Mack was with the Brown 
organization for 43 years, retiring five 
years ago because of failing health. 

Survivors include his widow, Mar- 
garet M. Mack; and two sisters, Mrs. 
John Elliot of Presque Isle, Me.; and 
Mrs. William Nimbett of Fairmount. 


James J. Hickey 


BINGHAMTON, N. Y.—James J. 
Hickey, 64, retired superintendent of 
Endicott-Johnson Corporation factories, 
died recently of a heart attack at his 
Summer home near here. 

Mr. Hickey was superintendent of the 
B. B. B. factory for many years until 
his retirement in 1947. He was also the 
originator of the “Vogues by Jamesie” 
line of casual shoes which were manu- 
factured for about two years. For the 
past year he had been associated with 
a Chelsea, Mass., firm. 

Surviving are his widow, two daugh- 
ters, a granddaughter, two sisters and 
three brothers. 


Elmo C. David 


LYNCHBURG, VAa.— Elmo Covington 
David, 64, for 49 years associated with 
the Craddock-Terry Shoe Company 
here, died recently at his home here. 
He was a member of Grace Memorial 
Episcopal church and is survived by 
his widow, the former Effie Creasey; 
four sons, William Earl and Donald 
James of Lynchburg and Elmo Crad- 
dock and Charles Dudley Davis of 
Arlington, Va.; a daughter, Mrs. C. 
W. Rice of Oxboro, N. C.; and a sister, 
Mrs. Ira A. Weaver of Washington, 
Dp: €. 
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|| SALES MANAGER 


FOR NATIONALLY ADVERTISED 
ACME COWBOY BOOTS 


We want an executive with a distinguished record in the 
shoe business, able to take over the direction of our 
greatly expanding nation-wide sales. Acme Cowboy 
Boots for men, women, boys and girls are popularly 
priced for volume sales and nationally advertised. Sales 
| now lead nationally, yet only begin to reflect their huge 
| potential. If you can set a sound sales policy for a lead- 
ing product, direct and expand a top sales force, and 
| have the record to prove it . . . write to us now. Only 
applications by letter will be considered. Give full 
information on your record and qualifications. 


Acme Boot Manufacturing Co., Ine. 


CLARKSVILLE, TENNESSEE 

















Wolf Babby 

MILWAUKEE, Wis.—Wolf Babby, 72, 
owner of the Babby Shoe Store, 2671 
N. Teutonia Avenue, Milwaukee, died 
recently in his home after a long ill- 
ness. He came to the United States 
in 1904 and after two years in New 
York, moved to Milwaukee where he 
founded his own shoe store. 

He is survived by his widow, three 
sons and a daughter. 

Burial was at Spring Hill cemetery. 





Morris Gross 


LouISVILLE, Ky.—Morris Gross, who 
for twenty years operated a shoe store 
at 342 East Market Street, here, died 
recently at the age of 64. He had been 
retired from business for several years 
due to ill health. 

Mr. Gross was high in Masonry, and 
was also a member of the Phoenix 
Lodge of Odd Fellows, and of the Kene- 
seth Israel Temple. He was born in 
Lithuania and came to this country in 
1900. 





Harry C. Martin 


RICHMOND, VA.—Harry C. Martin, of 
nearby Ashland, Va., vice-president of 


the Stephen Putney Shoe Company, 
here, died at a local hospital recently. 
He had been secretary of the Masonic 
lodge in Ashland for 25 years. 

Surviving are his widow, Mrs. Leta 
Dillon Martin; two sons, Thomas D. 
and Daniel E. Martin, and one daugh- 
ter, Miss Martha Martin. 





Burt Rickey 


Los ANGLEs, CALIF.—Burt Rickey, 
58, died here recently following an 
emergency operation. For the past two 
years, he had been plant superintendent 
for the Julius Baer Shoe Co. Pre- 
viously, he was with the Los Angeles 
Shoe Co. 


His widow and four children survive. 





Louis Jacobs 


CHARLESTON, S. C.— Louis Jacobs, 
who operated the Jacobs Shoe Store in 
Charleston from 1890 to 1931, died Aug. 
24 in an infirmary there. He was 70 
years old. 

A native of Poland, he leaves his 
widow, two sons and six daughters. 
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(Carton Illustration) 
Lexol is shipped in compact 
self-selling carton. Order 
from your findings jobber 
and display prominently! 


($1 size Illustration) 
Both the 3-oz. or trial size 
(above) and the economical 
$1 size (right) are same price 
everywhere in U.S.A. Sug- 
gest the $1 size to customers! 





_—$— 
GOOD REASONS TO RECOMMEND 


THE MARTIN DENNIS COMPANY 


873 Summer Avenue 





LEXOL 


LEATHER CONDITIONER 
FOR ALL FINE SHOES! 


LEXOL produces goodwill and 
new profits for you. Customers 
come back to your store again, 
when Lexol care has given their 
shoes greater comfort and smart 
appearance! 


2. 


LEXOL'S NATION- 
AL ADVERTISING 
appears monthly 
in such leading 
magazines as The 
New Yorker, Bet- 
ter Homes & Gar- 
dens, and Esquire; 
seen by over 14 
millions potential 
shoe customers! 


Newark 4, N. J. 








Total Sales 1,000,000 Pairs per Year 





Children's shoe department in the Atlanta, Ga., 


store of Thompson, Boland & Lee after its 


enlargement to care for its growing business. 


ATLANTA, GA.—Thomson, Boland & 
Lee, Inc., independent shoe merchants 
of Atlanta and the South, have built a 
name in the children’s retail shoe field 
as renowned as the Peachtree Street on 
which the store is located. Over a 
million pairs of shoes are sold yearly by 
the firm, accordng to Oscar R. Thomp- 
son, founder and president. 

There are two floors and a basement, 
offering complete departments for each 
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member of the family, from the tiny 
toddler to the oldest. In these depart- 
ments are found only well-known 
brands of proven quality, fitted by 
trained sales personnel who meet and 
cope with all foot problems from in- 
fancy to old age. 

One entire floor is devoted to chil- 
dren’s shoes, and here salespeople work 
in close alliance with doctors. An im- 
properly fitted shoe never leaves the 


store without the salesperson first in- 
forming the floor manager, and a rec- 
ord is made on a sales slip, and held 
for future reference. The shoes are 
worn away from the store only because 
the customer takes the chance. 

An interesting promotion is based on 
a record of each child’s purchase. After 
six months have elapsed, a letter is sent 
to the purchaser inviting him back. On 
his birthday an appropriate gift finds 
its Way to the toddler in the form of a 
rattler, doll, toy, game, etc., until a 
pencil and diploma are sent on his tenth 





birthday, when he _ graduates into 
“daddy’s department.” 
NESLA Protests Proposed 
Trucking Rates 

Boston—lIn behalf of those of its 


members with shoe factories in New 
Hampshire, the New England Shoe and 
Leather Association has protested ac- 
tion taken by the Interstate Commerce 
Commission approving an increase in 
truck rates from points in that state to 
this city. This follows the recent ac- 
tion taken by NESLA which resulted in 
a suspension of increases granted 
truckers from Maine points. 

In the brief asking for relief in the 
case of New Hampshire shipments, 
Maxwell Field, executive vice-president 
of NESLA, points out that the pro- 
posed 11 to 30 per cent increases “would 
raise the cost of shoes for the manu- 
facturers affected, creating a competi- 
tive hardship” and arguing that, in 
view of the fact that there have been 
six substantial increases since 1942, 
“‘we question the necessity for a further 
increase at this time.” 





“Bernie” Boyle Convalescing 


Rep Oak, Iowa—B. R. Boyle, known 
throughout the Midwest as “Bernie” 
Boyle, is reported convalescing in a hos- 
pital at Laramie, Wyo., near his Sum- 
mer home. Physicians say he must ease 
up a bit on his strenuous activities; for 
years he has had the reputation of be- 
ing one of the hardest workers in the 
business. Mr. Boyle, whose home is at 
Red Oak, is a vice-president of the Iowa 
National Shoe Travelers Association. 





Newly Remodeled Store 
Is Opened 


FRESNO, CALIF.—T he newly-remodeled 
Gallen Kamp Shoe Store was opened at 
1035 Fulton Street in downtown Fresno 
late in August. Established in 1928, the 
store has been rebuilt and redecorated 
and equipped with a stainless steel 
front, Herculite doors and a modern 
type canopy. 

Modern low shelving and a new ceil- 
ing have been installed. Cost of the 
project is estimated to have been 
$15,000. 
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Profit and Prosper with 
QUODDY FOOTWEAR 








{Style 1110 Illustrated) 


¢ Hunters Boots 

¢ Ski Boots 

¢ Moccasins 

¢ Sheepskin Footwear 


In Stock Service 


Send for Fall Price List 














Birmingham Store Opens 
Branch in Anniston 


ANNISTON, ALA.—The Guarantee 
Shoe Company at 1923 Third Avenue, 
Birmingham, recently opened a branch 
store in Anniston at 1114 Noble Street, 
site of the former Becker’s women’s 
appare] store. 

Shoes will be stocked for the entire 
family with the Anniston store carry- 
ing most of the merchandise available 
in the Birmingham store. 

Cecil Loudermilch is manager, as- 
sisted by Clyde Buchanan in the ladies’ 
and men’s shoe department. Howard 
Davis, who has had 20 years’ experience 
in fitting children’s shoes, has charge of 
the children’s shoe department. Miss 
Mary Frances Taylor is in charge of 
the ladies’ hose and handbag depart- 
ment. 





Store Remodeled 


BATESVILLE, ARK.— Monday’s Shoe 
Store has been remodeled and a modern 
front installed. Edgar Monday is 
owner. 


New Store Opened 


Bristow, OKLA.—Jack’s Shoe Store, 
a women and children’s store, opened 
here Aug. 20. 
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What’s New 


New Line of Shoe 
Protectors Announced 


NEw YoRK—The Shu-Tecs Company 
of 509 Fifth Avenue, this city, is mar- 
keting a new device under the name 
Shu-Tecs to be worn beneath overshoes 
and boots in order to give protection 
to the shoes. The claim is made that 
Shu-Tecs slip over shoes easily and 
quickly; take up no extra room; safe- 
guard against scuffing, rubbing, abra- 
sion and dirt; and hold bows, buckles 
and ornaments firmly in place. 

They conform, says the manufac- 
turer, to any heel height; are manu- 
factured in three colors, tan, navy and 
red; and in small, medium and large 
sizes. 





Rubber Soles and Heels 
In Neutral Color 


AKRON, O.—What is believed an 
entirely new idea—the manufacture 
of non-marking rubber heels and soles 
in a recently developed universal color 
is announced by Fred A. Lang, general 
manager of the Shoe Products division 
of The B. F. Goodrich Company, Akron. 

Principal advantage of the new prod- 
ucts, Lang says, is that they will 
enable shoe repairmen and manufac- 
turers to cut their inventories of heels 
and soles in half, since the universal 
color heels and soles will be entirely 
suitable for application on either black 
or tan men’s and women’s shoes. 

The neutral color, Lang says, will 
take the repairman’s favorite brand of 
finishing ink and the heels or soles will 
be perfectly matched with the shoes of 
either color. 

Non-marking characteristics of the 
heels and soles is the result of a devel- 
opment program launched by the com- 
pany several years ago to eliminate one 
of the drawbacks to more extensive use 
of rubber heels and soles. 





Foam Rubber Cushion in 
Infants’ Shoe Line 


New YorK.—Glamorette, Inc., recent- 
ly established at 250 West 47th Street, 
this city, is introducing a new line of 
infants’ shoes, one of the chief features 
of which is a removable inner cushion 
of foam rubber which permits the foot 
to rest completely upon it and is said to 
avoid irritation. When this cushion be- 
comes wet it is suggested by the manu- 
facturer that a dry cushion be inserted. 
The shoe is made in a variety of styles 
and colors. 


To Introduce New Last 


New YorK—The Sterling Last Com- 
pany is introducing shortly a last of 
a new type, different from any being 
used in current women’s shoe styles. 





The last will be seen in shoes that will 
be featured in a high style shoe depart- 
ment here the latter part of this month. 


Closed Shoes Are 
Canadian Favorites 


MONTREAL, CAN.—Closed shoes with 
a light look are the fashion favorites 
for Autumn. That is the word from 
Canadian shoe manufacturers and, they 
added, that big toe of milady which 
men-folk never found so glamorous any- 
way, has definitely retired except for 
evening sandals. 

The opera pump is the most popular 
design, despite some flurry about high- 
buttoned boots. Toes on opera pumps 
are pointed, but not too much so, and 
heels vary from the tall Louis to the 
medium-height spool heel. 

Also enlivening the shoe picture are 
new colors. If customers like that mono- 
chrome look they will find lovely suede 
styles in green or garnet. But if con- 
trast is still the preference, there is 
gunmetal calf, slate grey suede, bronze 
kid and the perennial black suede. 

To break up this solid color, design- 
ers have made ample use of straps. The 
classic pump is opened up over the toes 
by a lattice-work design. Instep straps 
are also important, swinging across the 
foot in two’s or three’s, in straight or 
diagonal lines. 
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Nationally Advertised in Leading Fashion Magazines 
Retailing at Popular Prices Write for 
New Style Catalogue. . Dept. B 
PARKHILL SHOES, Fitchburg. Mass. 











And Now . . Introducing Movement with Lights! 


New Action Display— 
Way to yo! 


Boost 
Your Sales! 


Model "712" 


to-Sho 


ELECTRIC TURNTABLES 


MODEL ‘'712'' ROTO-SHO'S two- 
way, built-in electric outlet per- 
mits novel, self-contained lighting 
effects by means of slip rings .. . 
es well as operation of electrical 
© 18" Turntable revolves 3 devices while table revolves. Christ- 

times a minute mas Tree Turner available too! 
© Carries up to 200 ibs. Write TODAY for full information 
© Sturdy, steel construction and complete new ROTO-PROD- 
© Operates on A.C. only UCTS catalog. 


GENERAL DIE AND STAMPING CO., 262-L Mott St., New York 12 














Fhe MERRY-FEET Shoe 


* Elk Leather Upper 
* Unlined 
* Oak Rubber Sole 





HANDY PRICE STICKERS for 
SHOES and CARTONS 
121 to a perforated sheet; width 
to fit your typewriter 








111 East 12th Street 





MERRYFERT Footwear, inc. 


* Rubber Heel STOCK NO. oy oe 
Colors: BROWN, RED, BLACK Book of 1452 forated to a book. 
SIZES: Sea . OUR PRICE 1452 
re markers will Price Markers 
2/10 N/30 F.O. B.N. Y. mark 726 pairs. SALE PRICE ‘ 2.00 -" 
$7.55 4 books: $6.00 
| ' Check, M.O.,orC.0.D. 


New York 3, N.Y. 








BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S. State St., Chicago, Ill. 














Actual size 











Heavy Sole Leather 
More in Demand 
[CONTINUD FROM PAGE 107] 


less than enough. Work shoe elk has 
been in good demand up to 52 cents. 
Every now and then the very best has 
brought 53 cents, but this is the excep- 
tion, not the rule. Moccasin leather 
(heavy grain vegetable) continues to be 
wanted, and the moccasin trend is 
stronger than ever this season. Heavy 
grain vegetable leather generally has 
sold in volume between 51 and 60 cents. 
Full grain elk (extremes) has been 
quoted from 52 to 63 cents, and vege- 
table extremes from 54 to 58 cents. 

There has been a fairly good demand 
for chrome linings up to 32 cents, al- 
though popular demand has centered 
around 30 cents in the Midwest. Colored 
vegetable linings have been sought up 
to 24 cents, and russets have sold best 
up to 23 cents, with the general move- 
ment between 18 and 22 cents. The 
very best for specialty purposes have 
been obtainable for a premium of about 
a penny. 

A large source of patent leather in 
the Milwaukee-Chicago area informed 
Boot AND SHOE RECORDER that trading 
has been spotty. The leader in the 
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patent leather field at the time was 
large leather, which was a cent or two 
higher than last month. Other quota- 
tions were unchanged. Large leather 
moved readily up to and including 49 
cents, patent kips from 43 to 65 cents, 
and extremes from 43 to 54 cents. Cop- 
per and bronze kip, now on the market, 
sold from 85 to 98 cents. 

In the offal market, bellies have been 
very much wanted at 41 cents for the 
steer variety and 37 to 38 cents for cow 
bellies. Double rough shoulders have 
been in fair demand at 60 to 62 cents, 
but single shoulders (heads on) have 
been slow at 46 to 48 cents. 





Review of the 
Retail Trade 
[CONTINUD FROM PAGE 82] 


removable, thus offering two types of 
shoes in one. Another young fashion 
heavily promoted by the young shoe 
department of a very style-minded de- 
partment store is a plain, closed velvet 
pump on a 16/8 Louis heel. This shoe 
is being offered in six shades, black, 
sapphire, russet, taupe, red and green 
and is selling well, according to the 
head of the department. A play shoe 


in a velvet-like material is also being 
promoted by a large department. 

Bronze kid is receiving more and 
more attention in New York stores. One 
store is featuring it in three-strap pat- 
terns and several pumps. Best seller is 
the pump on high heel with closed back 
and toe and opened-up lattice vamp. 

The instep strap included with two 
ankle straps is considered by this style- 
minded merchant as definitely “high 
fashion.” Another store has been fea- 
turing a plain, closed pump in bronze 
kid with matching handbag and reports 
good response in the first few days. 

More colors are selling in all types of 
shoes than is usual at this time of 
year. After black, at present chiefly 
in suede, green is moving well, with 
the standard Continental Green outsell- 
ing Green Turtle, which is considered 
distinctly high style. Navy blue, espe- 
cially in suede, is unusually good for 
this time of year, being classed right 
next to green by some stores. More in- 
terest than usual is also being shown in 
grey, this also in suede. The growing 
demand for bronze may be cutting into 
sales of brown suede. This comment 
has not been made by merchants but 
seems probable since brown is not men- 
tioned as frequently as might be ex- 
pected for Fall selling. 
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FOR EVERY SLIPPER NEED 
Men’‘s, Women's, Boys’, Children’s Leather Slippers 
with Podded Leather Soles * Ladies’ Leather D’Orsays 
and Bridges, with Hard Soles. 


PLAY THIS Price 


$9.60 
FAVORITE 
LINE 


Careful workmanship and finest ma- 
terials produce this top quality line, 
which is setting such a remarkable \ 
record for turn-over. Built for com- 
fort and durability, it represents a 
new standard for fine slipper selling. 


FAV Oo R | T E FOOTWEAR, incorroraten 


| 318 EAST 32nd STREET NEW YORK 16, N. Y. 
















Kid Leother 


Moccasin Slipper 
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The World’s Finest Shoes 
are made with Onco Insoles 


A PRODUCT OF 


BROWN COMPANY 
500 Fifth Avenue, New York 18, N.Y. *® 











Gold in Store Traffic 


[CONTINUED FROM PAGE 128] 


day than they realize. Why not make a count of this 
traffic? Check it against the actual sales made. Then 
you will see how many customers you did not sell. 
They left your store without buying. Why? 

Perhaps your displays, your service, your store staff's 
salesmanship were not effective enough. At least the 
record keeping will make you realize this problem in 
specific terms. 

When you are handing money back to a customer 
when making change you will never hurt his feelings 
by asking him the specific purpose for which he intends 
to use the purchase, if yor have not already done so. 
When he answers you, then you have an opportunity 
to do additional selling by calling other allied items to 
his attention. 


Sell Additional Items 


That is the procedure used by many alert retail 
clerks, especially with the customer who knows what 
he wants and comes in and asks for it. However. with 
the customer who is undecided, who asks you many 
questions about an article before he buys it. and tells 
vou why he wants it, you can use a different technique. 
You can visualize what he needs and then just after 
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he has decided on the main item, you can gently guide 
him to the allied item. Let him buy one item at a time. 
With this sort of procedure you can often sell him a 
number of related items. To stimulate interest in this 
additional items selling, require all your clerks to keep 
an accurate record of items they sell to customers when 
such articles are not specifically asked for. This will 
spur the clerks to suggest other items in addition to 
the original purchase. 

In one store where this was tried, a clerk sold 18 
additional items in a day that the customers didn’t ask 
for. Multiply that day’s record of 18 extra items by 
300 working days in a year and you can easily see what 
such extra sales can amount to. If every employee in 
your store were similarly alert. the total sales increase 
would be tremendous. 

“Large Oaks” Philosophy 

Large oaks from little acorns grow. The above ex- 
ample shows how this philosophy can work out along 
profit lines in business. Look into this program if you 
want to make more sales and profit. 

Sales opportunities in the guise of human beings 
walk into your store every day. Some of these sales 
opportunities will buy large amounts of merchandise if 
they are sold right. It is up to the alert shoe dealer 
and his thoroughly trained staff to make the most of 
these opportunities. 
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Lady Catches Huge “Muskie” 
While Men Look On 


40 | to 
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MEN'S FOOTBALL SHOES 
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BOOKS 





No. 310 
®@ Duarable Smooth 
Leather Uppers 
@ Leather Soles 
@ Removable Cleats 
@ Goodyear Stitched 
Construction 


$5.85 


Genuine 
Horsehide 


$7.00 









ARNOFF SHOE COMPANY 
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QUALITY SHOES 


SINCE 1932 


Wesell branded qual- 
ity shoes below current 
prices. Nationally 
known for surpluses 
from the nation's lead- 
ing manufacturers. 
Write us your needs. 














ef 7 x 
re M.K. WEIL SHOE CO. 
oy 

te fy 


While in Town See Weil 














Los Angeles Sample Room, 
1005 Haas Bidg. 


New York Sample Room, 
855 Marbridge Bldg. 
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RHINESTONES 
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Rhinestone Side Bow 


Imported crystal stones 


background with bow 
clips. 
IMMEDIATE DELIVERY 
Fastest selling Buckle 





Rhinestone Creations 
751 N. 39th St. Phila., Pa, 


retailing at o “DOLLAR” | 





Fond Du Lac, Wis.—Lifted from the pages 
of "The Mo-Howker,” a publication of the 
Fred Rueping Leather Co., is this story of a 
51-inch "muskie" not caught by the man who 
holds it. Nor by the other man, either. It 
was the lady, Mrs. Betsy Reinhart, who did the 
trick atter a 30-minute battle. J. B. Reinhart, 
Jr., president of Trimfoot Co., Farmington, 
Mo., smiles broadly at the right and the guide 
is George Bazso. This all happened at Mani- 
towish, Wis. 





Shoe Retailer to Open 
Third Store 


PHOENIX, ArIZ.—Karl’s Shoe Stores, 
Ltd., plan to open a third shoe store 
in Phoenix. The firm has leased ap- 
proximately 1500 square feet of space 
on the ground floor and mezzanine of 
the Heard building on North Central 
Ave. The new store will be opened as 
soon as remodeling is completed. 


Manager Buys Store 
In Omaha 


OMAHA, NEBR.—Harry W. Sage, who 
has been manager of the Health Spot 
Shoe Shop at 1622 Harney Street, this 
city, since Sept. 1, 1942, has bought the 
business, the deal having become ef- 
fective on Aug. 1. He plans to remodel 
the store completely, starting some time 
in September. Men’s, women’s and chil- 
dren’s shoes are carried. 


New Family Shoe Store Opens 


Amos, Que. — An attractive new 
store opened recently in Amos. Trading 
as Turgeon Shoe Store, Phillip Turgeon 
starts his new venture in an excellent 
location on the main street of this town. 

The store, 40 x 17, is decorated in 
cream and pale green relieved by dark 
brown. The chrome furniture is up- 
holstered in crimson plastic. Mr. Tur- 
geon will handle a complete line of 
ladies’, children’s and men’s shoes and 
hosiery. 
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MORE QUICK HELPS 
FOR SHOE RETAILERS 


from the only book of its kind; encyclo- 
pedia of practicable, workable ideas for 
the experienced merchant. No _ theories— 
all tried, true . . . NOT just another shoe 
book, but offers in addition to 138 specific 
shoe promotions, the best ideas from the 
entire retailing field for instant adaptation 
to his particular requirements. 


Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 


Please remit with order. 
51%4 x8 40 Chpts. 
306 Pages 3 .50 Postpaid 
BOOT AND SHOE RECORDER 

100 E. 42nd St., New York 17, N. Y- 
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PRICE TICKETS 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 














New Chain Unit Added 


ATLANTA, GA. — With Charles Rust 
as manager, a new Hardy Shoe Store 
has been opened here at 77 Peachtree 
Street, N.E. Mr. Rust has been with 
the Hardy chain for the past three 
years, and prior to coming here was 
store manager at Louisville, Ky. 

The new Atlanta store features ultra- 
modern fixtures and equipment through- 
out. It has approximately 1200 square 
feet of floor space. 


Boot and Shoe Recorder 














web 


oe EE EF er ee 


JOBS 


OB 6 EF BF EF EF EE, FF 


BARIS SELLS 


Quolity Shoes from Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
70-81 Reode Str.. New York 7, N. Y. 

















SHOE ORNAMENTS 








GLAMORIZERS 


Ace Bows, Ine. 





Genuine Cut Steel Bead Center trimmed in black or 
brown suede; black, brown, navy, green calf; bronze 
or gunmetal kid. Center can also be had in JET, 
BRONZE or GOLD beads. 

Price $6.00 per doz. 2/10/Net 30 Min. order—one 
dozen pair. Samples sent on request. 


ACE BOWS, INC. 


212-20th Street Brooklyn 32, N. Y. 
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BALLERINA PUMPS 
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BLACK SUEDENE 
BALLERINA 
PUMP 


$1.35 


S. J. MAISTROSKY 
155 LINCOLN ST., BOSTON 11, MASS. 
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Colonial Tanning Reports 
Record Production 

Boston.—Kivie Kaplan, vice-presi- 
dent and general manager of the Colo- 
nial Tanning Company, Inc., has an- 
nounced that Colonial had, during Au- 
gust, the biggest month in the history 
of its 24 years in business. Total ship- 
ments during August were 5,532,343 
feet, which is 1,000,000 feet higher than 
their previous month. “August, 1948,” 
he said recently, “rounded out 24 years 
of business for Colonial—Joe, Archie 
and I having started with $12,000 in 
August, 1924, and having achieved a to- 
tal volume for the last fiscal year of 
over $20,000,000. 

“The Hartnett Tanning Company, 
one of the Colonial divisions in Ayer, 
Mass., which started only three and 
one-half years ago, under the leader- 
ship of Frank Hartnett, produced last 


| month 1,410,801 feet of side leather, 


which is the largest monthly production 
this company ever had.” 


Hamilton, Scheu and Walsh 


| Now Hamilton Shoe Co. 


St. Louis.—-New designation of the 
Hamilton, Scheu and Walsh Shoe Co. is 
Hamilton Shoe Co. 

In making the announcement chang- 
ing the name of the firm, Harry Benig- 
son, vice-president and general man- 
ager, said “our corporative status and 
all of our assets and liabilities remain 
the same, for only the name has been 
changed.” 

Mr. Benigson also said at the time 
of his announcement that the organiza- 
tion had increased its production of 
Penaljo shoes by 3000 pairs a day with 
purchase of the Easton Boot and Shoe 
Company. 

Officers of the Hamilton Shoe Co. 
are: C. D. P. Hamilton, Jr., chairman 
of the board; C. D. P. Hamilton 3d, 
president; Harry Benigson, vice-presi- 
dent and general manager; and Everett 
R. Hamilton, treasurer. 


Endicott-Johnson Enlarging 
Carton Factory 


BINGHAMTON, N. Y.—Construction is 
under way in Johnson City of a $100,- 
000 addition which will boost the Endi- 
cott - Johnson Corporation’s carton 
manufacturing capacity to 200,000 a 
day. The structure is being built as a 
five-story addition to the Pioneer Annex 
factory on Corliss Avenue. About 50 
employes will be added to handle the 
increase in production. 

The new construction will also make 
possible re-arrangement of the present 
infants’ shoe factory, housed in the 
Pioneer Annex. It will be enlarged to 
permit the addition of about 50 more 
employes. 
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Men’s Leather 





To Retail Profitably at $4.49 


Fine quality, smooth, plump kid leather 
Romeos. Fully formed and losted. Clear 
street-wear, thick leather soles. Live 
elastic gore. Made in our better-grade 
stitch- down factory. Sizes 6 to 12, 
including half -sizes. Fast sellers, with 
substantial mark-up! In stock for 
immediate delivery. 


PILOT SHOE CO. 
31 Hopkins Place - Balto. 1, Md 
" Honest-made Since 1899" 








MEN'S SHOES 
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CHILDREN'S SHOES 
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SMOOTH LEATHER UPPERS 


Non-Marking Rubber Soles 
and Heels 


$2.00 


N/10 days 
F.O.B. N. Y. 






Colors: BROWN or BLACK 
Sizes: 8!/2-12; 12!/,-3 
In Stock immediate Delivery 


Ben Marbach Footwear Co. 


107 West Broadway = New York 13, N.Y. 
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CHILDREN'S SHOES 





SMOOTH LEATHER UPPERS 


Non-Marking Flexible 
Rubber Sport Soles 


$2.00 


N/10 days 
F.O.B. N.Y. 





Brown Moccasin, Brown Wing Tip, 
Brown with Brown Alligator Saddle. 
Sizes 844-12; 1234-3 
IN STOCK IMMEDIATE DELIVERY 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N. Y. 











Buy Savings Bonds 
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New Salesmen Added by 
Cortell Shoe Co. 


BostoNn—Clarence N. Jacobson, pres- 
ident of Cortell Shoe Co., Inc., has an- 
nounced the appointment of Joseph 
Share and Harry Harris as members 
of the sales division. 

Mr. Share, an honor graduate of 
Harvard University and the Harvard 
Graduate School of Business Adminis- 
tration, has been associated for the 
past 10 years, except for four years of 
service in the U. S. Army, with Jordan 
Marsh Co., Boston, most recently as 
buyer of better shoes. He will assume 
the responsibility for direction of sales 
for the states of New York and New 
Jersey and will make his headquarters 
at the New York office of the company 
in the Marbridge Building. 

Mr. Harris, this year president of 
the Pennsylvania Shoe Travelers Asso- 
ciation and for more than 20 years 
sales representative for two of the 
largest shoe manufacturers in the coun- 
try, will assume the direction of sales 
for Eastern Pennsylvania, Maryland, 
Delaware, Washington, D. C., and Vir- 
ginia, with headquarters in Phila- 
delphia. 

Both men assumed their new respon- 
sibilities as of Sept. 1 and are now con- 
tacting the trade with Buskens Fall 
line of casuals and slippers. 


Salon Added to Shoe 


Store by Hofheimer’s 

NORFOLK, VA.— Hofheimer’s, Inc., 
opened its new I. Miller Guild House 
recently as an adjunct of its principal 
Norfolk establishment at 325 Granby 





- Street. 


A smart shoe salon for women, the 
Guild House is occupying space in the 
Hofheimer Building which formerly 
was leased to Berson’s. It has a sepa- 
rate street entrance, but is connected 
with the main store so that traffic can 
move easily between the several depart- 
ments on the sales floor. 

At the same time, it was announced 
that Benjamin P. Palacio, Jr., formerly 
associated with I. Miller and Sons, Inc., 
has been appointed manager of the 
Guild House. 

Here for the opening were George 
Miller, president of I. Miller and Sons, 
Inc., and son of the founder of the busi- 
ness; Irving Grossman, general mana- 
ger; and Edward Teschner, sales rep- 
resentative. 

Completely modern in design, the sa- 
lon has a startling color scheme, but 
the most noticeable feature is the fluo- 
rescent lighting concealed behind an 
egg crate ceiling pattern. Chartreuse, 


| coffee bean tones, bleached walnut and 
| deep coral are among the color tints em- 


ployed by the decorator. 

Bernard B. Spigel was the architect 
of the salon, the facade of which has a 
polished granite front with three en- 
semble window displays with embossed 
granite framework. 
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BOWLING SHOES 
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$7.85 
& Up 





Especially 
low priced! 


Send for complete catalogue 


immediate Delivery 


ARNOFF SHOE COMPANY 
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WORK SHOES 
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Men’s Popular Priced Work Shoes 
and 
Men’s Steel Toe Safety Shoes 
Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 
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MEN'S ROMEOS 
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MEN'S & BOYS’ 
KID ROMEOS 


- $2.50 to $3.00 
IN-STOCK 








HEAVY 


LEATHER 
SOLES 
700 Men‘s Tar Kid Romeo— 
Drill Linina $2.50 
710 Men’s Tan Kid Romeo— 
Leather Quarter Lining $2.75 
711 Same in Black Kid $2.75 
790 Men’‘s Tan Kid Romeo— 
Full Leather Lined $3.00 
791 Same in Black Kid $3.00 
410 Boy’s Tan Kid Romeo 
Leather Quarter Lining $2.45 
36 or 18 Pairs to Case 
Sizes: Men’s 6/11 7/12 Boys 2/6 


Write for Complete Catalog 


Well-Built Shoe Mfg. Co. 





Milford, Mass. 
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News of the Jalesmcnt dni Syypoliers 


Byrnes Retiring from 
International After 50 Years 


St. Lovutis—Thomas F. Byrnes, Jr., 
sales manager of the Queen Quality 
Shoe Co. and the Dorothy Dodd Shoe 
Co. divisions of International Shoe Co., 





THOMAS F. BYRNES, JR. 


is closing a half-century association 
with Queen Quality Oct. 1, after a 
career begun as a salesman of Queen 
Quality shoes in an Emporia, Kans. de- 
partment store in 1898, when the shoe 
first was introduced. 

Replacing Mr. Byrnes is Charles E. 
Goodrich, a friend of long standing, 
dating from the period when both 
worked for the Thomas G. Plant Com- 
pany of Boston, original manufacturer 
of the shoe. Mr. Goodrich, with Inter- 
national since 1933, takes over as sales 





CHARLES E. GOODRICH 


manager of the two companies after 
serving as head of the styling depart- 
ment of Vitality. 

In retiring, Mr. Byrnes does not 
sever the connection of the Byrnes 
family with Queen Quality and Dorothy 
Dodd shoes begun by his father, how- 
ever, as three brothers, William P. 


September 15, 1948 


Byrnes, merchandising manager; R. E. 
Byrnes and John S. Byrnes still are 
associated with the two divisions. 

Actually, the name Byrnes has been 
synonymous with Queen Quality and 
later with Dorothy Dodd since their in- 
ception. Thomas F. Byrnes, Sr., who 
traveled the West for the Thomas G. 
Plant Company when Queen Quality 
shoes were originally placed on the 
market, introduced his sons to the line 
in that period. 

Working first as a floor salesman of 
the shoe in Emporia, Thomas F. 
Byrnes, Jr., began making a few trips 
for his father as a sales representative 
of Queen Quality around the turn of 
the century. In 1904 he took over the 
Midwestern territory, which included 
Missouri, Kansas, Arkansas and the 
Indian Territory. 

He later became district manager for 
the West, and later as sales manager 
traveled all of the states of the Union. 
Mr. Byrnes was instrumental in bring- 
ing about the purchase of Queen Qual- 
ity by International in 1931 and when 
the latter organization started pro- 
ducing the line in 1932 he joined that 
division of the company. 

In speaking of his successor Mr. 
Byrnes told Boot AND SHOE RECORDER 
“nothing could have suited me better 
than to have Charlie Goodrich follow 
me as sales manager.” 

Mr. Byrnes has no definite plans 
upon his retirement other than to “take 
it easy and do some traveling.” 





Jack Pettus Returns 
To Middletown 


MIDDLETOWN, N. Y.—Jack Pettus has 
rejoined Middletown Footwear after a 
six year absence during which time he 
was with General Shoe Corporation as 
sales manager of the Betty Barrett 
Division and style coordinator of all the 
women’s lines; and a member of the 
National Shoe Style Committee. 

Mr. Pettus is returning to Middle- 
town as sales manager and stylist and 
will supervise production of his “Hush 
Husher” softies as wel] as evening 
shoes, street shoes, and boudceir slip- 
pers in the enlarged factory. 





Hahn Increases Size Range 


PHILADELPHIA—Ernest Hahn, of the 
Hahn Shoe Mfg. Company, Philadel- 
phia, has announced that his firm is 
now adding first walking shoes to its 
Tinytoddle line, increasing the size 
range. A number of new styles have also 
been added, bringing the total number 
of styles up to 26. 


John E. Dickinson New 
Weinbrenner Executive 


MILWAUKEE, WIs.—H. R. Miller, vice- 
president and general manager of the 
Albert H. Weinbrenner Co., well known 
Milwaukee shoe manufacturers, an- 





JOHN E. DICKINSON 


nounces the appointment of John E. 
Dickinson as vice-president in charge of 
advertising and director of retail sales; 
and of Henry G. Smith as assistant 
sales manager. 

Mr. Dickinson has been associated 
with Amity Leather Products Co. of 
West Bend, Wis., for 14 years as vice- 
president and director of sales. He will 
continue as a director of Amity. He is 
an executive member of the National 
Federation. of Sales Managers and a 
member, also, of the Wisconsin Bank- 
ing Review Board. 

R. J. Diekelman, vice-president, will 
continue in charge of sales to mail or- 
der houses and to wholesalers. 

The company operates branch facto- 
ries at Merrill, Marshfield and Antigo, 
all in Wisconsin. 





Two Vice-Presidents Named 
By Bates Shoe Co. 


WessTeR, Mass.— Edgar Craver. 
president of the Bates Shoe Company, 
announces the election on Aug. 17 of 
two new vice-presidents. Richard N. 
Sears is now vice-president in charge 
of production, and Francis E. Ryan has 
been made vice-president in charge of 
sales. 

Mr. Ryan announces that another ex- 
serviceman has returned to the staff in 
the person of Sid Weiss who is selling 
Bates Originals and Bates Six-Footers 
in the Metropolitan New York area 
with headauarters at 1333 Edward L. 
Grant Highway. Bronx 52, New York. 
Mr. Weiss studied merchandising and 
has also had retail experience. 
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Father and Son Both Active in W.CS.T.A. 





Los Angeles, Cal.—J. R. Burriston, on the lett, and his son, George R., are both members 
of the West Coast Shoe Travelers Associates. The father has traveled California for the past 


19 years with the Vitality line. 
the road for the past two seasons. 
Gude's shoe store, here. 


The son, a graduate of U.C.L.A., has been with his father on 


Young Burriston acquired his experience by working in the 





Frank Bruess Now 
With Stacy-Adams 


BROCKTON, MAss.—The Stacy-Adams 
Company of Brockton has appointed a 
new resident representative in the 
Southwest. He is Frank Bruess of 
Houston, Tex., with 20 years of expe- 
rience in the men’s retail shoe field. 
Cecil Ballard, who formerly had the 
territory, is no longer associated with 
Stacy-Adams. 





FRANK BRUESS 


Frank Bruess has been at the fac- 
tory lining up his new samples, which 
include many new lasts and patterns. 
Stacy-Adams feels this will be the most 
outstanding line they have ever dis- 
played in the Southwest. 

Mr. Bruess has spent most of his 
business career managing, merchar- 
dising, buying and detailing high grade 
shoes in the South and Southwest. 
More recently he was affiliated with 
Standard Shoes and Sakowitz, both of 
Houston, and Brooks of San Antonio. 
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His experience dates from his gradua- 
tion from school when he joined the 
shoe department of Nugent’s Depart- 
ment Store in St. Louis, Mo., where he 
spent several years as assistant mer- 
chandise man. 





Texon, Inc., Expands 


SoutH HApLEy, Mass.—The Carew 
Manufacturing Co. mills at South Had- 
ley, Mass., have been purchased by 
Texon, Inc. As soon as the necessary 
alterations are made and additionai 
equipment is installed for the produc- 
tion of chemically impregnated fiber, 
this mill will be placed in operation. The 
Carew Manufacturing Co. name is to 
be retained and the mill will be oper- 
ated as a division of Texon, Inc., whose 
main plant and general offices are in 
Huntington, Mass. 

For about 14 years Texon was a 
wholly owned subsidiary of E. I. du 
Pont de Nemours Co. In September of 
last year the key men formed a new 
corporation and acquired outright the 
entire operation. Under the du Pont 
regime, United Shoe Machinery Corpo- 
ration were the sole selling agents of 
Texon products to the shoe industry. 
On Dec. 31, 1947, this arrangement was 
terminated and since then Texon, Inc., 
has been functioning entirely within 
their own organization. 





Wholesaler Adds Shoes 


FAYETTEVILLE, N. C.— Fayetteville 
Notion Company, L. T. & H. J. Lacob, 
owners, announce the opening of a new 
wholesale shoe department in connec- 
tion with their established wholesale 
notion business. Messrs. Lacob have suc- 
cessfully operated the wholesale notion 
business since it was established in 
April, 1919. 





D. Myers Appoints 
Three New Men 


BALTIMORE, Mp.— Three new sales 
representatives have taken their place 
on the D. Myers roster. Effective im- 
mediately, the following men will sell 
Tailored Tred French Moderns, the line 
manufactured and distributed by D. 
Myers & Sons, Ine. of this city. 

Cyrus Schwartz, California, Washing- 
ton, and Oregon. Home base for Mr. 
Schwartz is Pacific Palisades, Calif. 
John M. Doveton, Colorado, Wyoming, 
Utah, Montana and Idaho. He will 
make his headquarters in Salida, Colo. 
Willis M. White (whose home is in Min- 
neapolis) Minnesota, Wisconsin, North 
and South Dakota. 

The new men, all thoroughly experi- 
enced in the shoe business, are in their 
territories now. 





Roger Kent Company 
Names Distributor 


Sr. Louis. — The Grove-Anderson 
Company, 1519 East Second Street, 
Wichita 8, Kansas, has been appointed 
a Roger Kent Co. distributor for 
Kansas and Oklahoma. This company is 
now in position to service all accounts 
in that area on their window, interior 
fixture and display requirements in 
plastic. 





Klasgye Covers Northwest 
For Taylor and Stetson 


BostoN—E. E. Taylor Corporation, 
well-known manufacturers of Taylor- 
shoes 


Made for men and Taylored 





NORMAN J. KLASGYE 


Moccasins, announces the addition to its 
sales staff of Norman J. Klasgye who 
will cover the Pacific Northwest. He 
will also represent the Stetson Shoe 
Company in the same territory. 

Mr. Klasgye, whose home is at 459 
South 150th St.. Seattle, Wash., is one 
of the best known travelers in that part 
of the country. Always active in as- 
sociation work, he has served for two 
terms as president of the Pacific North- 
west Shoe Travelers’ Association. 
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CHILDREN'S SHOES 
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No. 6552 
with 
wedge-heel 
BCD 8'2 


with 
rubber heel 
BCD 12%2 te3 


Right and Left Quarter 2 

Patterns for better ankle fit. Other built-in 
features. Write for descriptive price list, 
and franchise availabiiity. 
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WOMEN'S BOOTEES 


ed 





¢ 
@SHU-TECS are scientifically designed booties: 
worn INSIDE WOMEN’S GALOSHES and 
BOOTS. They protect women’s shoes from 
matting, scuffing and abrasion. They protect 
hosiery from dirt and runs. 


Individually, Smartly Packaged. 
$5.75 perdoz. Terms 2/10 Retail 79¢ per pair 
SHU-TECS COMPANY 
509 FIFTH AVENUE - NEW YORK 17 
=> Please send me ( ) doz. SHU-TECS 
TAN 0 NAVY 0 RED O 


Packed in assorted sizes—Small, Medium, Large 
One dozen solid color to the box 














September 15, 1945 
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E. T. Wright Salesmen 
At Factory Conference 


RockKLAND, Mass.—E. T. Wright & 
Company salesmen, who gathered here 
recently for a series of important meet- 
ings lasting four days, had described 
for them manufacturing improvements 
whereby accuracy and precision in- 
volved in building Wright Arch Pre- 


| server features into the shoes have been 





JAMES A. MUNROE 


greatly improved under the direction of 
President A. F. Donovan; spent two 
days selecting the 45 styles of Arch 
Preservers which will be carried in 


| stock this Fall; were told of a new ar- 


rangement by which boys’ Arch Pre- 
server insole features will be made 
here for the Gerberich-Payne Company, 
manufacturers of those shoes which 
then will be stocked and sold by the 
Wright company; and spent two days 
studying the line contemplated for 
Spring and Summer of next year. 

All meetings were presided over by 
Treasurer J. A. Munroe and the fac- 
tory meetings ended with a discussion 
of the enlarged advertising campaign 
for Fall and Winter in Holiday, Time 
and Newsweek. Concluding the con- 
ference was a dinner at the Hotel 
Statler, Boston, at which Advertising 
Manager Leo McCarthy outlined the 
campaign for next Spring. 

It was stressed that this Fall’s in 
stock line has been designed to cover a 
complete wardrobe of shoes for the 
style conscious man and will include, 
among many other types. a golf shoe. 
dance tie, lounger and four numbers 
from the orthopedic line. 


Salesmen attending were Harold 
Burnett, Charles T. Walls, Sr.. Joe 
Schmitt, Frank Sullivan. Hobart 


Wright. Charles T. Walls, Jr., George 
White, Frank Sullivan, Jr., F. M. Fish- 
paugh, Carlton Smith and Burt Jack- 
son. 
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SHEARLINGS 
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Manufacturers 


for 35 years 


of complete line 





of 
SHEARLING SLIPPERS 
for Men, Women, and Children 
Get Your Share of Xmas Profit 
with Price’s Comfort Slippers 
Order Now for Xmas Selling 
IN-STOCK DEPARTMENT 


Samples and price list 
on request 


Midwest Shoe & Slipper Mfg. Co. 


1100 W. Washington Blvd. 
Chicago 7, ill. 
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ACROBATIC SANDALS 
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SIZES $ >? 
4 4 sg ; 
or cmicren 
CROB* Also available 
with crepe sole 
JAYRICH FOOTWEAR CO. 
East Lynn, Mass. 





SF FE er 


EDUCATIONAL 


a el el 


FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 


a. 





Write for Bulletin AT 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 
185 No. Wabash Ave., Chicago 1, fil. 
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MAJORETTE BOOTS 
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MAJORETTE 
BOOTS 

No. 3880 rd 

© White Elk Leather fi { 

Uppers ‘ag 4 

®@ Leather Soles 
®@ Silk Tassels 

© Stitchdown Construc- 


tion 


$5.25 






4 


f 
y oes 





SIZES 4 to 9 
Terms: 2/10—N/30 SEND FOR CATALOG! 


ARNOFF SHOE COMPANY 
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MEN'S SLIPPERS 
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MEN'S BROWN KID 
ROMEOS 


Leather lined quarter, leather insole, heavy leather 
brewn rubber heel. 


= 


outsole, 





No. 510, Sizes 6 to 13, 36 pairs to a case. IN 

STOCK NOW! 

Ne. 515, All leather lined romeo @ $3.10 per pair. 
e 


— e 
MEN'S BROWN KID 
EVERETTS 


Fully leather lined, soft brown kid upper, leather 
sole, leather sock lining, Compe 
construction, brewn rubber heel s 









0. 507, Sizes 7 te 12, 36 pairs te a case. IN 


No. 
STOCK NOW! 
SAMPLES UPON REQUEST 














785 N. Water St. Milwaukee 2, Wis. 
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W. C. Cousins Joins 
Edgewood Shoe Co. 


NASHVILLE, TENN.—Walter C. Cous- 
ins has just joined the Edgewood Shoe 
Company, division of General Shoe Cor- 


coe: 





WALTER C. COUSINS 


poration, Nashville, to represent them 
in eastern Pennsylvania and Maryland 
with Friendly Sports and Edgewood 
oxfords. 

Mr. Cousins was formerly with 
Craddock-Terry Shoe Corporation of 
Lynchburg, Va. 





Fall Festival Held by 
Rueping Employees 

Fonp Du Lac, Wis.—Aug. 28 was 
the day set aside by the management 
of the Fred Rueping Leather Company 
here for its annual Fall festival for em- 
ployees. 

It was an all-day affair featuring a 
children’s pet parade, the coronation of 
the Rueping Fall festival queen, pres- 
entation of a 60-year award to F. J. 
Rueping, stage show, athletic events 
and presentation of service awards to 
members of the six service clubs com- 
posed of employees. The festival ended 
with dancing in the evening. 





Establishes Boston Office 


BROOKLYN, N. Y.—The Municipal 
Shoe Company, Inc., announces that S. 
Charles Hallem is the factory repre- 
sentative, selling the company’s line of 
stitchdowns and infants’ prewelts in 
New England, New York State and 
northern Pennsylvania. For the con- 
venience of his New England cus- 
tomers. he has established an office at 
210 Lincoln St., Boston. 





Sam Beeson Now 
With Enna Jettick 


Los ANGELES—Sam Beeson is now 
representing the Enna Jettick line in 
Southern California and has taken 
showrooms in the Haas Bldg., Los 
Angeles. 
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BASKETBALL SHOES 
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Black Smooth Leather Uppers 


No. 196 
American Welts, Pat- 
| ented Molded Suction 
Sole. Pro Model. Lea- 
ther Insole. Leether 
Sock Lining. Cookie 
Cushion Heel and Arch. 
<a Leather Counter Pack- 
— et. Felt Tongue Lining 


Reinforced Webbing. 





Ventilated Eyelets. 


Brass Eyelet. Heavy 
SEND FOR Yellow Laces 
ILLUSTRATED Sizes 642 te 12 
CATALOG 


$4.60 
ARNOFF SHOE COMPANY 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 
This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75c per copy, prepaid 
BOOT and SHOE 


100 East 42nd Street 
RECORDER New York 17, N. Y. 





















E-J Executive on 
Airlines Board 


ENpiIcott, N. Y.—Charles F. John- 
son, Jr., vice-president and general 
manager of the Endicott-Johnson 
Corporation, has been elected a director 
of Robinson Airlines in connection with 
the reorganization of the airline and 
expansion of its routes and service. 
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Sales Agency Established 
By George E. Morris 


St. Loutis—George E. Morris, for the 
last 18 years on the sales staff of the 
Wright-Guhman Company, has estab- 
lished his own sales agency covering the 


| entire St. Louis sales territory consist- 
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SHOE CLEANERS 
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SPEED-AX 
SUEDE BRUSH 





Combination 
Rubber Bristle 
and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 


Packed | Doz. } 
Assorted Colors \ : 
In Display Carton \ 


Price—$1.75 doz.—$19.20 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 


2611 So. Indiana Ave., Chicago 16, Ill. 
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America’s Finest Slippers 


FOR MEN 
THE KING suirer 


KING SLIPPER MFG. CO. 
1160 Washington St., Boston, Mass 
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RIDING BOOTS 
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| produced for free distribution a novel 






IN STOCK FOR 
PROMPT DELIVERY 
J. M. CONNELL SHOE CO. 


September 15, 1948 


ing of Illinois, Missouri, Arkansas and 





GEORGE E. MORRIS 


Tennessee for six companies in the 
shoe, leather and allied fields—Superior 
Welting Co., Louisville, Ky.; Phillips 
Premier Corporation and Leather Sales 
Company, both of Boston; Rite Cut 
Sole Corporation, Wright City, Mo.; 
Matthew Matson Company, Haverhill, 
Mass., and Lovell Chemical Company, 
Watertown, Mass. 

Mr. Morris is the son and grandson 


| of practical shoemakers and himself 


once spent two years in all departments 
of a shoe factory in order to gain ex- 
perience which would help him in his 
selling. His father, Ed Morris, was 
general superintendent of the Milius 
Shoe Company until his death in 1933. 

He is 42 years old, studied law at St. 
Louis University and, for the time be- 
ing, will make his headquarters at his 
home in Clayton, Mo. 





_ Book on Square Dancing 


Produced by Justin 


Fort WortH, Tex.—Fully aware of 
the increasing popularity of the old- 
fashioned square dance, H. J. Justin & 
Sons, Inc., well known bootmakers, have 


booklet describing in detail, and with 
many illustrations, the various steps 


| and positions assumed by the partners 
| in executing them. Included are some 


of the better known calls used by the 
man or woman directing the dancers. 
Photographs used in illustrating the 


| booklet were taken at the Justin factory 


in this city. 
Authored by Sam Justin, vice-presi- 
dent of the company, these booklets can 


| be had from Justin dealers throughout 


the country or by addressing Mr. Justin 
at P. O. Box 548-W, Fort Worth. “I'll 
be glad,” he says, “to send you as many 
as you need.” 
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MEN'S SLIPPERS 
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MEN'S KID LEATHER 
OPERAS 


Fully leather lined, leather sock lining, leather 
outsole, compo construction. , 









SAMPLES 
UPON 
REQUEST 


No. 501 Brown Kid Opera 
No. 502 Black Kid Opera 
No. 503 Wine Kid Opera 
No. 505 Burgundy & Black 
Combination 

Sizes 7 te 12, 36 pairs te a 
ease. IN STOCK NOW! 


$3.10 


per pair 


Vin 


785 N. Water St. Milwoukee 2, Wis. 











6 ee 


SLIPPERS 


oo £9 











America’s Finest Slippers 
j FOR WOMEN 


THE KEING supper 


KING SLIPPER MFG. CO. 
1160 Washington St., Boston, Mass. 
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CHILDREN'S SHOES 


EF BFE ETT 
; 








LITTLE GENTS 


Brown or Black Smooth Elk Uppers 
Moccasin Toe, Heavy 







Sport non-marking 
brown rubber soles 
and heels 
Sizes 10-3 

$2.40 

per pair 


As above in 
Wing Tip 





No. 1590 


Also Available in Brown Elk 
Blucher—Piain Toe—Leather Soles 
Sizes: 5-8 $1.85 82-12 $2.00 
IMMEDIATE DELIVERY. Packed 36 prs. te case 
Terms: Net 10 days F.0.B. N.Y. 


POLONER SHOE COMPANY 
156 Duane Street New York, N. Y. 
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SALESMEN WANTED SALESMEN WANTED SALESMAN WANTED 














e You like variety in your daily work instead S ALESMEN WANTED 
of routine. 

e You like to be on your own — plan your f hild ‘! 
hepa ty or Children s 

e You like to travel — to make new acquaint- and “ 4 Sh 
ances — to see new places. Misses oes 

e You prefer a position where earnings can be in two territories 


increased in proportion to effort put forth. 


e You are willing to work HARD. 1. Virginia, W. Virginia, North 


Carolina, South Carolina, 


Then you would like what one of the oldest Manufacturers of Rubber and a 
Fabric Footwear has to offer young men between the ages of 25 and 35 Tennessee, Kentucky, Louisi- 
years of age with retail footwear experience as traveling sales representa- ana and Mississippi. 
tives. Write in confidence to: 

2. Texas, Oklahoma, Arkansas 


Address 717, care Boot & Shoe Recorder, 100 East 42nd Street, N. Y., N. Y. : 4 
and Missouri. 








These men have a rare opportu- 

















| nity to represent a Nationally 
SALESMEN WANTED SALESMEN WANTED respected and Nationally Adver- 
ic : tised Line of Classic Children’s 
An opportunity for experienced One of our clients, an Established Man- Shoes. Must now be living in the 
Shoe Salesmen to become associ- | | | ufacturer of Popular Priced, Nationally territory. Must be an experi- 
ated with an Eastern Manufacturer | | erp igen nei — — — shoe man. Write in full 
al High-Grade Wenun's- Fashion | | a Ste » has several gooc protecte confidence. 
x ie va Sales Territories open. The men we seek | 
Shoes. retailing from $12.95 to st Media deli then ennieainnns, tu Wh } Address Box 752, care BOOT & SHOE RECORDER 
= 2 < | | must have had sales experience in the 100 East 42nd Street, New York 17, N. Y. 
$16.95. Complete in-stock depart- Shoe Business. All applications must in- : 
ment on Opera Pumps. Can be car- | clude complete details of background, 
ried as full Line or Side Line. | | | 2lifications and references. All in- GALESMEN WANTED TO COVER THE 
cle: abatud ticul d | | quiries will be treated confidentially. “DAKOTAS for General Line of Footwear. 
- c ving prucwers ane cx | Write: MR. S. ROSS State past experience. Address #755, care 
perience. Tarler & Skinner, Inc. mot & a oe. 100 East 42nd Street, 
Address Box 768, care BOOT & SHOE RECORDER Advertising Agency ee ee 
100 East 42nd Street, New York 17, N. Y. 216 Tremont Street, Boston 16 























OMEN’S HI-STYL s 2 ALESMEN WANTED by leading SANDAL 
FORDS, Ankle ~ og etc. gi go H S and SCUFF Manufacturer. Ours are Fine, 

| Medium Price Line. Commission basis. Draw- handmade Leather Sandals, yet moderately 
EXPERIENCED SALESMEN | ing account will be paid when worth is proven. priced; they are featured by many leading 
Address #723, care Boot & Shoe Recorder, 100 stores from Coast to Coast. We have openings 


for well-established Salesmen in several Choice 




















: East 42nd Street, New York, N. ae %- - b. eee 
Wanted by Long - Established ind Street, New York, N. Y. Territories. Commissién basis. No objection to 
House of Men’s and Boys’ Popu- other nonconflicting Lines. le gore ne. 
: s y cov s. - 
lar-Priced Dress and Work Shoes.| | SALESMEN - WOMEN’S SHOES aoe 75s, core Wout & Sine Mocwrdcr, 100 
A very competitive Set-up. Can] | Pesiie Const oat Baad Givast Mew Wark ON. 
carry in some instances non-con- } a. 
flicting Line. Territory available: T : 
: 1 exas and Southwest LAY SHOES AND SLIPPERS MANU- 
Eastern Massachusetts, Maryland, Wanted—By Leading Manufacturer in East, FACTURER with Large Modern Plant 
Delaware, Virginia, Georgia, aggressive Salesmen with good experience and making California Style Shoes and Slippers re- 
Texas, Oklahoma, Ohio, Indiana big following among best Retail and Depart- tailing $2 to $5 has all territories open for 
° a, ’ ] ment Stores: one for Pacific Coast and the High Tsp Salesmen able to produce large vol- 
and Kentucky. In your reply state other for Texas and Southwestern Territories. é _— pag t 0 Stores. Shoe 
background. which will be re-| | | Strong Line of Novelty Shoes retailing $7.95 ae fi ep a ea St 
er ? ‘ | and up. Send detailed letter of qualifications Chain and large users in his territory. Com- 
j ; 2 ; m issi ying. State experience, refer- 
garded as confidential. | stating fully all experience. mission and drawing a ired RICHARD 
Address 758, care BOOT & SHOE RECORDER Address Box 754, care BOOT & SHOE RECORDER ences and __ territory desired. _ 
100 East 42nd Street, New York, N. Y. } 100 East 42nd Street, New York 17, N. Y. { — SHOE CO., 751 Broadway, New 
ork. 

















CLASSIFIED ADVERTISING RATES 


“The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser's own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. 

The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


I> Advertisements for this page must be in our New York Office 10 days preceding publication date “ej 
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WANTED TO PURCHASE 





SIDE LINE SALESMAN WTD. 


FOR SALE 








MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-8961 








CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


gooa 1oif8.. SABIN 

ing line of ‘popular priced women’s 
California constructed casuals. Excel- 
lent line of fast selling styles. Com- 
mission basis. be handled ex- 
clusively or on non-conflicting basis. 
Write giving age, experience, terri- 
tory coverage and references. 


Address Box 750, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














SALESMEN WANTED 


The Chance of a Life-Time for 
Live-Wire Salesmen with estab- 
lished business to represent a 
Nationally Advertised Brand of 
Casuals, to retail at $7.00, $8.00 
and $9.00. Write us complete de- 
tails in first letter. 


Territories open: 
Florida, 
sippi, 
nessee, 


Georgia, Alabama, Missis- 

North and South Carolina, Ten- 

New York and New Jersey. 

Address Box 748, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











G ALESMEN—ONE FOR EASTERN HALF 
OF TEXAS, ANOTHER FOR MICHIGAN, 
to sell Fast Styled Women’s In-Stock Fashion 
Footwear, Line so'd in these territories more 
than twenty-five years and well established. This 
offers a fine opportunity to salesmen who want 
a money making and permanent connection. 
es salesmen with shoe experience. . Write 

iving age, amount of experience, etc. Address 
SHU: STILES, Inc., 1214 Washington Ave., 
St. Louis 3, Mo. 





JELINE SALESMEN WANTED BY 





“~——MANUFACTURER high-grade _Infants’ 
rewelts: Seven per cent commission. Address 
753, care Boot & Shoe Recorder, 100 East 
nd Street, New York, N. Y. 

‘ 
ESMEN TO CARRY HIGH-GRADE 
NE of Infants’ Soft Soles, as a sideline; 
mission basis; All territories open. Ad- 
Ss #765, care of Boot & Shoe Recorder, 
21 Locust Street, St. Louis 3, Mo. 








LINE WANTED 


ADIES’ SHOE STORE, WEST TEXAS 

OIL AND AGRICULTURE TOWN, 15,- 
000 population, carrying Branded Lines; Good 
Lease; Clean Stock and Fixtures. About $7,009 
will handle. Address +737, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
N. Y. 





F OR SALE: WELL ESTABLISHED FAM- 
ILY SHOE STORE, Located in Northern 
New Mexico in town of 16,000 population; 
Low rent and Long Term Lease. Annual Sales 
75,000. Reason for Sale is because owner_is 
interested in another business elsewhere. For 
further details and information refer to: Box 
#735, care of Boot & Shoe Recorder, 100 East 
New York 17, N. Y. 


42nd Street, 








MANUFACTURERS 


West Coast Shoe Travelers Associates have capable 
salesmen In their organization to represent your 
company. All territeries Denver West. If you have 
openings In above territories communicate at once 
with our Association. WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLDOG., 219 WEST SEVENTH STREET, LOS 
ANGELES 14, CALIF. 











WANTED BY YOUNG, PROGRESSIVE 
SALESMAN, Line of Nationally Adver- 
tised Shoes for the entire family. Would like 
to represent Manufacturer for Alabama and 
Vicinity. Experience in Selling and Merchan- 
dising. Address #764, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 





a SALESMAN, WITH FOL- 

LOWING wants connection with Reputable 
Manufacturer’s Line; New York and metro- 
volitan area. Address #761, care Boot & Shoe 
ecorder, 100 East 42nd Street, New York, 
 y 





ILL CLOSE OUT 300 PAIR OF AS.- 

SORTED ARCHES, Men’s and a 
Metal and Leather. Sacrifice cheap. QUEEN 
QUALITY SHOE SHOP, 117 Halsey Street, 
Newark, N. J. 





HOE IMPREGNITE WATERPROOFING 

COMPOUND, Only $1.25 Case of 50 8-oz. 
cans. Minimum Lot 10 Cases, FOB New Cum- 
berland, Pa. Single Trial Case $2.00, Vermont, 
Cc. R. McMANUS, Cuttingsville, Vt. 





M/AML FLORIDA: MEN’S SHOE STORE 
(Women’s may be added), Downtown Lo- 
Long Established, Modern Front. Low 
Inventory at present, approximately $5,000. 
Clean Stock. Price $12,500. Illness cause of 
Selling. Address 756, care Boot & ~~ Re- 
corder, 100 East 42nd Street, New York, N. Y. 


cation, 





NECESSITATES 


WNER’S HEALTH 

SALE FAMILY SHOE STORE. Com 
pletely remodeled last five months in fastest 
growing community East Coast Florida. Shoe 


location 45 years. Complete new Equipment, 
New Stock—Top Brands. $75,000. Volume. 
Inventory plus equipment price. Good lease 


Address #763, care Boot & Shoe Recorder, 100 


East 42nd Street, New York, N. 





BUSINESS OPPORTUNITIES 





BUSINESS OPPORTUNITIES 











BUSINESS OPPORTUNITY 


Are you an executive-type salesman—a man who knows 
both retail and factory aspects of styling and merchandising 
high-quality Women’s shoes? A leading midwestern Manu- 
facturer of fine branded Women’s Shoes now offers a very 
attractive opening for such a man. Write—telling us why 
you are the man who will make the most of this unusual 
opportunity for earnings and personal progress. 


ADDRESS 759, CARE BOOT & SHOE RECORDER 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 











SIDE LINE SALESMEN WTD. 


MANUFACTURER OF METAL, RHINE- 
STONE AND CUT STEEL SHOE 
BOWS desires salesmen calling on ladies’ 
Shoe Trade, to carry on small tray of terrific 
Metal Ornaments, RHINESTONE CREA- 
TIONS, 751 No. 39th Street, Philadelphia 4, Pa. 








AP SHOES, AND COMPLETE ALLIED 

LINE. Western, Mid-Western and South- 
em territories open for men with established 
trade. Excellent side line. Commission. Address 
#729, care of Boot & Shoe oe 100 East 
42nd Street. New York 17, N. Y. 


September 15, 1948 


BUSINESS OPPORTUNITY 


Shoe Store near Chicago. doing over $100,000 
annually; established over ten years; Rent less than 
3%; Store modern throughout; Should net full pur- 
chase price within 2 years. Price $10,000, plus in- 
ventory; Franchises for outstanding Advertised 
Brands. Requires about $35,000 cash. Only sub- 
stantial parties need apply. 

Address Box 766, care BOOT & anee. a 

100 East 42nd Street, New York 











EXECUTIVE, over 20 Years’ Chain 
Department Store experience, all- 
open for proposition with Chain 
Willing to make nominal 
Investment or consider Purchase of small 
Chain, Middle West. Answers strictly confi- 
dential. Address #751, care Boot & Shoe ~ 
corder, 100 East 42nd Street, New York, N. 


ETAIL 
R and 


around man, 
Store or Individual. 


SHOE DEPT. FOR LEASE 


E ARE TAKING OVER NOVEMBER 

15th Clothing Store doing $500,000 business 
last year, featuring name Brands which we_will 
continue. Can make attractive Lease for Shoe 
Department featuring good shoes, Address 
#762, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 








Buy Savings Bonds 
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LINE WANTED 





FOR SALE 

















GERMAN AGENT AVAILABLE 


Experienced Leather Man Located 
In Frankfort a Main, Germany, is 
desirous of securing Agency for a 
Line of American Sole or Fancy 
Leather. Has splendid record of 
experience and results. Best of ref- 
erences furnished. If Interested 
address: 


Address Box 721, ¢/o BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











RETIRING FROM BUSINESS 
FOR SALE: 


FAMILY SHOE STOR 


Established for over Fifty Years 
this growing Northern Indiana 
of about 35,000, on the shores of La 












Michigan. Nationally known and ad 
vertised high-grade lines, Men’s, 
Women’s, Children’s Clean Stock; 


Good location. Price about $35,000. 
ALSO FOR SALE this 2-story Brick 

Building about 21 ft. by 100 ft. occu- 

pied by the above Shoe Store. Price 

$35,000. No Brokers. 

Address Box 749, care BOOT & SHOE ” <A 
100 East 42nd Street, New York 17, 











FOR RENT 








PROFIT-MAKING STORE 


Location in Peoria, Illinois 





Arrow points to Street Floor Location 
on Adams Street. Peoria’s Main Com- 
mercial Street. Nos. 1 are city’s 4 larg- 
est Department Stores. No. 2 is Mont- 
gomery Ward. No. 4 is Sears Roebuck. 
No. 3 is your landlord, Central Illinois’ 
largest bank. Parking meters on street, 
city parking lot 3 blocks away. Space 
is now divided into two stores: one side 
street frontage, 43’2” depth ; 
other side has 17’7” street frontage. 
48°10” depth. Ceiling height is 14’6”— 
plenty of room to conceal air condition- 
ing, lighting. Basement below store has 
12°10” ceiling and is suitable for selling 
space. Full electric and water facili- 
ties. Building is steel reinforced con- 
erete construction. 
Write or wire: 
W. H. RATH, Building Manager, 
Commercial National Bank Building, 
Peoria, lilinois 

















WANTED TO PURCHASE WANTED TO PURCHASE 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


of Quality Shoes for Men Women and 
Children. 
For Cash 


BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 


WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 




















BARIS BUYS for CASH 


Quality Shoes for Men, Women € Sha- 
and Children Short Term Leases Assumed 
Scrupulous Protection _fness-TTE Ful ecules 


ARIS SHOE CO., Inc. 


New York 7, WN. Y. 







Tel.: WOrth 2-5180 


sw neade St. 








GET TOP VALUE | MERCHANTS’ NEEDS 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








ADVERTISING 








MERCHANTS’ NEEDS 








THE 
INVISIBLE 


SHOE 
FORM 





Pending 


For More Attractive Displays 


Made to display the shoe and not the form. 
Forms open heeled pumps perfectly and 
easily in less time. No bulkiness, fits 
either shoe and brand names are not con- 
cealed. ade from high quality clock 
spring steel. $3.00 per dozen pairs. Dis- 
count on 12 dozen pairs or more. 


FBF. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, Indiana 





‘CUippings 








—here's how to get 


TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 


More Business! 


Edwards Idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled according to what 

you want; wholesalers usually request best 

retail ads; manufacturers usually want ads 
of competitive brands. 


HE Vincent 





You will find that a study of newspaper 
ad clippings is the quickest and least ex- 





pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
rganization 


342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 


WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


, YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 


“The House of Jobs” 


89 READE STREET ie acre ea aerate 
New York City Name ---------eseeeeceee weeeeee ese teeteeenteteteceetentee 
Phone BARCLAY 7-7887 oe RU ae OMe eee 
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WANTED TO PURCHASE 


MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 











MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 








JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 














Colonial Tanning Head 
On Long Trip Abroad 


BostoN—Joseph Kaplan, president 
of the Colonia] Tanning Company of 
Boston, left on Sept. 2 from New York, 
by way of Pan American Clipper, for 
Johannesburg, South Africa. This is 
strictly a business trip and Mr. Kap- 
lan will visit Colonial agents in Johan- 
nesburg, Cape Town, Port Elizabeth 
and many others. 

Mr. Kaplan will be met in Johannes- 
burg by Herbert E. Cook, Colonial’s 
European and South African repre- 
sentative, whose headquarters are at 
Lancaster, England. 

Before returning to the states on 
Sept. 18, Mr. Kaplan will cover the 
principal cities in the Union of South 
Africa and will spend one week in 
England and one week on the Con- 
tinent, visiting Colonial agents and sur- 
veying the large foreign markets. 

Before World War II the Colonial 
Tanning Company had a vast export 
business. Their leathers were shipped 
to 63 different foreign markets; in fact, 
40 per cent of their business was 
formerly export business. 

Mr. Kaplan, before departing for 
South Africa, expressed a firm belief 
that these markets would again be 
available to American industry before 
too long a time. 


September 15, 1948 


NEW ADJUSTABLE 


Price ticket Pouy Cup 


remains in 
desired posi- : 
Poll. for Price Tickets 


tion at all 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 

$2.75 
half gross 
| 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 
















MAKE THAT SHOE FIT 


— DOCTOR SHRINKERS 


FIT COMES FIRST. Make shoes 
fit around the ankle. Step gap- 
ping at the sides and slipping in 
the heel 
necessary). All fullness or wrink- 
les in leather or fabric easily 
shrunk without harm. Assure foot 
comfort for hard-to-fit feet. 


(ne more heel liners 


Curved type iron 


Special combination offer $42.50 

(fluids included in above prices) 

_ Send your order or write for detail information. 
E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 








U. S. Rubber Production 
Capacity at New Peak 


New York—Postwar expansion and 
modernization costing more than $80,- 
000,000 has raised United States Ruk- 
ber Company’s production capacity to 
the highest peak in its history, it has 
been announced by Herbert E. Smith, 
president. 

Commenting on his company’s prog- 
ress, Mr. Smith said $30 million has 
been spent since the war on tire pro- 
duction facilities and $50 million on 
non-tire products. “These -improve- 
ments,” he added, “include new build- 
ings, new machinery and new research 
equipment which provide increased pro- 
duction and better quality. 

“More than $24 million has gone into 
the expansion and modernization of 






bie > “\- 


ca CLame 


For displaying more men's shoes. Screws in 
walls - shelving, etc. $3.00 per doz. 


M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 











* ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 


Efficiency 
Of Fit 


YOURS WITH THE NEW 


Span 


Win the Brannock Adult and 
Junior Model Devices, the shoe fitter 
can get immediate “Heel-to-Ball’’ — 
“Heel-to-Toe’—"Width-at-Ball” direct 
meosurements. This means speedy, 
accurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 
troublesome exchanges. 

*Available at special cooperative price 
if ordered through certain shoe manu- 
focturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 


COMPANY 


Syracuse 4, New York 








plants producing hose, belting, friction 
tape, wire and other special rubber 
products used by the oil, automobile, 
electrical, railroad, steel] and other 
major industries; also footwear, rain- 
coat, coated fabrics, foam mattresses 
and cushioning, golf balls, bathing caps, 
hot water bottles, and many other 
items in the consumer field. Additional 
millions have been invested in new fa- 
cilities for the production of chemicals, 
textiles and plastics.” 
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British Shoe Exports 
Below Goal Set 


LONDON, ENG.—The export drive in 
footwear is not going too well, and in a 
review of the first six months, progress 
towards the target which has been set 
is described by the British Board of 
Trade as disappointing. It is acknowl- 
edged that exporters are holding their 
own better in the higher priced classes, 
but in the medium and lower grades, 
results have fallen short of expecta- 
tions. 

Disheartening was the Eire decision 
to cut imports to 75 per cent. Eire has 
been Britain’s principal market this 
year, having taken more than one-fifth 
of Britain’s leather footwear exports, 
and with such a substantial reduction 


in trade with that country many Brit- 
ish exporters will now regard it as im- 
possible to reach the target figure. 

The only consolation which can be de- 
rived from the six months’ returns is 
that trade with some countries has im- 
proved. A comparison of the six 
months’ exports with those of the cor- 
responding period of 1947 for instance, 
shows that Canada, United States and 
Switzerland each purchased approxi- 
mately 100,000 pounds more than last 
year, and in respect of the latter coun- 
try the advance on pre-war trade has 
been spectacular, there being an in- 
crease from a mere 754 pounds in the 
six months of 1938 to 114,236 pounds 
this year. 

The most surprising feature of the 
past six months’ trade, of course, is the 





of women’s shoes. 
While the men’s trade has stood still, 
exports of women’s footwear are more 
than double those of last year. 


advance in sales 





Opens Juvenile Shoe Store 


CuicaGo—Harry Kaplan has_ re- 
cently opened an exclusive juvenile shoe 
store known as Howell’s Shoes at 1503 
E. 58rd St. He will also carry a line of 
growing girl’s casuals. 





Shoes Shipped by Air 


SCRANTON, Pa.—Golo of Dunmore 
made its first large shipment of shoes 
by air recently when 700 pairs weigh- 
ing 1500 pounds were shipped via 
Trans-World Airlines to Bullock’s De- 
partment Stores, Los Angeles, Calif. 








Your inventory “picture” at a glance, 


STOCK RECORD BOOK 


Shows each size and width of each style or stock num- 
ber. Helps you avoid freezing capital in hazard sizes 
and to keep an accurate tab on your best selling 


with this handy 


—and forms— 
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209 S. State Street, Chicago, II. 
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HERE’S THE SHOE-OF-THE-MONTH 
PROMOTION FOR OCTOBER 


"BORIS" 


ADVERTISED NATIONALLY 





NO OTHER SHOE GIVES YOU ALL THESE CUS- 
TOMER-SATISFYING, MONEY-MAKING FEATURES 


1 Allen Edmonds’ U-Turn Flexibility assures 
matchless comfort. 


2 Allen Edmonds’ special Nailess Osteo-path-ik 


Construction eliminates breaking in. 


3 Allen Edmonds’ unique STOCK PLAN: Cuts in- 
pyramids profits. 


ventory, multiplies turnover, 


WRITE — WIRE — PHONE FOR 


COMPLETE INFORMATION 


FREE MATS, DISPLAY MATERIAL 


ALLEN EDMONDS « Belgium, Wis. 


The Boris: Brown Bucko Calf 
S. ($20.45 west of the 
5227)‘ Subject to change. 
See Classified Directory for 
Dealer. Or order direct. Send 
for booklet ‘‘The Shoe of 
Tomorrow.” Dept. TO-11. 
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Yes, here’s a shoe that has everything! 
Dashing good looks . . . fine, soft leather 
the comfort and ease only U-Turn 
Flexibility can give. Put your feet in a pair 
- .. See what a pleasure they are to walk 
in . . . what a pleasure to wear. 


Rugged, he-man suede beauties... 
smart as next year’s convertible 
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Miller Trees mean business — 
extra business! When you've made a 
sale, the customer is in the right frame 
of mind to buy a pair of Miller Trees. 
He'll appreciate your pointing out the 
way to extend the life and looks of his 
shoes. 

Miller Trees se/l quickly — faster than 
the shoes themselves —because there’s noth- 
ing to take off or try on. Miller’s are 
available in four sizes, fir practically all 
shoe sizes by easy adjustment length- 
wise. Self adjusting for width. What's 
more, they feature foreparts modeled 
like a shoe last and bottoms hollowed 
out to allow for metatarsal pads. Shoe 
stores everywhere are proving that 
money grows on Miller Trees! 


MILLER TREES 
MAKE 


- lh -. 


SALES! 





NEW!— Miller Trees for ski boots 


Skiers value their shoes and 
their feet—a class of buyer 
that’s easy to sell. If you’re 
carrying ski boots this fall, 
write now for details on 
Miller ski boot trees. 








O. A. Miller Treeing Machine Company 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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Style 2347 ea 


COMMANDER Last 
Style 2327 
Tan Scotch Grain 
Harness Stitched 
Winterweight Sole 
Rubber Heel 


CLYDE Last 
Style 2347 
Brown Scotch Grain 
Medallion Tip. 


i Winterweight Sole 
d Rubber Heel 
{ CLYDE Last 

Style 4300 


Genuine Shell Cordovan 
Reverse Welt 
Winterweight Sole 
Leather Heel 


CLYDE Last 
Style 805 
Brown Arctic 
Full Leather Lined 
Hand Stitched Vamp 
Winterweight Sole 
Leather Heel 





Nunn-Bush 


Frankly Made for Bester Living 


You can be sure your Nunn-Bush shoes will be a 
gratifying expression of the shoemaker’s art. It is 
never the Nunn-Bush nature to compromise with 
quality. Ankle-Fashioning offers you more style miles 
and snug “heel pocket” comfort which we believe 
only Nunn-Bush shoes provide so enduringly. 


See what you get because Nunn-Bush 


deliberately strives to build the world’s 


f°) most satisfying shoes for men. 


Style 4300 





Style 805 


NUNN-BUSH SHOE CO . Manufacturers - MILWAUKEE 1, WISCONSIN 








About time somebody did this! 


Come to think of it, why wasn’t it 
done before? We don’t know, but we've 
done it now .. . written a book in an 
amusing sort of way to tell the story 
of foot growth with enough 
down-to-earth factual information to 
sell Stride Rite Shoes. Here’s a 

book that every Stride Rite customer 
and potential customer 

should read... and, also, every 


Stride Rite dealer and salesperson. 


Superbly printed, cleverly illustrated, 
it’s a book you'll be proud to 
present to your customers. And it’s 
another example of the help 

Stride Rite is giving its dealers to 


build soundly and solidly. 





“52 Bones In A Terrible Hurry” is 

















available to Stride Rite dealers. Your 

















copy and information is on the way 
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